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WHITE PINE MILLS: Winton Lumber Ce., Gibbs, 
Idaho. 


SPRUCE MILLS: The Pas Lamber Ce., Ltd., The 


For more than half-a-century the 
Winton organization has maintained 
friendly business relations with lum- 
ber dealers, manufacturers, industrial 
companies and factory buyers. When 
you order from Winton you can be 
sure of highest quality lumber, hon- 


Good Lumber For Over 53 Years 


May 4, 12:0 


Pine, Ponderosa Pine, Sugar Pine, 
Western White Spruce, Douglas Fir, 
Western Hemlock, Red Cedar Siding 
and Shingles. Winton choice timber, 
Winton modern mills and Winton 
careful service guarantee you a de- 
pendable supply source for years to 


est, dependable values, complete and 
satisfying service. Depend on Winton 
for lumber products of careful and 
accurate manufacture—Idaho White 


Pas, Manitoba, and Reserve, Sask. 


PONDEROSA PINE MILLIS: Somers Lumber Co., 
Semers, Montana.—Craig Mountain Lamber Co., 
Winchester, Idaho. 


come. We solicit your inquiries and 
orders and will give them prompt 
and careful attention. Let us prove 
how well we can serve you. 


LUMBER SALES LU. 


FOSHAY TOWER* MINNEAPOLIS 











Exclusive Elizabeth Apartments 


Made More Modern and 
“Livable”’ with “Topco” Frames 


These Newark, O., 1940 model apart- 
ments—owned by J. H. and R. V. 
Criss—are equipped with modern 
times’ most efficient and economical 
“Topco” Frames. Made by Malta— 

ee furnished by Montgomery. Joseph 
«‘Topco”’ (Overhead) Pulley E. Baker, architect. 





When Kleenex Holds Water-- 
Something has happened! 


Right! Something did happen. That piece of KLEENEX was impreg- 
nated with the new PAR-TOX WR. Just a stunt to illustrate the 
remarkable water repellent qualities of this new toxic which pro- 
vides wood with complete protection— 


| Against ROT 











Serving the Sash and 
Door Industry for 75 
years. 


IRA PARKER & SONS CO. 


2 Against TERMITES 
3 Against MOISTURE ABSORPTION -- 


and that means it makes sash, doors and other 
millwork resistant to swelling. shrinking and 
warping. That's the kind of millwork YOUR 
customers would like to buy. So ask your mill- 
— about using PAR-TOX WR on YOUR pur- 
chases. 


OSHKOSH, WISCONSIN 














It’sExclusive(patented) 
Features Like These -- 


that are helping Malta 
dealers put ‘‘Topco’’ Frames 
into so many lovely homes: 
(1) Overhead Housed Pul- 
ley; (2) Three-Point Jamb 
Clamp, for water-tight sills; 
(3) Mull Center Clamp; 
(4) Three Width Jamb. 
They make it easier and 
more profitable to sell. Your 
first installation, a sure 
‘puller’ of many others. 
Malta Frames cost less per 
year of service. 


The MALTA MFG. CO. 
MALTA, OHIO 


Here’s further evidence that Malta 
Frames—the famous “Supreme” or 
new “Topco” — have “EVER Y- 
THING,” for finest type construction 
and repeat-profit building opportu- 
nities for dealers. 


Its their patented features that 
make them DIFFERENT — modern 
to the last detail. Up to $520 sav- 
ing, in 20-years, on heating alone, 
ean be shown for 7-room homes, 
with “Topco” Wing-Flex Weather- 
stripped Units. 


Write for “Proof-chart.” 
Alse Cataloz No. A-l, of @& 
complete Malta line. . 


The Mark of 
T op-Quality 
Frame s— 
Since 1901 
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Americanfumb 


Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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OFINGS 


MAKE 2 JOBS EASIER-THE FARMER'S AND YOURS 


Easy to apply, easy to maintain, long-lived and economical—Wheeling Heavy Zinc Coated 





Roofings have been chosen repeatedly by farmers for more than 50 years. National adver- 
tising on a coast-to-coast hook-up on Sundays over the Mutual Network, and in leading 
farm journals for many years, makes Wheeling Roofings more than ever the first choice 
for value and for steadily growing sales,— and makes Wheeling COP-R-LOY Heavy Zinc 
Coated Fence the buy for 1940—the better buy for dealer and consumer. 


LISTEN TO THE MILL WHISTLE! 
Every Sunday, ¢ PM—EST—the Musical Steelmakers — coast to coast Mutual Broadcasting System 


1890 Sg GOLDEN AuNIVERSARY _< 1940 


WHEELING 


CORRUGATING COMPANY 


General Offices: WHEELING, WEST VIRGINIA 
OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 








Ma: 


br 
m 
ar 
G 
fo 


bi 


al 
al 
e 














May 4, 1940 


Amemcanfiunberman 





33 


This Country of Ours 


chess? It doesn’t furnish as much 

physical exercise as golf, for in- 
stance; nor does it utilize as much wood 
as does building bird-houses—in fact, it 
creates no demand for that commodity, 
except sometimes for making the play- 
ing board and the pieces, which as often 
as not are of some composition—though 
it is the ambition of every real chess fan 
to own some day a set of chessmen carved 
from solid ivory. Usually, however, the 
ivory is in the player’s head, unrealized 
until his opponent gently murmurs 
“Checkmate!” The writer, being a mild 


Cleese? It of hobbies, do you play 


addict of the “royal game,” though in - 


but the kindergarten class, was interested 
to read recently, in a cleverly edited little 
house organ called the Tattler, put out 
by the Towerton Press, Chicago, a short 
essay which players and non-players alike 
will appreciate. In fact, you may get a 
valuable idea or two from it, as the game 
we call “business” has much in common 
with the game we call “chess.” Even 
more does it resemble the game called 
“war.” One wonders whether Adolph 
Hitler plays chess, in whatever leisure he 
may have. If so, he must know that the 
main object of the game is not the cap- 
ture of an opponent’s pieces, however 
valuable, but the “checkmate” (call it 
blockade if you wish) of the opponent 
himself, personified in his “king” piece. 
All in all, the chess table is a good place 
to study the fundamentals of both mili- 
tary and business strategy. 


* x 


“The game of chess,” says the Tattler, 
“is not popular among business men, 
particularly those in the executive 
bracket. They claim that it takes up too 
much time; a well played game will last 
an hour. Also, it is said, this Game of 
Games requires too much concentration 
for a man who spends his day thinking 
about business problems. It is not a re- 
laxation; it is a concentration of gray 
matter so deep that it almost seems black. 
No, the business man will say, chess 
does not develop the mind; all that chess 
does is to make you want to play more 
chess. And so this game of pawns and 
bishops, of knights and castles, is played 
by clerks and artisans, by dreamers and 
philosophers, by men in engine houses, 
awaiting duty’s call, and by those whose 
time does not amount to much—with 
exceptions, of course. 

“In this connection I can take you to 
an office, any noon of the business week, 
and show you a game of chess. The 
executive in question looks forward to 


this break in the middle of the day. Those 
who know him intimately say that he 
lives from one chess game to the next. 
Those who deal with him in_ business 
affairs will tell you that he is analytical 
of every proposition, always two jumps 
ahead of his nearest competitor, and 
withal, never makes a rash move. 
* ok x 


“In this game, our business man con- 
tends, one learns to be cautious. Luck 
plays no part in it. Foresight is at a 
premium. To avoid an embarrassing at- 
tack by your adversary, you must antici- 
pate his moves. In short, you are brought 
to realize the importance of possibilities. 

“The most valuable lesson which chess 
teaches me from day to day, I once heard 
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“He challenges you to a game of chess— 
claims he’s State champion!” 


him say, is the necessity of perspective. 
He claims that by backing away from 
the board before each move he plays a 
better game than when sitting hunched 
over his men and concentrating solely on 
his own objective. 

“There seems to be a good tip here for 
the most of us. If we want to analyze our 
own business, it’s a good idea to back 
away from it now and then in order to 
see what is really going on. If we need 
to be reminded of the importance of the 
long view, it might even be smart to 
take up chess.” 





The only good luck many great men 
ever had was being born with the ability 
and determination to overcome bad luck. 


OVERNMENT report says that 
(5 the Back-to-the-Farm movement 

still continues—reflecting, perhaps, 
not so much favorable farm conditions as 
unfavorable town and city conditions, in 
the judgment of The Corn Belt Farm 
Dailies, Chicago. One thing about it, 
people in the open country can get along 
on mighty little cash, if they have to. If 
there is a wood-lot they can get enough 
fuel to keep warm, if not too lazy to swing 
an ax; and if they grow anything at all 
they won't starve. But in the city the 
fuel is cut off if they haven’t paid last 
month’s bill; the groceryman will give 
credit only so long, and a mighty short so 
long these days; while the roof overhead 
soon disappears if the rent is not paid. 
So it is not surprising that many people 
take to the open country when the going 
gets tough, for there, if they will work at 
all, they can at least keep body and soul 
together. But there ought to be no occa- 
sion to even talk about such things in 
this land of plenty for all who will do 
their part. The trouble—most of the re- 
lief trouble and such—is that so many 
people are not inclined these days to live 
by the sweat of the brow. They have dis- 
covered an easier way! 





W HEN SPRING and the beauty of 

the Southland get into an editor's 
blood and flow out through his pencil (or 
typewriter keys) the result is likely to be 
an unconventional expression that has at 
least the merit of spontaneity. So we cull, 
as worthy of momentary enshrinement 
in this Temple of Transient Literary 
Fame, a paragraph or two from a field 
report sent in (not for publication) by 
our Realm of the Retailer editor, now 
covering some assignments in the Deep 
South. From down Alabama way he 
writes: 

“Yesterday I had a right amusing ad- 
venture. In some little "Bama town I 
got onto the wrong road; near as I can 
figger it the road numbers were turned 
the wrong way—result of road work. So 
I lit out on a fair gravel road. It went 
the right way but after a few miles be- 
gan to look sick. I figgered I could go 
ahead and come out on the main highway, 
which eventually I did. But the road got 
narrower and narrower, the gravel disap- 
peared, the ruts were deep enough to 
drag the differential; I forded a ‘branch’ 
or two, rode over bridges that didn’t have 
six inches to spare; saw some of the 
loneliest and most God-forsaken country 
in the world; passed by houses that 
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looked as though De Soto had built them 
in the sixteen-hundreds; saw almost no 
cultivated land, followed trails through 
fields, and asked directions of men who 
looked disquietingly like feudists and 
Mexican-War veterans. I was pow’ful 
glad to come out onto the highway again 
without getting shot as a revenuer or as 
one of General Sherman’s bummers. Any- 
way it was pretty country, when I dared 
look away from that mule trail long 
enough to see it. Dogwood in a riot of 
bloom, and all that. I wouldn’t have been 
much surprised to hear Indian war- 
whoops or to see dinasaurs. They say 
this is the part of the country where a 
planter brought a nigger to town in the 
1880’s to sell him; hadn’t heard of the 
Civil War. 

“South continues to be lovely, and in 
the larger towns business is modern and 
going hot.” 





GOLDEN key flashes.” (Yes, yes 

—go on!) “Three thousand miles 

away, on the azure waters of San 
Francisco bay, skies blaze with iridescent 
light. A president speaks. The star-em- 
broidered curtain of Pacifica sings (or 
swings) in the gentle west wind. A 
breath-taking modern ballet creates the 
rhythm of the world’s pageant of 1940— 
and the show is on! The dynamic pano- 





© Office boy says the best example of 
period furniture is an electric chair. 
Guess he’s right; it always ends a 
sentence. 





rama of the Americas unfolds itself to 
millions of visitors. For one hundred and 
twenty-eight days and nights the Pacific 
Coast is host to the world.” (We’re glad 
to help put the idea across!) 

“Entirely new, the Pageant of the Pa- 
cific opens on Treasure Island on May 
25. Every part of this magic city breathes 
enchantment and excitement. Millions of 
California’s flowers weave a carpet of 
fragrant beauty, and the towering walls, 
in fresh, gay colors, present a picture that 
might have come from the dream world 
of the Arabian Nights.” (Press agent or 
poet; the guy pecks a mean keyboard!) 

“In one of the world’s most gorgeous 
settings you will see strange and exotic 
arts and crafts from every shore of the 
great Pacific. The West’s World’s Fair 
in Forty is dedicated to knowledge, leis- 
ure, travel and recreation—all here, in 
magnificent array. It’s a sixty million 
dollar attraction—a thing of beauty, a joy 
forever.” (And so on, and on, to the 
extent of six closely typed pages—but 
you get the idea!) 

Be seeing you at the great, revivified, 
Golden Gate International Exposition of 


1940! 
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LMOST FORTY years ago there 
A was published a “business best sell- 
er” titled “Letters From a Self- 
Made Merchant to His Son,” which, de- 
servedly, had a tremendous vogue. Its 
message is as vital today as when first 


penned. Written by the late George 
Horace Lorimer, long-time editor of the 
Saturday Evening Post, the “Letters” 
purported to be from a fictitious John 
Graham, Chicago meat packer (generally 
understood to portray P. D. Armour) to 
his son, attending an eastern college. So 
much by way of background. Now for 
some nuggets of wisdom picked from 
here and there in the book, open before 
the writer, on the general topics of loy- 
alty and teamwork—especially applicable 
to employees of a business, but not with- 
out “nutriment” for employers as well. 
Here they are: 


“When you’ve been in business as long 
as I have, you will be inclined to put a 
pretty high value on loyalty. It is the one 
commodity that hasn’t any marketable 
value, and it’s the one you can’t pay too 
much for. 


“You can trust any number of men 
with your money but mighty few with 
your reputation. Half the men who are 
with the house on pay day are against it 
the other six. i 


“Tt don’t know anything that a young 
business man ought to keep more entirely 
to himself than his dislikes, unless it is 
his likes. It’s generally expensive to 
have either, but it’s bankruptcy to tell 
about them. 


“It’s all right to say nothing about the 
dead but good, but it’s better to apply 
the rule to the living, and especially to 
the house which is paying your salary. 


“Tact is the knack of keeping quiet at 
the right time; of being so agreeable 
yourself that no one can be disagreeable 
to you; of making inferiority feel like 
equality. A tactful man can pull the 
stinger from a bee without getting stung. 


“Some fellows can only see those above 
them, and others can only see those un- 
der them, but a good man is cross-eyed 
and can see both ways at once. 


“When you make a mistake, own up. 
Don’t make a second one by keeping it 
to yourself. The time to sort out rotten 
eggs is before you pack them for market. 


“In all your dealings, remember that 
today is your opportunity; tomorrow 
some other fellow’s.” 





® Guy named Bored Feet reports: “Guess 
things are really on the upgrade now; 
lumbermen who used to be cutting down 
are now cutting up. Saw three of our 
biggest contractors in a cocktail bar this 
morning, too. What was I doing there? 
Believe it or not, I was waiting for a 
sidecar.” 
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Shafts at Random 


The progress of society is nothing but 
the slow and far remote result of steady, 
laborious, painstaking growth of individ- 
uals. The man who makes the most of 
himself and does his best in his sphere is 
doing far more for the public good than 
the theorist who runs about with a scheme 
which would set the world straight if only 
everybody would adopt it. 

x Ok Ox 


A soul which would not throb in re- 
sponse to a noble sentiment, if it were 
genuine, would prove that it was base and 
corrupt. On the other hand, a noble sen- 
timent, if it is not genuine, is one of the 
most corrupting things in the world. The 
habit of entertaining bogus sentiments of 
a plausible sound deprives both mind and 
heart of sterling sense and healthful emo- 
tion. 

Blundering experiments in legislation 
can not be simply abandoned if they do 
not work well; even if they are set aside, 
they leave their effects behind; and they 
create vested interests which make it dif- 
ficult to set them aside. 

x * x 


What everybody wants for himself is 
“peace and quiet.” It is what the age 
needs for the recuperation of its nerves, 
but society is full of schemers eager to 
“get a majority” so as to use it to meddle 
with some other people’s way of living 
their lives. 

2 * 

The right to the pursuit of happiness 
is nothing but the right to live one’s life 
in one’s own way. Instead of lying back 
at the origin of society it lies yet a great 
way in the future, when the present dis- 
position of everyone to tell his neighbors 
how they ought to live shall have been 
overcome. 

:2 « 

Young folks come in for a lot of unde- 
served criticism from their elders because 
too much is asked of them. It’s hardly 
right to expect seasoned timber from a 
tree that matured only yesterday. 

* Oe 

The march of improvement never stops. 
Take for example the old, narrow roads, 
offering barely enough room for two cars 
to pass one another; now replaced by 
smooth, broad highways on which six or 
eight cars can collide at the same time. 





We don’t know how the number of 
bathtubs in use compares with the num- 
ber of cars. Several years ago this Page, 
driving through a western State on a 
hot day, asked at the hotel for a room 
with a bath. The clerk gave us a cold 
look and said, “Young man, there ain’t a 
bathtub in this town.” We'll guess the 
town has a good many by now. But 
plenty of homes are still without them; 
which points to a big and well-known field 
for remodeling. 
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“Showing” Better 
Than “Telling” 
Dealer Believes 


“We build a home complete,” said Roy 
3yers, manager of the Citizens Mill & 
Lumber Co., Ventura, Calif., “and turn 
the key over to the owner all ready to 
move in. We have been highly success- 
ful with our dry-built, all-wood, plaster- 
less homes. One of the model homes, 
complete, is erected in our yards in close 
proximity to our salesroom, and as our 
yards lay along one of the principal high- 
ways leading into the city the house 
attracts attention from scores of motorists 
daily. The walls of our model home are 
all of wood, permitting many beautiful 
effects in knots and grains. There are 
also many built-in fixtures, which delight 
the housewives. These plasterless homes 





afford complete insulation for every room, 
making them more healthful, with in- 
creased summer comfort and winter fuel 
savings averaging 30 percent. The FHA 
will insure 25-year loans on this type of 
construction, which means that, in the 
opinion of Federal housing experts, our 
specially constructed homes will endure 
any climatic condition, any place in the 
United States, for many years. 

“We push the idea of ‘a complete home’ 
intensively, having two men in the field 
contacting prospects all the time. We 
also issue a book of plans, showing 16 
different types of homes, with photos. of 
the floor plans and the exteriors of the 
completed houses. When we first started 
our campaign to sell a complete home we 
ran a full-page advertisement in the local 
paper, showing a cut of several of our 
model homes, telling the cost of same, and 
the plan of financing it, and listed the 
built-in conveniences of each room. The 
completed home itself is best publicity of 
all, for all who visit it have opportunity 
to note its many conveniences at close 
range. 

“But while we spotlight these houses 
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Front view of office 

of Citizens Mill & 

Lumber Co., Ven- 
tura, Calif. 





for which we supply all the materials and 
labor, we do not neglect diverse mate- 
rials sales. Our most effective method of 
calling attention to these—aside from the 
personal solicitation of our field represen- 
tatives, is our window display room. This 
is a shallow, one-room building, with the 
front entirely of glass, set on the border 
of our grounds, flush with the pavement, 
so that the contents can be seen at close 
quarters by all passing pedestrians or 
motorists. This window room features 





Model all-wood dry- 
built house which 
forms a permanent 
exhibit in yards of 
Citizens Mill & 
Lumber Co., Ven- 
tura, Calif. 





timely items, the contents being changed 
every two months. Paints and roofing 
are especially featured in the spring and 
fall, when most remodeling is done.” 
The company, which has plants at 
Oxnard and Santa Paula, Calif., in addi- 
tion to the main yards in Ventura, does 
not confine itself to lumber, but stocks all 
kinds of building materials. The unique 
business cards handed out by each of the 
salesmen give splendid publicity to these 
lines. They are of simulated wood pulp, 





One-room display 
building, with  all- 
glass front, stages 
frequently changed 
exhibits for Citizens 
Mill & Lumber Co., 
Ventura, Calif. 








of the folder type, the top being the size 
of an ordinary business card, containing 
the name of the firm, address and tele- 
phone number, while in the left hand cor- 
ner are the name of the salesman and his 


residence address and teleplhione. When 
unfolded, the double card lists the wide 
varieties of supplies carried by the firm, 
including wallboard, cement, lime, hard- 
wood lumber, roofing, built-in fixtures, 
nails, paint, glass, lawn furniture, wall 
heaters, sewer pipe, window and door 
frames and many others. 

Realizing that one of the most effective 
methods of getting people to build, paint 
and repair is to present an example for 
them to follow, the main office, model 
home, and all of the company buildings 
are kept in spotless condition and present 
an attractive and picturesque appearance 
to all passersby. 





To Build Pulp Mill on 


Vancouver Island 


Vancouver, B. C., April 27.—Bloedel, Stew- 
art & Welch plan to establish at Port Alberni 
on Vancouver Island, a pulp mill which will 
have capacity of 135 tons of unbleached sulphite 
pulp daily. The pulp and paper companies on 
this coast are enjoying relative prosperity. The 
newsprint mills are operating at a rate far in 
excess of eastern Canadian mills. There has 


been a shortage of pulp, and the situation is 
likely to be intensified as a result of the Finnish 
war and the probable absorption by Soviet 
Russia of a large proportion of Finnish pulp 
that previously found an outlet in outside 
markets. 
































One of the best avenues of approach to 
selling a new line or a new service, or 
developing a new sales technique is 
through studying the reason why cus- 
tomers buy other commodities and ser- 
vices that a dealer is merchandising suc- 
cessfully. Such a study can point the way 
directly to a new and profitable market. 

An outstanding example is the manner 
in which A. F. Reasor, president of the 
Indiana Lumber & Manufacturing Co., 
South Bend, Ind., discovered the possibil- 
ities in basement remodeling, and at the 
same time found the key to selling that 
market before he even tried to do it. 

For some time the company had been 
engaged successfully in selling and in- 
stalling stokers. Part of Mr. Reasor’s 
theory of selling is that one of the most 
important elements of the sale has been 
overlooked if the salesman fails to figure 
out what he did that induced the cus- 
tomer to make the purchase, or in other 
words, fails to find out what the purchas- 
er’s buying motive was. Following 
through on this theory, he made a close 
study of the reason people responded to 
his solicitation of stoker sales, and dis- 
covered that in very few cases were they 
interested in stokers as money-saving de- 
vices. They were buying use-value. That 
is, they were buying stokers for the con- 
venience and comfort they offered. 

That observation coupled with the ob- 
vious fact that in basements with auto- 
matic stokers or oil or gas fired plants 
there was lots of unimproved and poten- 
tially usable living space indicated a field 
for remodeling. 

“We had done a good job of kitchen 
remodeling,” said Mr. Reasor, “but the 
field had got too competitive. Everybody 
that had anything that went into a kitchen 
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modernization job had entered the field, 
and while we were still getting a good 
fair share of that business, it seemed to 
me that basement work was particularly 
adapted to our business. As a retail lum- 
ber and building material firm we had 
certain experience, services and materials 
that gave us the jump on dealers in other 
lines. 

“Basement modernization cannot be a 
cut and dried proposition. You have to 
sell an idea, and it is a lot easier to do 
that than it is to sell materials. Further- 
more, when the idea is your own, it is 
next to impossible for anyone else to step 
in and compete with you. We were sure 
we knew how to sell basement moderniza- 
tion, so we began to look for ideas. We 
tapped every source we could think of, 
and assembled a large collection of draw- 
ings, photographs and plans. These were 
studied, classified, and assembled in a 
manual, and we were ready to go ahead. 

“Then we began to approach people we 
thought were prospects. We ran a few 
newspaper ads. and kept looking for ideas. 
We compiled a prospect list comprised of 
people to whom we had sold stokers, and 
made a few sales. From the fuel oil mer- 
chants in town we got a list of all prop- 
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erties equipped with oil burners. The 
next move was to get out a letter with 
which to circularize our prospect list. The 
local gas company would not give us a 
list of their gas burner installations, but 
they did mail our letter to their list. 

“That covered about everybody includ- 
ed in the preferred prospect class. In 
South Bend there are about 1,000 stoker 
jobs, 1,500 oil burners and 200 gas burn- 
ers. Of that total of 2,700 homes equipped 
with automatic heat I do not think there 
are over one hundred with modernized 
basements. The figures indicate a large, 
undeveloped field.” 

As inquiries came in from the mailing 
and the newspaper ads, Mr. Reasor fol- 
lowed them himself. The procedure in 
selling was to leaf through the manual 
or scrap book of pictures, giving the pros- 
pect ideas of what had been done, and 
what might be done in his basement. With 
interest aroused and desire stimulated, 
the customer was led to discuss what he 
would like to use a modern basement for, 
and about what he could afford to pay 
for the improvement. In all of this dis- 
cussion nothing was said about the mate- 
rials to be used, or what they cost. The 
customer’s attention was kept solely on 
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IN EVERY BASEMENT there is a large 
space — potentially beautiful and useful 
eee ee oe 
FOR THE OWNER it can be developed 
into a new and delightful room in the home 
at a cost far below the cost of other rooms 
—a place to lounge—to entertain business 
associates or hold that weekly pinochle 
party—to keep children at home in a good 
environment—to provide for a youngsters’ 
and an oldsters' party at the same time 
aw@eEin & & = 
FOR THE DEALER it offers a great sales 
opportunity—a natural for him 








the use-value of the improvement, and 
he was kept thinking about the beauty 
and utility of the complete job. 

Next, Mr. Reasor measured the avail- 
able space on squared paper, and located 
windows, doors, plumbing and _ heating. 
Then he drew what he thought could be 
done for the money available. 

“Knowing as soon as possible in the 
conversation how much money can be 
spent is very important,” said Mr. Rea- 
sor. “With that information you can 
present ideas that are within that budget, 
and present a final idea that can be con- 
summated within the limit of the custom- 
er’s buying power.” 

With full information a sketch is then 
developed. This consists of a floor layout 
and one side and one end wall, usually 
the end and side most complicated. By a 
complicated side Mr. Reasor means the 
long side or the side or end with a bar, 
a fireplace or a new basement lavatory. 
The sketch, of course, remains the prop- 
erty of the lumber dealer. If he has sold 
his job right—that is, if he has sold the 
idea—the customer is not interested in 
the sketch anyway. In no case, however, 
is the sketch left with the customer. Do- 
ing that would simply provide him with 
the material to shop around. With the 
sketch approved, Mr. Reasor always tries 
to sell the complete job, including plumb- 
ing and heating, if any, and the carpentry 





and decorating work. Thus, the sale is 
predicated on giving the customer a com- 
plete new living room. 

“T try to sell knotty pine paneling, fir 
plywood or some other wood product for 
the walls as much as possible,” said Mr. 
Reasor. “These items are more or less 
exclusive with the lumber dealer, and give 
me one more protection for holding the 
complete sale for my company. 

“The nature of the treatments, of 
course, varies. The sporty ones want a 
bar, often an elaborate one. When the 
basic idea of the improvement is to pro- 
vide children of high school age with a 
recreation room, table tennis is usually 
featured, and we nearly always sell the 
table. We had a typical case just re- 
cently. A business man with two daugh- 
ters in high school wanted a place for the 
girls to entertain their friends at home. 
We sold a table tennis outfit and provided 
a mastic floor for dancing. With the im- 
provement the girls can hold a party in 
the basement while their parents are en- 
tertaining on the first floor, or if the 
parents wish to retire they are two floors 
above the children’s party. They know 
where their children are, and they are 
not being disturbed by them. 

“Another father with high school sons 
wanted a basement that would be so at- 
tractive that the boys and their friends 
would prefer to spend their time there. In 



















that way he could watch them, and exer- 
cise some control over what they were 
doing. We have had a half dozen cases 
where business men have modernized 
their basements so they would have a 
place to entertain customers and business 
associates. One of them said that in one 
year he saved a lot of money on his ex- 
pense budget for entertaining.” 

The company has sold about 15 
basement modernization jobs, and _ has 
fifty more definite sales in view. The 
people to whom jobs have been sold are 
the best advertisements Mr. Reasor has. 
They are proud of what they have, and 
they do a lot of talking to their guests. 
In a short time word has gotten around 
that the Indiana Lumber & Manufactur- 
ing Co. did the jobs, and inquiries are 
coming in rapidly. 

Unless a lot of plumbing changes are 
necessary, three hundred to five hundred 
dollars for labor and lumber yard mate- 
rials will do a good job. The company 
has done several jobs ranging from eight 
hundred to twelve hundred dollars. These 
include the installation of downstairs lav- 
atories and considerable expenditures for 
plumbing and heating changes. A lava- 
tory usually means about two hundred 
dollars alone. 

“Tt takes time to plant the idea, and 
develop it to a point where a sale results,” 

(Continued on Page 45) 
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The Hinkle Lumber Co., Paris, Tex., 
has its big yard equipped with one of 
those two-way loud speaker devices which 
seem to be coming into use for the pur- 
pose of keeping in contact with yard 
workers. There are half a dozen or so 
of these outlets, or whatever they’re 
called, in the yard; and a yard man 
within 30 or 40 feet of one, by speaking 
clearly, can attract office attention. The 
office man, pressing a lever and speaking 
in an ordinary tone, can broadcast all 
over the yard. So it’s a simple business 
for someone in the office to call a yard 
man, or a man in the yard to call the 
office, and hold a conversation. 

“This saves a good many steps and of 
course much time,” T. B. Hinkle said. 
“It is much speedier and more direct than 
the telephone system that some yards 
used to have. You’ve probably seen elec- 
tric bells in the yard, or even old-fash- 
ioned farm dinner bells. To answer either 
kind, a man had to come from the yard 
clear to the office. This loud-speaker sys- 
tem has its amusing aspects now and 
then. I remember that one day a cus- 
tomer and his contractor came in to get 
prices on a bill of goods. After we'd 
quoted the price the two went out into 
the yard with one of the men to look at 
some of the items. They were in the yard 
office, and evidently the yard man went 
away for a minute or two. Over the ad- 
dress system I heard the customer say 
to the contractor, ‘You might as well take 
that price. They’re not going to cut it.’’ 

The Hinkle yard does everything in 
completing a job except supplying the 





J. V. SHAW, 


at Belton, Tex. 
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mechanic labor, which is done by contrac- 
tors. This means that the yard writes 
the specifications on all jobs. Writing the 
specifications was a large labor, often 
taking an office man several hours. There 
was always the possibility that something 
might inadvertently be left out. So Mr. 
Hinkle prepared a standard form, legal 
in phraseology, including everything in 
a standard job. This he had mimeo- 





Under-counter shelves noted at yard of 
Wm. Cameron & Co., Belton 


graphed with blank places left for specific 
figures, grades, names and the like to be 
written in. When a job has reached the 
specification stage, an office man makes 
out one of these forms, consisting of the 
sheets and the binder held together by 
a wire clip. It is a matter of minutes in- 


At the Belton (Tex.} 
yard of Wm. Cam- 
eron & Co.—LEFT: 
(foreground): chick- 
en brooder. RIGHT: 
Hog feeder 


stead of hours to type in the specific 
information, after which the sheets are 
stapled into the binder. By going through 
the form from first to last, the office man 
can know that nothing has been forgotten. 


Consistently Advertises 
Low-Cost Homes 


This yard, like a good many others, in 
fact most others, is making a big play 
for the low-cost home. It does steady 
advertising in the local press, showing 
line drawings and printing the monthly- 
payment cost of the house. The yard has 
its own architectural department, in 
charge of L. L. Medford, an experienced 
architect. Mr. Hinkle thinks this neglected 
bracket is the biggest new opportunity of 
the industry, and it is new only because 
it has never been cultivated and in fact 
could not be cultivated until loaning facil- 
ities were made available in usable forms 
for this low-income group. Mr. Hinkle 
tells us that a survey in Paris discloses 
800 families paying rent in amounts to 
make them real prospects for home own- 
ership. Not all will build houses, and 
perhaps not all should, for that would 
make a problem of empty rental houses. 
An empty house, no matter who owns 
it and no matter why it is empty, tends 
to become a disorganizing factor in local 
real estate values. There can of course 
be a percentage of vacancies, allowing for 
changes and the like, and real estate men 
consider some as normal. But it is rea- 


sonable, from the real estate point of 
view, for rent houses as they wear out to 
be replaced by construction of new houses 
for individual owners. 

There are few FHA loans made in 
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Paris, due to the fact that the city has a 
powerful building and loan association— 
The First Federal Savings & Loan As- 
sociation of Paris. The savings and in- 
vestments of this association run about 
$40,000 a month, an increase of 4,000 
percent in five years. This is one of the 
big concerns of its kind in the Southwest. 
The managing director is O. W. Boswell, 





SPECIFICATIONS 


SILLS: To be of built-up construction 
consisting of two ply, or 2 pieces each 
of with 2x4 nafled thereon 
for joist support. 

FLOOR JOISTS: To be ‘ 
To be placed on 24-inch centers. When 
all sills and floor joists are in place, all 
shall receive one good brush coat of an 
approved wood preserver or creosote oil. 

FRAMING: Studs shall be 

, placed on 24-inch centers, 
with single plate at bottom and double 
plate at top of : 
All corners and angles will be built-up 
as shown on plans consisting of three 
ply 2x4’s with spacer. HEADERS will 


be placed around all openings. Upper 

joists will be 

on 24-inch centers. RAFTERS will be 
on 24-inch 


centers. The same shall apply to any 
valleys and hips should the same show 
on plans. 
LATHS: To be 
placed on 9-inch centers, and shall be 
nailed to each bearing. Shingles will 
be laid 
4%-inches to the weather with two nails 
to each shingle. (18-inch shingles will 
be laid 5%-inches to the weather.) 
FLOORS: Flooring material as follows 
will be used: 
and blind nailed to each bearing. All 
inside walls shall be sheathed with 
and ceilings 
with and 
nailed well to each bearing. 





Specification form of Hinkle company 
saves labor, avoids omissions—these few 
items are a sample 


a World: War veteran and formerly a 
railroad administrator. Mr. Boswell says 
there is abundant private money, ready 
for use in home building when the 
mechanics of placing it are well worked 
out. A large number of people, he says, 
in borrowing money do not ask the basic 
interest rate, for they want to know the 
size and number of payments and the 
items covered by the payments. The 
FHA, he says, has done excellent work 
in advertising the value of home owning 
and in popularizing the one-mortgage 
idea. The loans of the Paris institution 
at present average under $3,000 each. In 
fact the largest made in the past three 
vears was $6,000. Most of these are 





Shed of Hinkle Lumber Co. bears this 


prominent sign 


Yards Use Drafting as Merchandis- 
ing Aid, and Sell Most of the Paint, 
Wall Paper and Hardware --- An 


Omission-proof Specification Form 


and Loud Speaker That Saves Steps 
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Yard office of 
Hinkle Lumber Co., 
Paris, Tex. 


urban loans, though a very few rural 
building loans are made. 

The comparatively small size of these 
loans is something of a commentary on 
the big market for low-cost homes. We 
asked Mr. Hinkle what he considered a 
small home, for we well remember hear- 
ing an architect using this phrase over 
and over in an address and getting us 
more and more confused. This architect 
finally stated that in his bright lexicon 
any house costing $30,000 or less was a 
small home! Mr. Hinkle admitted it was 
a term of indefinite meaning but cover- 
ing, in his business, houses ranging in 
cost from $1,500 to $3,200 and averaging 
probably around $2,300. 


Southwest Homes Seldom 
Have Basements 


All things considered, an owner gets 
more house for his money in the South- 
west than he does in the northern climate 
of cold winters. These houses don’t have 
to be built against cold. Few houses, even 
those running up to $10,000 or so, have 
basements. In much of this southwestern 
country natural gas is locally or at least 
easily available. Plenty of houses, in 
Dallas for example, are built without 
chimneys. Heating and cooking are done 
with gas, and only vents for the burned 
gas, not regular chimneys, are required. 
We have seen many gas furnaces built in 
such a way that the top is a floor grill, 
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by which the furnace is suspended. The 
furnace is about the size of a trunk and 
has automatic control. Working on the 
principle of the pipeless furnace, this one 
unit will heat adequately a house of small 
or moderate size. 


Yards All Carry Wall 
Canvas and Paper 


A contractor in the Hinkle office said 
that hardly one house in a hundred is 
lathed and plastered. This is due in part 
to the unstable quality of this rich top 
soil. A house needs more bracing than 
plaster affords; so the inside wall finish 
is shiplap or tongue-and-groove stock, 
covered by a special canvas or scrim and 
finished with wall paper. Every yard car- 
ries this cloth, and practically every one, 
as we've mentioned repeatedly, carries 
wall paper. It’s a bit unusual to see an 
independent wall paper and paint store, 
and when one does appear, it rather often 
proves to be a hot potato which the owner 
juggles for a time and succeeds in pass- 
ing on to some other hopeful juggler. The 
lumber yards seem to have far and away 
the first place in the paint and paper busi- 
ness. Hardware stores, we're told, are 
selling less paint, not only in the South- 
west but everywhere. In fact we're told 
that hardware stores in the Southwest are 
growing fewer in number. The large 
ones we see down here feature glassware, 
china, lawn furniture and sometimes 
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house furniture, stock feed, corrugated 
roofing and automobile tires. It’s prob- 
ably only a step to offering Cola drinks 
and sandwiches. 

J. V. Shaw, manager of the Cameron 
1 yard at Belton, Tex., commented on the 
usefulness of architectural drafting in the 





You Can OWN This Home 
15.62 


For Monthly 
Payments of Only 





Less Than Rent Would Cost You! 


Why pay rent, when you can OWN your own home for less 
than rent? Payments of $15.62 monthly pay for the above 
home in only 15 years, and a desirable building lot in most 
cases will finance the cost of the house. 


House of the Month Developed = ~~ ~"-** “1 


Designed for low 
eost housing. Built 
from Dierks Fam- 
ous Virgin Kiln 
Dried Pine. 

A-10x18 garage is 


included in the 
above monthly pay- 
ments. 





Come in and let us 
show you our large 
complete plans of 
this home. 
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Hinkle Lumber Co., Belton, Tex., aims 


efforts at small-home field, featuring 
monthly payments 
new merchandising. Mr. Shaw studied 


architecture at the famous Texas A & M. 
He doesn’t think this transfer of archi- 
tectural work to lumber yards has cut in 
at all on the occupation of independent 
architects. On a general average it has 
brought them more business. In earlier 
years, architects didn’t come within a 
mile, professionally speaking, of the small 
house. They wanted jobs running into 
many thousands, something they could 
work on for weeks in preparing each set 
of plans. So there was no genuine archi- 
tectural work done in that bracket or even 
in the bracket above. Now that Federal 
loans make exact plans necessary, the 
public is learning the practical usefulness 
of such plans. So the man building a 
house costing four or five thousands, who 
only a few years ago would have left the 
planning to a carpenter or have gotten a 
stock plan from a daily paper, goes to an 
architect. This experience has probably 
taught the “artist” among architects the 
practical importance of utilizing in his 
plans the stock Sizes and patterns that 
are available at yard prices. 

“The yard architect,” Mr. Shaw says, 


Amemcanfiumberman 


“isn't inclined to cut into the independent 
architect’s field just for the fun of it. 
He’s glad to work with the independent. 
It’s an exacting field, and a lumberman 
would rather sell lumber than draw plans. 
He’ll do the drawing if it’s necessary to 
make the sale, but, other things being 
equal, he’s glad if the independent does 
the drawing. There are other curious 
attitudes the public holds about our busi- 
ness. They think we're ready to fight 
architects at the drop of a hat, and they’re 
vaguely uneasy if two lumbermen are 
seen together on friendly terms. The first 
idea is that we're conspiring to raise 
prices. Too bad the public reduces our 
business to the one simple feature of 
prices by the thousand. I think they are 
understanding a little better that the place 
the dealer can best serve them is in the 
field of expert service, and that the serv- 
ice plus the materials are worth what they 
cost. Architectural service and the other 
standards are helping convince people 
that no matter how important they may 
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think prices by the thousand are the real 
value of a yard is in helping them get the 
house value they need and want.” 


Texas Farmer Is Diversifying 


An evidence of the diversification of 
farming in this old cotton country was 
the chicken brooder and the hog feeder 
displayed in the yard. Cotton is still the 
No. 1 crop in the farmer’s mind. It’s a 
tradition as well as a cash crop. The 
cotton program, however, has cut sharply 
the acreage planted ; and farmers in gen- 
eral, we’re told, are convinced that if the 
acreage hadn't been cut the prices of cot- 
ton would have disappeared or practically 
so. The experts at Texas A & M are 
working heroically to help farmers find 
other and more diversified uses for their 
land. Texas farm products are already 
widely diversified—from pecans to citrus 
fruits to spinach to onions to mohair, and 
on down a long list. Due partly to its 
huge size and partly to its fertility, Texas 
is the top State in agricultural production. 


New Home Saving Plan Set Up 


After several months’ careful planning, the 
Own-a-Home Savings Club project of the 
United States Savings and Loan League, first 
announced in the AMERICAN LUMBERMAN Feb. 
24, was introduced to member savings, building 
and loan associations in 4,000 communities the 
middle of April in a folder of ideas and material. 
State lumbermen’s associations and _ building 
supply manufacturers received detailed an- 
nouncements of the program simultaneously. 

The first payment on a home is the biggest 
one and the hardest to get, the league concluded 
after observing applications made at member 
savings and loan offices over a period of years. 

“When this sum has been accumulated,” said 
Frank V. Gilmore, vice president of the First 
Federal Savings & Loan Asssociation of Chi- 
cago, “a family is ready to build or buy a 
house and finance the balance on our regular 
monthly payment plan. The members save 
systematically and we help them plan their 





The cover of the kit of literature which outlines for 
Americans how they can better save for a home 





homes. Their savings earn 3 percent interest 
at present, which adds materially to the prin- 
cipal.” 

Early orders for the detailed campaign plans 
indicate immediate starting of scores of such 
clubs, according to George W. West, Atlanta, 
Ga., president of the league. 

Mr. West says that the typical saving per 
month among club members is likely to be 
around $25. On such a basis, the future home 
builders and buyers can accumulate $1,000 in 
three years and about $1,600 in five years. This 
will serve as 25 percent equity in homes rang- 
ing from $4,000 to $6,500. A member of a club 
plans ahead as to price of the kind of home he 
wants, confers with the officers of the savings 
and loan association sponsoring the club, and 
then arranges to save each month an amount 
which is required to accumulate the down pay- 
ment in the period he thinks advisable. It is 
planned already in many communities to have 
members of the clubs actually gather in meet- 
ings and hear speakers on problems which con- 
front future home-owners, all the way from 
budgeting to house-planning. 

“The formation of the new clubs will serve 


an invaluable purpose in maintaining a steady 
demand for homes year in and year out, as these 
accumulations for a down payment reach their 
goal,” said Mr. West. “New ones will be 
organized probably once or twice each year as 
the plan gets going well, and thus each year, 
beginning with 1943, will see a group of several 
thousand families ripe for the home-ownership 
market, with their down payments ready and 
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their determination to get a home strengthened 
by their years of planning and learning and 
anticipating. Nothing short of an actual un- 
employment situation in the family would seem 
likely to prevent these club members going right 
ahead buying or building a home when their 
own plans mature. Even if their down pay- 
ment reaches its goal in the midst of a period 
of falling prices, the buyers and builders will 
be in a position to get more for their money 
than they had anticipated when they started 
saving, so that the impetus will be there to go 
ahead rather than not.” 

















May - 


Y 


W 
Smit 
his — 
and 
to 
stro’ 
day 
that 
shot 
atin: 
mos 
in 
Stat 
fully 
com 
the 
ate 
in < 











40 May 4, 1940 American fiumherman 4| 


Cantante epennstonseaiaye ¥ 


= | Yard Is Well 
‘| Planned 


lly When L. W. Smith, president of the 
Smith Lumber Co., Albany, Ga., and 
his associates, planned the new lumber 
and building supply center which was 
to replace the one de- 
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made; also a photograph 
showifig front of the new 
building, which is espe- 
cially notable for the fine 
display windows, in which 
are shown from time to 
time the various materials 
and accessories entering 
into the construction and LUMBER B/NS 
equipment of the modern 
home. Fully matching the 
attractive exterior, the in- 
terior offices and display 
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“Retail” Status Under Wage-Hour Law Clarifiec 


Wasuincton, D. C., April 29.—Act- 
ing on reports received from inspectors, 
attorneys and others in the field force, 
on the manner in which the administration 
of the Fair Labor Standards Act can best 
be practically adapted to business practice 
and custom, Col. Philip B. Fleming, 
Wage and Hour Division, U. S. Depart- 
ment of Labor, has issued instructions 
to all field forces, containing a new rule 
to determine whether an establishment 4s 
a “retail establishment” and as_ such 
specifically exempt from the requirements 
of the Fair Labor Standards Act. 

The term “retail sales” means “sales 
to individual consumers,” the inspectors 
have been instructed. 

“A sale for industrial or business pur- 
poses as distinguished from private con- 
sumption, is not a retail sale,”’ the inspec- 
tors have been advised. 

“A retail establishment is one in which 
50 percent or more of the dollar value of 


total sales are retail sales.” 

“This should clarify the coverage of 
many merchandising establishments about 
which there was some doubt,” Colonel 
Fleming said. “It sets a definite criterion 
by which to determine what commercial 
establishments are retail and what com- 
mercial establishments are wholesale.” 

Heretofore, if more than a minor part 
of an establishment’s business was whole- 
sale, it had been treated as a wholesale 
establishment. 

Through the use of this new “yard- 
stick” against which a firm’s business will 
be measured in determining coverage of 
the law, the Wage and Hour adminis- 
tration took its second step within the 
month to clarify the application of the 
Fair Labor Standards Act to the whole- 
sale field. Petitions for redefinition of 
the terms “executive,” “administrative,” 
“professional” and ‘outside salesman,” 
as they are used to describe exempt cate- 





BERMAN representative in the 
warehouse of the Reaux Lum- 
ber Co., at Abbeville, La. This 
short-cut, illustrated by accom- 
panying photograph, shows 
perhaps the simplest method of 
displaying doors—by standing 
them against the wall. But that 
implies risk of the doors falling 
down, to prevent which the lit- 
tle trick here illustrated was 
adopted, It consists of hanging 
a sash weight, by a piece of 
rope, over a door, or several 
doors, standing practically ver- 
tically against a wall, the other 
ends of the rope of course be- 
ing fastened to the wall. Each 
stack of doors has a weight 
hung over the top, as shown in 
the picture. This method saves 
floor space, as it is not neces- 





Timely Tip for Dealers 


Sometimes a labor-saving idea is so simple that one wonders why it 
was not thought of before. One such was observed by an AMERICAN LuM- 





sary to slant the doors to keep them from falling. One of the co-originators 
of the idea is Warren d’Augereau, seen standing between two rows of doors. 
The manager of the yard is A. B. Broussard. 














gories of employees under the Fair Labor 
Standards Act in the wholesale distribu- 
tive trades, were the subject of a week's 
hearings before Harold Stein, assistant 
director of the Hearings Branch, who had 
been designated by Colonel Fleming to 
preside. Upon assuming office as admin- 
istrator, Colonel Fleming announced his 
intention to advise, as promptly as possi- 
ble, business, labor and the public gen- 
erally of the manner in which the law 
would be administered in what heretofore 
has been regarded as borderline or twi- 
light zones. The action just announced, 
clarifying the Administrator’s concept of 
a “retail establishment,” and the re-ex- 
amination of the definitions “executive,” 
etc., in the wholesale distributive trades, 
are part of that program. 





Avoiding Credit Losses 


Avoidance of losses due to unwise ex- 
tension of credit is a subject of vital in- 
terest to all dealers. J. Fred Nutter, pro- 
prietor of the Nutter Lumber Co., Pom- 
ona, Calif., a firm recording practically 
no credit losses, although doing a large 
volume, and having a large credit busi- 
ness, outlines his credit policies and 
collection methods about as follows: 

If credit for less than $5 is asked, the 
firm will as a rule take a chance, on a 
new customer, the thought being that it 
is worth the risk to make a new con- 
tact. There has been only small loss 
from this policy. 

On all credit accounts a regular state- 
ment goes in 30 days and a second one 
in 60 days. If there is no response, the 
company’s man whom the _ customer 
knows the best makes a social, or semi- 
social call on him. He does not ask for 
money, but in a diplomatic way drops a 
hint that the account is past due. 

This diplomatic contact is an important 
link in the credit and collection system 
used. It has seldom met with resent- 
ment, and has been responsible for large 
amounts of past due money coming in 
without cost. 

Mr. Nutter never employs an individ- 
ual collector. That is a set policy. How- 
ever, an account four months past due, 
with no response made by the customer, 
is turned over to the Retail Merchants’ 
Credit Association. Incidentally, one 
percent of sales is automatically charged 
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off as a routine matter of bookkeeping, so 
there is always enough in this contingent 
fund to cover the few losses that do oc- 
cur, plus the commission paid the credit 
association for its services. 





Dealer Continues 
Discussion of Better 
Home Financing 


| This is the second and concluding portion of 
an article contributed to the American LuM- 
BERMAN by C. R. CROW, lumber retailer, 
Potosi, Mo., the first instalment of which ap- 
peared on page 36 of the April 20 issue.— 
Eprror. | 

As the first requirement of a workable 
plan to help material dealers sell homes, 
I suggest that adequate and convenient 
financing will have to be devised. Upon 
this will depend whether the sales plan 
will succeed or fail. In order to sell 
homes, they must be financed. The dealer 
in building materials must be backed up 
with a finance plan which will operate for 
him, as nearly as possible, as the automo- 
bile finance plan has for the dealers in that 
line. To accomplish this, I offer the fol- 
lowing suggestions: 

First, take the good points in the car 
finance plan, the FHA plan, and the vari- 
ous building and loan plans. Study these 
different methods and construct a sales 
plan embodying the good points of any or 
all of them. From the car finance plan 
[ would adopt the feature which puts the 
dealer in position to sell the customer be- 
cause under certain conditions, duly com- 
plied with, the dealer is assured that the 
time-payment paper will be taken by the 
finance company. This eliminates delay 
in closing sales, and the whole purchase, 
both material and finance, is speedily com- 
pleted in the dealer’s place of business. 
The principle on which I would build 
a finance concern, to serve as the car fi- 
nance company does, I would adopt from 
the FHA; that is, instead of organizing 
a finance company, as has been done in 
the automobile field, I would organize a 
guarantee company, to guarantee the pa- 
per taken under the sales plan by the ma- 
terial dealers, this guarantee concern to 
be owned by the material dealers. Such 
concerns could be organized, in different 
parts of the country, by retail dealers’ as- 
sociations, for example, to care for the 
business in each section. The paper, be- 
ing guaranteed by a properly organized 
and financed concern, should be accept- 
able to any bank or loaning company, just 
as FHA loans are now. Such a concern 
would not have to possess the capital that 
a straight loaning concern would need, 
and it would make possible an outlet for 
the funds which loaning concerns now 
have available, without creating any new 
loaning concerns. It puts the financing 
where it rightfully belongs, in the hands 
of the existing financing concerns. The 
cost or charge for these loans I would 
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base on the present building and loan 


costs. Therefore, when passing them 
along to the financial institutions one 
knows they will be accepted. 

The greatest potential market for build- 
ing material at the present time is that 
afforded by the moderate priced home. 
Give the building material dealers back- 
ing, with a financing concern as flexible 
as suggested, and the homes will be sold. 
Under present sales and financing plans 
nothing like the number of homes for 
which there is potential need will ever be 
built. From the FHA, I would adopt only 
the guarantee feature; most of its other 
features are not important, and they carry 
most of the objectionable red tape. 
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I have tried to show, in a general way, 
what I consider is at least partly wrong 
with our present home sales plan, and 
how we can profit by studying other mer- 
chandising sales plans which have shown 
their merit and could be applied to home 
selling. A plan for selling homes can be 
perfected which will be as workable and 
as successful as the car sales plan has 
been. Cars and homes have a very close 
relationship, but the importance of the 
home is not questioned by any fair- 
minded person. <A family housed in its 
own home feels a certain security which 
is not achieved through any other means. 
As building material dealers we make 
sales to home owners for business rea- 


Results of Yard Remodeling 


Not long ago the G. N. McGee Lumber Co., Richmond, Mo., remodeled its yard, 
with pleasing results, as shown by accomganying illustrations: 





Above photograph shows the old front of the G. N. McGee Lumber Co. at Richmond, 
Mo., before remodeling 





Appearance of the G. N. McGee Lumber yard at Richmond, Mo., after remodeling is 
shown by the above picture of its streamlined, modern building 





The new Cash and Carry department of the G. N. McGee Lumber Co. at Richmond, 
Mo., located across the street from its office 
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sons, but we should also realize in so do- 
ing we are helping put people into their 
own homes which is at least as com- 
mendable and constructive as putting 
them into cars. The campaign for sell- 
ing moderate priced homes is largely up 
to the building material dealers to put 
over. We should accept the responsibil- 
ity from a moral as well as a business 
point of view. The car selling plan has 
shown us the way. If not, why not? 





Spring Is Time to Sell Lawn and 
Porch Goods 


How an enterprising dealer seized a 
seasonable opportunity to promote the 
sale of out-of-door goods, lawn equip- 


, BEAUTIFY YOUR Kea: 


_ fhtend Your Home To Ai Hou Own 
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out within reach of curiosity seekers. 
Literature descriptive of every product 
on exhibit was on hand, but was given 
out only on direct request. 

“We sold one charcoal grille, two table 
tennis sets and one sand box,” said Mr. 
Reasor. “In addition we got a very large 
number of direct leads, most of which will 
develop into sales as soon as the weather 
permits fixing lawns for summer use. 
Aside from these direct leads and sales, 
we gave away more than 100 pieces of 
literature, which also may be counted as 
leads. Every evening saw visitors packed 
four and five deep in front of the exhibit, 
and we had some difficulty weeding the 
crowds down to a point where we could 
get a picture. They really flocked around 
ten deep when they smelled the coffee and 





Left side of the lawn arranged for children, right side for adults, and center for flowers. 
In foreground is William Meyers, salesman. Center-right is Mr. Reasor in summer slacks, 
and at his left, Mrs. Reasor 


ment, etc., is the theme of this story and 
accompanying photograph. 

One of the feature attractions of the 
1940 Outdoor Show held by the Stude- 
baker Rod and Gun Club, South Bend, 
Ind., was the striking rear lawn exhibit 
of the Indiana Lumber & Mfg. Co., South 
Bend retailer. The exhibit was conceived, 
designed and executed by A. F. Reasor, 
the energetic and resourceful president of 
the lumber company. 


Green sawdust on the floor was used to 
represent a lawn. Everything from the 
fence at the front to the awning at the 
rear was taken from regular retail stocks 
of the company, and was so advertised. 
Displays included table tennis outfits of 
the kind shown at rear right, lawn glid- 
ers, one of which is in the left foreground, 
sand boxes for children, arbors, garden 
seats, lawn furniture, and a _ charcoal 
grille on which hamburgers and coffee ac- 
tually were prepared and served in the 
course of each of the five evenings of the 
show. 

The public was not permitted inside the 
exhibit, nor were pieces of literature laid 





hamburgers on the charcoal grille. We 
more than doubled the interest by appeal- 
ing to the nose as well as to the eye.” 

Mr. Reasor had more than an exhibit. 
He had a show with people clad in smart 
summer attire using and enjoying the 
equipment in the rear lawn created on the 
floor of the hall. 





Dealers Join in Promoting 
Modernization Week 


During Modernization Week in Sacra- 
mento, Calif., which ended April 20, ten 
of the city’s retail lumber and building 
supply dealers joined forces in a paid 
newspaper advertisement, measuring five 
columns by fourteen inches, featuring the 
availability of the new, liberal FHA plan 
and pointing out that each of the under- 
signed firms stood ready to advise on all 
FHA financing plans as well as on mod- 
ern construction methods and materials. 

The ad pointed out that the lumber and 
millwork in a home is only about 22% 
percent of the total cost. Special displays 
showing modernization transformations 








May 4, 1940 


achieved at little cost were arranged by 
the materials supply dealers and furniture 
stores. 

The firms cooperating were Burnett & 
Sons, Capital Lumber Co., Diamond 
Match Co., Dolan Building Materials 
Co., Friend & Terry Lumber Co., Knox 
Lumber Co., Mapes Lumber Co., Sacra- 
mento Lumber Co., Sierra Mill & Lum- 
ber Co., and Tracy Lumber & Supply Co. 





Story of a Home Roofing 
Campaign 


The Horsfall Lumber Co., of Prairie 
du Chien, Wis., is waging a campaign 
against out-of-town siding and roofing 
operators who have traveling crews out 
soliciting the farmers and others in the 
State. The lumber company is waging 
this fight by means of newspaper dis- 
play advertisments. One of its recent 
ads includes a facsimile of a contract 
brought in by a farmer. This contract, 
while perfectly legal, estimates the cost 
of siding the farmer’s house at $405, 
whereas the Horsfall firm says that it 
can do the same job, with the same qual- 
ity materials, for $175. 

No doubt there are hundreds of cities 
and communities in the country where 
this same thing is going on every week, 
and at such figures as shown above, these 
outside operators are coining money. The 
chambers of commerce and Better Busi- 
ness bureaus in many communities are 
running these outfits to earth. Lumber 
dealers can help to protect their custom- 
ers against extortion by such means as 
the Horsfall firm is using. It not only 
will mean much business held for the 
local dealer, but the goodwill created is 
beyond estimate, as everyone likes to save 
money, by getting good work at fair 
prices. 

Here is the text of the contract used 
by the out-of-town roofers operating in 
above territory,- and the Horsfall com- 
pany’s comment thereon, all embodied in 
a big display advertisement, as mentioned 
in the beginning : 


VICTIMIZED FARMER TELLS ALL 

READ YouR CONTRACTS! One of our farmer 
friends came in to see if he had gotten a bar- 
gain after signing the following contract for 
$405. Read the contract, particularly noticing 
the figures; then compare it with our estimate 
on the same material. See where you can save 


money ! CONTRACT 
Date 4-23-1940 


The ——————— agrees to furnish all mate- 
rials and labor necessary to do moderniza- 
tion work on premises located at the follow- 
ing address, No. 1 Prairie du Chien, Wis., in 
accordance with specifications given below. 


SPECIFICATIONS 


Re-side entire home with Genuine Ruber- 
oid Roll Strip brie siding. Use Ruberoid 
rigid board insulation, caulk and seal all 
openings, use manufactured corners. 

Payments to be $12.94 for 36 months and 
include 5% interest. Payments to start June 
20, 1940. All for the sum of $405. 

The undersigned property owner agrees 
upon completion of said work to pay: Cash 
Coe WO i waa nee BOO a bcctwkae ee and exe- 
cute a promissory note for the balance pay- 
able in 36 equal monthly installments of 
$12.94. 

This agreement shall become binding only 











May 


upon 
cipal 
or uu 
work 

Ow 
other 
upon 
by a 

In 
(hav: 
seal ( 


Th 

De 
ing < 
but | 
quali 
contr 

Co 
figur 
“We 
mate 
thing 
Phor 


R 


A 
Wi 
Alle 
piec 
mak 
wel. 
vice 
per: 
cau: 
ing 

\ 
sme 
ove 
two 
Lut 





the 


pu 
do 
int 
me 


big 
Wa 





ire 


od 
ils 
OX 


n- 
0, 


on 
ng 
ut 
he 
ng 
is- 
nt 
ict 
ct, 
st 


5, 
al- 


es 
re 


se 
he 
Si- 
re 
er 
n- 
as 
ily 
he 


ve 
1ir 


ed 
in 
n- 
in 
ed 


1er 
ar- 
for 
ing 
ate 
ive 


940 
te- 
Za- 


in 


er- 
oid 
all 


nd 
ine 


ees 
ush 
Ke- 
ay- 

of 


nly 





May 4, 1940 


upon written acceptance hereof by the prin- 
cipal or authorized officer of the contractor 


or upon commencing performance of the 
work. 
Owner understands that no agreément 


other than this, oral or written, is binding 
upon contractor unless accepted in writing 
by an officer or member of contractor. 

In witness whereof the undersigned has 
(have) hereunto set his (their) hand(s) and 
seal(s) the day and year first above written. 





Contractor 





Manager 
The Horsfall advertisement continues : 


Don’t let outside concerns fool you into sign- 
ing a contract before you investigate. Not 5% 
but better than 10%. Figure it out. The same 
quality material from our yard—applied by local 
contractors—figures only $175; a saving of $230. 

Convince yourself of these savings. Let us 
figure your home improvements. No obligation. 
“We're as near as your telephone for an esti- 
mate.” HORSFALL LUMBER CO., Every- 
thing to build anything.—Geo. Griesbach, Mgr. 
Phone 41. 





Reaching Out for the Little, 
Odd-Job Customer 


An advertisement used by F. W. 
Wint & Co., of Catasauqua, a suburb of 
Allentown, Pa., stresses the sale of small 
pieces of lumber to the homemaker and 
makes a strong bid for small orders as 
well as the larger ones, on a basis of ser- 
vice. The sale is made because of the 
personal-appeal touch involved and_be- 
cause a small sale of moulding or shelv- 
ing may later bring in a substantial job. 

Well worded, and illustrated with a 
small pen-and-ink sketch of a man in 
overalls ripping a plank, the six-inch by 
two-column ad starts: “Small Jags of 
I.umber for Your Personal Use,” and 








ome 


SMALL JAGS OF LUMBER 


~= for YOUR PERSONAL USE - - 


The man who wants to a few boards to put 
up a shelf, or a little batch of flooring to do a 
small job for himself, is going to get interested, 
personal attention at this establishment. 

Small jobs are just as important to us as the 
big ones—and we treat them that way. We want 
to serve the small purchaser of screen moulding as 
well as the new home builder. 


No matter what your job—COME AND SEE US. 


F. W. WINT & CO., 170. Est. 1853 


738 FRONT ST., CATASAUQUA 
Phone Catasauqua 188 











then breaks down into smaller type with: 

The man who wants to buy a few boards to 
put up a shelf, or a little batch of flooring to 
do a small job for himself, is going to get 
interested, personal attention at this establish- 
ment. 

Small jobs are just as important to us as the 
big ones—and we treat them that way. We 
want to serve the small purchaser of screen 
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moulding as well as the new home builder. 
No matter what your job—COME AND 
SEE US. 


Naturally, the profit in a small job 
sometimes doesn’t pay for the time ex- 
pended in cutting the material, but the 
offer of a special service makes a per- 
sonal appeal that the home owner likes. 
In the case of F. W. Wint & Co., 
big jobs have often resulted from con- 
tacts made when persons came in for 
small pieces of lumber for their own use; 
and they were jobs that might ordinarily 
have gone to a competitor who was 
nearer. 





Displays and Stocks Make 
Customers ‘'Paint-Conscious'' 


Paint is a featured line at the Gillon 
Lumber Co., 3931 Geary Boulevard, in 
San Francisco, and accounts for fifteen 
percent of the volume of the firm’s busi- 
ness. The firm also has a branch yard at 
San Bruno, Calif., and last year’s paint 
sales at the two yards totaled $23,000. 


‘Already there are’ signs that this year’s 


paint sales will exceed those of last year 
by fifty percent. 

One thing is strikingly noticeable to the 
customer entering the city yard sales 
room—he is immediately made conscious 
of paint. To the left of the entrance, the 
whole side wall of shelves, and the coun- 
ter, are piled almost to overflowing with 
buckets and cans of paint. When the cus- 
tomer pays for his purchases at the long 
rear counter, his knees and toes touch 
paint cans stacked on the floor to the 
level of the counter top. 

R. E. Byard, operator of the lumber 
firm, accounts for the brisk paint business 
by pointing out that the city yard is lo- 
cated in an old established residential 
district, on a main thoroughfare, and of- 
fers a one-stop service, with a stock of 
everything the builder and home owner 
need. “Pot and brush” contractors, he 
says, do a good business in the district. 
They appreciate the accommodations of 
the yard and account for a large volume 
of the paint sales. 

Large display islands are covered with 
the various items of builders’ and house- 
hold hardware, carpentry tools, household 
gadgets etc., making them available for 
handling much the same as goods in the 
“five-and-tens.” 





Where Art Is Applied to 
Home Decoration 


When an AMERICAN LUMBERMAN rep- 
resentative called recently upon the W. R. 
Turner Lumber & Construction Co. at 
Crockett, Texas,-he found Miss Alma 
Turner busily engaged in painting a num- 
ber of morning glory plaques. Miss Tur- 
ner is the daughter, and the very able 
assistant, of W. R. Turner of the above 
company. She is, moreover, an accom- 
plished artist, and besides assisting in the 
company’s store, where such items as 
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paints, wallpaper, small house-furnish- 
ings, hardware and other items are car- 
ried, occupies her spare time in designing 
and painting decorative articles, and pic- 
tures, which find ready sale. 

Miss Turner assists and advises house- 
wives in planning their entire decorative 
schemes, and as stated, quite a few pieces 
of her handiwork find sale along with 
the wallpaper and paints used in these 
projects. 

The particular art project on which the 
young lady was engaged when the re- 
porter called was that of finishing a num- 
ber of plaques, cut out of 3-inch ply- 





Miss Turner decorating a plaque 


wood, on which she was painting clusters 
of morning glories. The accompanying 
photograph shows her holding one of 
these plaques, at her work table in the 
center of the display room of the store, 
while in the background is seen a larger, 
circular plaque, also the work of this 
gifted young lady. 





GLORIFIED BASEMENTS 


(Continued from page 37) 


said Mr. Reasor. “It is like selling any- 
thing else in the building business. It is 
not a quick proposition. People seldom 
respond to newspaper advertising placed 
by lumber dealers as they do to advertis- 
ing placed by general merchandise stores. 
The effect of our advertising has to be 
cumulative. Yesterday, for example, we 
ran an advertisement on garden trellises 
and garden fence. Nobody has come in 
today in answer to the ad. It is probable 
that no one will. I am sure, however, that 
the advertisement has planted an idea in 
a good many places, and that we will sell 
as a result of it. 

“We get sales we can trace directly and 
unquestionably to advertisements we ran 
as much as three years ago. 

“Momentum and a backlog of people 
thinking about your stuff is what counts. 
I closed a sale for a new home last night. 
The actual selling was done several years 
ago. The idea was planted, but the time 
was not right for the customer. Now it 
is, and the sale came through. 

“There is no question that you can sell 
ideas and get more money for them than 
if you just sell materials. Our aim here 
always is to sell ideas, and not the mate- 
rials with which the ideas are made into 
realities.” 
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WOODWORKING EQUIPMENT 
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Hog brooder houses take part of the 30 percent 
of one firm's lumber used up in woodworking shop 
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Southern 


Review Progress 


and Plan Further 
Trade Advance 
-- “House of 
Southern Hardwood” 
Is Magnet for Many 
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Hardwood Producers 





Left to right: Ed. R. Linn, secretary-manager Southern Hardwood Producers, Inc.; 
R. C. Cadwallader, chairman Sigma Chi building committee; Lee Robinson; M. L. 
Fleishel; H. M. Seaman, president of SHPI; and John Avery 


3aTON Rouce, La., April 18.—Advancement in the distribution and 
use of southern hardwoods, including widespread acceptance of the minor 
varieties, rising from the promotional program, and the situation of the 
industry in respect to conditions created by the Wage-Hour law, were 
reviewed in the fifth annual meeting here of the Southern Hardwood 
Producers, Inc., which concluded its two-day sessions this afternoon. 
A feature of the convention was a visit by the hardwood manufacturers 
to the new Sigma Chi fraternity house on the Louisiana State Univer- 
sity campus, which stands as an example of the beauty of southern 
hardwoods. 

While the current time is one of great tension and uncertainty, de- 
clared President H. M. Seaman, Houston, Tex., in opening the sessions 
Wednesday morning, April 17, the southern hardwood industry is not 
unduly disturbed, because it has learned “to take it.” 

The many phases of government control create problems, yet we 
will find that much can and will be done to solve them. The out- 
let is through cooperative effort, for the manufacturer cannot go down 
the road alone. Prosperity must come through our own efforts; greater 
refinement of product is essential; and increased research and adver- 
tising must be effected. The Southern Hardwood Producers, Inc., 
offers the vehicle for this. Whatever shortcomings the SHPI can be 
charged with, the president asserted, are due to limited income; much 
has been accomplished. 

Mr. Seaman commented briefly on the direct contacts of SHPI field 
men with specifiers and consuming plants; the publication of the SHPI 
buyers’ guide; and the representation of the industry in conservation 
matters, rising from the desire of the U. S. Forest Service to take over 
industry. The sound financial condition of the organization was stressed, 





it being stated that income has risen $12,000 during 1939 as compared 
with the preceding year, and disbursements were $4,500 less, leaving the 
SHPI with a surplus of $9,621.79 at the year’s end. Mr. Seaman spe- 
cifically commended C. Arthur Bruce, Memphis, for his work for the 
industry in Wage-Hour matters; and C. C. Sheppard, Clarks, La., for 
activity in the same field. 


TRADE PROMOTION BEARS FRUIT 


Trade promotion activities of the SHPI during the past years in 
which the idea of use of southern hardwoods was implanted in the minds 
of architects, consuming plants, and other wood users, bore fruit to the 
extent that definite advancement is evident in all quarters, declared Ed 
R. Linn, secretary-manager, in his annual report. In six months time, 
he recounted, in a check-up of consumption it was found that in 20 
cities, 42 firms reported 162 jobs using southern hardwoods. Of these, 17 
were millwork or wholesale and retail lumber concerns; there were two 
builders; a slat manufacturer; a furniture manufacturer ; a wood product 
outfit; and twenty architectural firms. The work embraced a wide field, 
running heavily to oak, red gum, sap gum, and also including beech, 
magnolia, ash and other species. The report also included develop- 
ment of a user of two cars monthly for implements. Another instance 
cited involved a $6,000 order. 

“I will venture the assertion that there is not a hardwood lumberman 
today, be he in or out of SHPI, who is not giving more attention to 
the trade promotion of his products than he did before you started this 
organization,” declared Mr. Linn. “The panel‘ed offices, homes lined 
with hardwoods, office furniture made of southern woods, all verify this 
statement. You are taking your own medicine as well as dosing it out 
to others.” 

Mr. Linn emphasized the necessity of contact with the architects, stat- 
ing that materials must be specified before they are bought. He cited the 
establishment of the magnolia Venetian blind slat industry as an asso- 
ciation promotion. Likewise, work has been done in expanding a market 
for pecan, southern beech, and gum flooring. Some plentiful species such 
as hackberry and soft maple have found new uses because of SHPI 
trade promotion. 

More oak and gum are going into houses and buildings, Mr. Linn 
declared. The SHPI was helpful in keeping many thousands of feet of 
southern bending oak in U. S. Coast Guard boats. He urged the indus- 
try to stress the insulation value of wood, booklets on which have been 
printed for use by SHPI. 


WORKINGS OF WAGE-HOUR ACT 


The complete outlook of those in charge of the administration of the 
Fair Labor Standards Act embraces a philosophy of defeatism, declared 
C. Arthur Bruce, Wage-Hour chairman, commenting on the foreword 
to the 153-page report of the Wage-Hour Division. 

Quoting from the report’s 23 pages on Wage-Hour enforcement, Mr. 
Bruce pointed out that of 32,802 complaints (not lumber alone) of vio- 
lation, five out of six are valid on their face. Of this total, only 581 
cases have been handled, involving 18,086 employees. Of the settlements 
and fines collected, the Government showed a net return of $375,000 
against which there was a cost of $650,000. a 

The chairman sharply criticized the change in front of the Adminis- 
tration in its announced program of securing enforcement by application 
of the “hot goods” principle, instead of going direct, the authority for 





Showing the beautiful stairway and paneling, of southern 
hardwoods, in Sigma Chi fraternity house 
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which it holds. The program of routine plant inspections is part of 
such a program, he said. 

In the general discussion that followed Mr. Bruce’s remarks, it was 
brought out that an attempt is being made to apply the “hot goods” 
principle in New York on a processor in the South, thereby forcing a 
manufacturer to defend himself in a distant section when a case cannot 
be brought with success within the district in which the plant is located. 


RESEARCH WORK IS DISCUSSED 


Discussion of the research work conducted through joint cooperation 
of the SHPI, the Chicago Mill & Lumber Co., and the Southern Forest 
Ixperiment station at Tallulah, La., took place when the session recon- 
vened Wednesday afternoon. The principal review was given by Major 
R. N. Ware, Jr., manager of the Chicago Mill operation at Tallulah. 
Defining the difference between the Lyctus and Ambrosia beetles he said 
the former feeds on starch in the woods while the latter bores a hole (in 
lumber), and raises a fungus on which its young feed. 

Major Ware reviewed the financing of the research work, which also 
is being aided by the chemical companies, with donations of material 
included. He stated he did not feel justified in asking the Chicago Mill 
& Lumber Co. to underwrite the work after July 1, and urged the man- 
ufacturers to join in the support of the undertaking. 

Upon inquiry by Lee Robinson, Mobile River Sawmill Co., Mobile, 
Major Ware pointed out that the borax treatment controlled sap stain; 
possibly the sulphur treatment, if proven out, would also control stain 
to some extent. 

Control work for the Lyctus beetle should start at the saw, and an 
important factor is “yard hygiene,” the manufacturers were told by 
M. B. Christian, entomologist at Tallulah, who described its habits. The 
reason lumbermen see one board infested while the next one is not, is 
because the pores of the wood must be large enough to admit the beetle 
egg. The damage is done by the worm after the egg hatches. Manu- 
facturers were advised not to pile slabs near the drying yard; nor use 
only hardwood for piling sticks. They were urged to inspect the yards 
monthly. An infested ash board 12 inches wide and 12 feet long could 
harbor 1000 beetles. 

John W. McClure, secretary-treasurer, National Hardwood Lumber 
Association, spoke briefly. 

R. W. Hayes, head of the Louisiana State University School of For- 





The Trophy Room in the Sigma Chi fraternity house is pan- 
eled with selected southern hardwoods 





estry, invited the manufacturers to inspect the facilities of that institution. 
He said that the University has funds which can be used in cooperative 
work with the lumber industry. 


REVIEWS SHOCKS OF RECENT YEARS 


Economic shocks to which the southern hardwood iridustry has been 
subjected during the past decade were reviewed by Parrish Fuller, of 
Hillyer Deutsch Edwards, Inc., Oakdale, La., in discussing SHPI trade 
promotion. He pointed to the report of the Timber Board for 1939 as 
showing only a 55 percent recovery toward post-war (World War 1) 
conditions. Under NRA, he said, with wage and production fixing by 
law, prices went so high that the industry walked itself out of the mar- 
ket; and chaos followed. With the railroad market lost under NRA, 
the automobile trade was lost with the shift to all-metal. The export 
market has stood still because of war. The Fair Labor Standards Act 
upped wages in 1938 ranging from $1 to $4 per M. Then in 1939 all 
payrolls went up $1.50 to $5 per M. 

Mr. Fuller declared it would be a mistake to join with softwoods or 
the fabrication industry in presenting a case under the Wage-Hour stat- 
ute. “We make lumber in April for sale in November. We don’t know 
what we will get. Other industries put their price on their product.” 

With such a background, trade extension acquires a new meaning, 
Mr. Fuller said; it is badly needed. We must either fight among 
ourselves for the present market and watch the industry disintegrate, or 
go out and back an industry fight. You can’t ask a man to buy sap 
gum etc. just to be buying it; you must tell him what it is good for. 
This is more important to rough producers than to finishers. Markets 
that can be developed for hardwoods were recited, such as store fronts, 
wall panelling, doors, Venetian blinds (an SHPI development), public 
buildings. He said there exists need for a SHPI engineer to work with 
the AAR and the mills. 

The manufacturers were urged by Mr. Fuller to ask their C:ngress- 
men for a forest products laboratory in the South. He cited the estab- 
lishment of regional agricultural laboratories as a precedent. The indus- 
try, he said, must go forward, or eventually go back. 


INSPECT NEW FRATERNITY HOUSE 


Following Mr. Fuller’s talk, the manufacturers visited the Sigma Chi 
fraternity house. This is the only wood structure on the University 
campus. Its construction required 200,000 feet of lumber. The interior 
is finished in various species of southern hardwoods. 

Following the visit to the house, the manufacturers were guests at a 
cocktail hour given by Will C. Clancy, vice-president and general man- 
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ager of the Lumberman’s Credit Association Inc., Chicago, and William 
B. Downs, field representative of that establishment. The banquet fol- 


lowed. 
ELECTION OF DIRECTORS 


Election of directors for the new year was effected at the opening 
of the Thursday morning session. 

Election of officers by the board of directors was deferred until a 
meeting to be held at an early date, probably in New Orleans. 

President Seaman was then presented with a gavel made from a hick- 
ory tree planted at The Hermitage by Andrew Jackson, the presentation 
being made by Stanley Horn. 


MUST WORK TOGETHER 


“There is no place in the scheme of things now for rugged individual- 
ism, but there will be for ragged individualism unless we work together 
on the complex problems of the lumber industry,” declared M. L. Fleishel, 
Shamrock, Fla., president of the National Lumber Manufacturers’ Asso- 
ciation, addressing the hardwood group. Mr. Fleishel was introduced 
by Lee Robinson. “Despite outward appearances of differences, there 
exists a similarity among all lumber problems,” he said. 

Mr. Fleishel decried the feeling that the National is preponderantly 
for softwoods, declaring its program also takes care of the hardwoods. 
In stressing the essential service of the National in the sphere of Gov- 
ernment, and its many offices, Mr. Fleishel pointed to the unbroken con- 





tacts held through the changes of administration in Washington, upon 
which effective action is based. With the multiplication of Government 
bureaus and agencies, it was pointed out, the demand for service has 
correspondingly increased. 

The current effort to unsterilize some of the old shipping board ves- 
sels so as to provide cargo space for large cotton and lumber supplies, 
which the British have said they will purchase in the South, was cited 
as an instance of large-scale representation afforded by the National. 
The opening of the way to such sales, was pointed out as a tremendous 
help to mills observing the Wage-Hour law provisions. 

Experiences in contacts with architects, with whom they discussed 
specification of southern hardwoods, and with millwork and other con- 
suming plants, were recounted by L. J. Heatherly and J. L. Stearns, 
SHPI field men. A suggestion laid before the manufacturers was for 
the production of southern hardwood for paneling in standard lengths. 
Millwork plants, it was stated, would like to see standard lengths of 
814 to 10 feet, as a means of reducing waste. Some operators said they 
would stock—in carloads—if standards were established. This can be 
done in the lower grades, in which there exists the greatest appeal. 

In the discussion that followed, John L. Avery, N. F. McGowin, and 
Secretary Linn participated. Mr. Fleishel recounted how a small hard- 
wood mill that he knew of had put all of its low-grade oak into panels, 
and is shipping 50 percent more than it would if the product was sent 
out as lumber. A suggestion was also made that 4/4 sycamore for 
paneling be produced. Specific instances were cited of sales resulting 
from fieldman contact. A: set of the southern hardwood samples used 
in field work was on display during the meeting. 

* * 


Following adjournment of the session, M. L. Fleishel, NLMA presi- 
dent, was tendered a luncheon by the southern hardwood manufacturers. 
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Exterior view of the Fishers 
Lumber Co. This yard has 
increased their business over 
a period of 15 years from 
$18,000 to about $100,000 


a ear 


Management Builds a Business 


When a lumber yard in a town of 138 population develops 
from an $18,000 a year business to an $85,000 and $100,000 a 
year business some of the things it does must be right. Of 
course, the Fishers Lumber Co., Fishers, Ind., increased their 
business gradually, over a period of 15 years, but the fact never- 
theless remains that they did increase it while still located in a 
town of 138 population, situated about 13 miles north-east of 
Indianapolis. 

Some people will say, “Ah, that explains it. They’re close 
to Indianapolis.” But if the Fishers Lumber Co. had failed in 
the past fifteen years other people would have said, “They were 
too close to Indianapolis. They couldn’t stand the competition.” 
Policy, not location, built the lumber company’s business. 

E. A. (Jack) Johnson, secretary-treasurer and manager of 
the Fishers Lumber Co., said, “We built our business by making 
the trade like our company.” 

They adopted the policy of the agricultural community around 
them. “A man has to know his customers to make a success 
of this business,” stated Mr. Johnson. And here is what he 
meant : 

A well-to-do man had built two homes just three miles out- 
side of Indianapolis; one home for himself, another for one of 
his sons. The man wanted a chicken house for his backyard 
and naturally went to the lumber company in Indianapolis that 
had supplied the materials for his home. 

‘“‘We don’t sell chicken houses,” replied the representative of 


To attract the feminine ele- 
ment, knick-knacks such as 
these have been highly suc- 
cessful. Objects shown are 
carved from wood 


the lumber company. “But go to Fishers, they have them 
there.” 

The man did. “How much will the chicken house cost?” he 
wanted to know. 

“Let’s look at them,” advised Mr. Johnson. 

After looking, the man was satisfied, the price was incidental, 
and the Fishers Lumber Co. trucked the chicken house to the 
owner’s place ten miles away. It was a long haul that materially 
reduced the profit in the transaction. But they delivered it the 
same day. 

The next day the well-to-do man was back again with one 
of his sons. 

“T want to build another house on the other side of my home 
for this son,” he said. “I liked the way you did business on 
the chicken house deal. Is there any reason why we can’t do 
business together on the house my son wants?” 

Mr. Johnson couldn’t see any reason that stood in the way, 
so he built the son’s house. But the surprise came when the 
well-to-do man turned up with a contractor brother. Since 
then, the contractor-brother has bought materials for two or 
three houses each year from Fishers Lumber Co. 

Building a business doesn’t consist of doing big things, but 
of doing a multitude of little things that all add up to making 
it easy for the customer to buy when he wants to buy. And then 
making him want to come back. 

One of the ways Mr. Johnson makes it easy for his customers 
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to buy is to extend them credit. “Most of his customers are 
farmers. He knows they have “pay day” only when they sell 
their crops or live-stock. He’s made it his business to know 
the individual farmer too, who he is and what he’s worth and 
Ww hat he needs. 

“Question a farmer’s ability to pay,” says Mr. Johnson, “and 
you've lost a customer.” So, instead of questioning the farmer, 
he makes it a part of his business and his employees’ business 
to know the farmer, what he’s got and what he needs. The 
farmer doesn’t need any reference to get credit. 

“Some of my customers think a monthly statement is a dun. 
I explain it’s just a ruling in the company to send a statement 
each month. 

‘‘Don’t send any duns,’ these customers reply. 

“So what would you do? They always clean up their 
accounts by the first of the year. They are good customers. 

“When I first came here I used to wonder why we had such 
a high percentage of accounts receivable. Now I don’t worry 
about them. Everything clears up at the first of the year.” 

Mr. Johnson’s way of doing business might be summed up 
in a statement he made to a customer at the office window. A 
deal was being discussed that called for the attention of a third 
party. The customer was undecided about how to handle the 
third party. 

“You can see him or,” Mr. Johnson suggested, “we’ll call 
him.” 

That let the customer out. He didn’t want to “see him,” 
but he might have been suspicious if Mr. Johnson had merely 
said. “We'll call him.” Instead, Mr. Johnson gave the cus- 
tomer a choice—and got the work started. 

Two things appear to be very important in Mr. Johnson’s 
lexicon of sales methods. First: a man must be responsible 
for prices, figures, everything that he says to a customer. 
Second: show the customer exactly what he is buying. 

In selling lumber, take him out and show him the lumber, 
show him the differences in lumber. “I always point out that 
there are no dark ends on my lumber. The stock is new, it 
moves fast, I’m selling it, it must be good.” 


Mr. Johnson pointed to the stippled paint pattern on the floor. 
“Everybody thinks it’s linoleum,” he grinned. “I see you 
thought so, too. Well, it’s not. It’s paint, all colors. That’s 
the way I sell paint. If it will stand the wear of people walking 
over it, and still remain bright, it ought to last on your walls 
oughtn’t it?” 
To attract the feminine element in his locality, Mr. Johnson 
buys a lot of knick-knacks made of wood: candle-sticks, teapots, 
replicas of the old oaken bucket hanging in the well, jugs, bird- 
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E. A. Johnson, manager of the Fishers Lumber Co., is shown here 
with a customer. Mr. Johnson's motto: be responsible for what 
you say and show a customer exactly what he is going to buy 


houses, and plaques, and puts them in the corner cabinet he 
has on display. 

“You’d be surprised to know how far women have come to 
buy those things,” he stated. 

Mr. Johnson has built a fine little house for his office and 
display room. He is remodeling the display room, however, 
making it larger, and also building a display of interior finish 
materials for floors, walls and ceilings in a building fronting on 
the main highway next door. 

He is arranging his cabinets for builders’ hardware and tools 
so that the display on the door of the cabinet remains before 
the purchaser while the actual article is being obtained. For 
example, if hinges are displayed on the right hand door of the 
cabinet, the stock of hinges is behind the left hand door. In 
obtaining the item sold the sample is not moved and the cus- 
tomer can still look at it. 

for advertising, he keeps two stacks of consumer advertising 
tuagazines on the table by the door. Whenever a customer 
takes one of these magazines with him, Mr. Johnson knows 
that the man is interested in remodeling or house building and 
makes a note of that fact for follow-up. 

Mr. Johnson makes it easy for people to do business with 
him and then he remembers that his customers can’t pay until 
pay-day. So instead of “dunning” them, he spends his time 
figuring out how to keep them coming back. 





-. Fourth: the construction crew—the boys of 
Preliminary Issue of 4-H Club the club. Foreman: a boy elected as the club requirements for the club, duties of the fore- 
president. Timekeeper: . : 
club secretary. Carpenters or journeymen and tice, technique and tools, and information 
apprentices of the trades. 


Building Construction Bulletin 
Published 


With its aim “to give mechanically minded 
boys a practical working knowledge of building 


The booklet describes the duties of the leader. 
a boy elected as the man, timekeeper and other officers, club prac- 


regarding club competition. 





methods and materials; to develop an apprecia- 
tion of the best materials and practices and 
promote an extension of ‘Better Building’” the 
first preliminary issue of the first 4-H Club 
Building Construction Bulletin has just been 
published. This bulletin is being sent to 4-H 
agents and workers in this form for tryout work 
for two years, and will then be printed in per- 
manent form with all the amendments incor- PAINT PROTECTION! 

The project itself deals with buildings 
exclusively, and in particular with the usual 
residence and farm buildings. As the sponsor- 
ing authority, it is suggested that a committee 
of local builders or building material men may 
serve for this purpose. The club functions as 
a crew with the following setup: 

First: the promoter or owner—the state club 
leader. 

Second: the promoter’s agent or architect— 
the county club extension agent. 

Third: the contractor—the local club’ leader. 
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Paul Rosenthal, co-owner of the Rosenthal 
Lumber & Fuel Co., and his son, Robert, 
on the steps of the new building 


When the owners of the 30-year-old 
Rosenthal Lumber & Fuel Co. in Crystal 
Lake, IIl., decided to erect a new build- 
ing for its offices and display room, they 
did the job up to a nice “brown.” Both 
the inside and outside offer customers 
practical ideas on construction and use 
of present day materials in finishing in- 
teriors. It is quite a frequent occurrence 
now for townsfolk and residents of the 
nearby lake communities to visit the at- 
tractive building to glean ideas for use in 
their own homes. 


Except for the counter at one side and 
displays of a variety of building materials 
around the large room, a visitor might 
think he was entering a home upon pass- 
ing through the door. The treatment of 
walls and ceiling is tasteful. Venetian 
blinds are at all windows, a Colonial 
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This model kitchen off the new display room delights the hearts 
of both men and women customers and has sold several jobs 


Oom-p--h 


IS PUT INTO 
NEW DISPLAY 
AND OFFICE 
BUILDING TO 
BETTER SELL 
MERCHANDISE 


stairway of birch leads to the second 
floor, and a complete kitchen may be seen 
through an arched doorway to the left. 





"Dependable Building Materials" is the 
company message carried by this sign 
which has counterparts along main roads 
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A homey charm is given the display room 
by this Colonial stairway of birch leading 
to quarters on the second floor 


Admiration brings the information that 
the display room has six- and twelve- 
inch tan and gray Celotex planking on 
the upper walls, wainscoting in green 
panel boards from the same manufacturer, 
Johns-Manville flooring, and Celotex 
48x48-inch blocks and short lengths of 
planking on the ceiling. Four inches of 
Johns-Manville rockwool was placed. in 
all walls and the ceiling of the structure. 


MODEL KITCHEN HELPS SELL JOBS 


Women customers, especially, are ap- 
pealed to by the model kitchen. The 
lower part of the walls is rose color tile- 
board from Johns-Manville, while the 
upper half is gray Flexboard. Chrome 
trim sets the material off to advantage, 
and is also used as sink edging. A Per- 
ma-Sheen sink unit of zephyr construc- 





The streamlined green Flexboard counter has large cabinets 
underneath as storage space for literature and samples 
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Lannon stone was 
used with autumn- 
blend brick on the 
lower exterior, and 
Johns-Manville clap- 
board siding in the 
gables 





tion from the Tracy Manufacturing Co. 
in Pittsburgh was installed, and made 
several sales for the company. The kit- 
chen cabinets are the product of Farley & 
loetscher Manufacturing Co., Dubuque, 
Iowa, and are purchased along with the 
custom-built sink units from a Chicago 
wholesale firm. 


Behind the kitchen is the office of Paul 


Rosenthal, co-owner with his brother, 
William, of the business. With their 
father, Henry M., they established the 








William Rosenthal, who with his brother, 
Paul, owns the business, is shown with 
Robert and a salesman in front of the 
big shed which holds most of the stock 


company in 1910, and for two years han- 
dled grain, feed and coal. Lumber was 
added to their stock in 1912. Paul Rosen- 
thal’s private office is a thing of mellow 
beauty with its walls of random-width 
eage-grain fir paneling boards, and floor 
of Bruce blocks. 

Even the office lavatory in the base- 
ment was made attractive with the pur- 
pose of having it sell material. Tileboard 
covers its walls in color combinations 
fitting for a customer’s home. A thought- 
ful movement on the part of the manage- 
ment was the inclusion in the basement 
of a shower room, lockers, and lavatory 
for the six yardmen. It enables the em- 





ployees to wear good clothes to work, 
change into older ones for the day, bathe 
and go home clean. 


FARM TRADE VISITED MONTHLY 


The farm trade around Crystal Lake is 
solicited two days each month by Robert, 
son of Paul Rosenthal, and a salesman 
for the feed company, which makes the 
line stocked by the company. They ad- 
vise the farmers, dairymen for the main 
part, on feeding and note results from 
month-to-month. Sales of feed and seed 
in 1939 amounted to $12,000 for the 
Rosenthal yard. A grist mill is also op- 
erated in the yard, with a charge of seven 
cents a bag for grinding feed for farmers 
who do not buy the ready mixed brand. 

On his trips around to see farmers, 21- 
year-old Bob has a good opportunity to 
check up on their need for woven and 
barb wire fencing. About a carload is 
kept in the shed, and that quantity is an 
average year’s sales. The personal visits 
to farms made by the young lumber dealer 
are backed up by regular advertising in 
the local weekly. Most of the annual 
newspaper advertising budget is spent in 
the first four months and September, Oc- 
tober and November. Quite a bit of farm 
business is developing on places which 
are being bought by Chicago professional 
men and turned into model farms. They 
usually have money to spend on improve- 
ments and pay promptly. 


UNIT SELLING TO BE STARTED 


Sixteen houses had their materials sup- 
plied by the Rosenthal yard last year. 


Some of them were erected at nearby 


Crystal and Island lakes as year-around 
homes. It is planned to adopt package 
selling soon. At the time of the AMEr- 
ICAN LUMBERMAN representative’s visit, 
the large shed constructed in 1929 housed 
between 35 and 40 cars of lumber, a size- 
able percentage of which was Weyer- 
haeuser 4-square guide-line stock. Many 
of the houses sold have a fireplace and 
the majority of them are fitted with heat 
distributing units. Fifteen Heatilators 
have been sold by the company. A stack 
of birch logs for fireplaces is in the dis- 
play room to acquaint customers with the 
fact that they may be purchased at the 
yard for cheery fires. 
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The 
FIRE GUARD 





Beauty, 


Quality, 
Dependability 


A COMPLETE LINE TO 
4OO LBS. PER HR. 


Some dealerships open to 


AMERICAN LUMBERMEN 


PEERLESS MANUFACTURING CORP. 
STOKER DIV. - LOUISVILLE, KY. 
Heating Equipment Since 1884 





Member Stoker Manufacturers’ Assoc. 























COMPOUND 


FOR ASBESTOS 
SHINGLE SIDING 


It is necessary to seal Nail Holes, Cor- 
ners and Openings around Windows 








ad eel a A. ~— a really 
aterproo ° se ALBAR CAULKIN 
COMPOUND. . . 


Asbestos Shingle Siding usually requires a 
Brilliant White color or Brilliant Light Gray, 
other colors can also be furnished. Made in 
several Grades, easily applied with Calbar 
Pressure Gun. 


Send for information or order thru your Jobber. 


CALBAR Paint & Varnish Co. 
Manufacturers of Technical Products 
2612-26 N. MARTHA ST. - PHILADELPHIA, PA. 


At every 


“CORNER” 
There’s Profit 
for You! 





Save valuable time on every Asbestos 
Siding job. Profit from using “KOKOMO 
KORNERS.” individual corner strips. Sim- 
plifies fitting at corners and along window 
and door frames, improves appearance, 
gives added protection. Made of oxidized 
zinc . . . will not stain. Lengths suitable 
for any Asbestos Siding Shingle. For com- 
plete details write 


DOUBLE GRIP BRASS CLIP CO. 
211 S. Main Street Kokomo, Ind. 

















Just the appearance of the Five Points 


Lumber Co. in Jackson, Tenn., makes a 
person want to stop and buy something. 
It looks friendly and proves to be so. 
Although the yard has long been estab- 
lished, it has had its present owner only 
about ten years. H. P. Tomlin is the 
businesslike manager. 

A visitor to the yard is impressed at 
ence by the fact that here is a company 
which believes in displaying paint in such 
a thorough manner that everyone enter- 
ing the office will think twice before go- 
ing home without a can. After all, when 
a customer is almost surrounded by 
enamel, lacquer, varnish, shellac, white 
lead, and paints of every color, he is half 
sold on his own need for at least one of 
the items. And while he is vulnerable, a 
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RIGHT—This is 
about one-half of 
the paint displayed 
in the office. The 
shelves are kept 
filled and neat from 
stock in a shed 


BELOW — Informal, 
hospitable, and in- 
viting are adjectives 
one attaches to the 
Five Points Lumber 
Co. and they prove 
to be true ones 


SB & & Mm Hse. 


At the upper left is 

the DeWalt Won- 

der Worker which is 

used with pleasure 

by all the men in 
the mill 


Bailey Stanfill, who 
was termed a "real 
artist and sculptor 
with wood," was 
smoothing the edge 
of a cedar chest 
with sandpaper. He 
was making it as a 
gift for his wife 
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Advertising, Broadcasts, 
Displays Help Sell Paint 


salesman can do his job with results. 
The interior of the office was remod- 
eled last-year so that a full line of paint 
and allied products could be stocked. A 
carload was bought at that time, and a 
hali-car purchased for sale this spring. 
The writer asked V. L. Price, salesman, 
how they introduced to Jacksonians the 
knowledge that their paint needs could be 
satisfied at the Five Points Lumber Co. 
“We used considerable newspaper ad- 
vertising space,” Mr. Price said, “and 
broadcast the fact in ‘spot’ announcements 
over the Jackson radio station several 
times a day. It wasn’t long before we 
had developed a healthy paint business, 
and our trade in the line is still growing.” 
A sign which is seen as soon as one 
enters stretches across the paint room and 
reads: “Paint and Color Headquarters.” 
Another in a frame advises customers to, 
“PAINT your honte as you buy your car 


aa & Siteve 
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ON EASY PAYMENTS.” Both island 
displays and wall cabinets whose shelves 
taper narrower to the top are used for 
showing off paint goods. Sales of brushes 
average one to every purchaser of an item 
from the paint department. White lead is 
another big item with the firm which sells 
between 3,000 and 4,000 pounds annually. 
It is publicized in advertising along with 
other items in the paint line, and a pos- 
ter with a standard is at one side of the 
display room to impress customers fur- 
ther with the fact that their white lead 
needs can be taken care of. 

Like an increasing number of retail 
lumber dealers, Mr. Tomlin sells Vene 
tian blinds although he doesn’t carry any 
in stock since nearly every job is individ- 

(Continued on Page 77) 
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Home Show Held in City 
of 1,200 New Residences 


HARTFORD, Conn., April 29.—With 1,200 new homes in this 
area ranging in price from $5,000 to $30,000 planned and 
under construction, there was added enthusiasm over the two- 
weeks Building Materials Show held in the Hartford Times’ 
Home Building Institute from April 13-27. There were, in 
the afternoon and evening from Monday through Friday each 
week, programs designed to benefit home builders. The show 
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Man Smothered in Money Has $50,000 to 
Lend for Home Repairs 
At Capitol City you cin see displays, ar- 
range financing, and learn the names of 
several good contractors. You get your 
home improvements all in one bundle, easy 
as buying a pound of tea. 


New Roof as little as 


Casey Corporatioon, our FHA-approved Child, is shoulder- 
deep in a big stack of money ear-marked for improving Graater 
Hartford homes, Casey is dishing this money out. So come in. 
Get your share. Use it to modernize your home. 


NO CASH DOWN 


Here’s the procedure. You tell Casey what. you want. We 


supply the materials, Your regular contractor does the work. And $9 
Casey pays the bill for both materials and labor, You needn't pay hee, a month 
anything until one month after the job is done. 

3 YEARS TO PAY 


We'll inspect your roof free, and give 
you an estimate on materials. You choose 
shingles from big, life-size displays. Then 
we work with your regular contractor, 


Casey’s plan divides the cost into small monthly payments 
40 it’s no burden at all, You have a home that’s more beautiful 
and comfortable, And all you pay for your financing is $5 per 
year in advance for each $100 Casey loans you. 


REPAIR NOW—MAKE 2 SAVINGS 

You'll save by checking depreciation. You'll make another 
saving by getting your improvements at today’ low cost. So don’t 
wait. Talk to Casey right away. You'll find him friendly, lib- 
eral, and genuinely interested. Phone 5-011). Or come in, Learn 
more about it. 


Summer Cottage as 









Ask us for your free copy of “The Sum- 
mer Cottage Book of Knowledge.” It’s full 
of plans and ideas. Decide on the type of 
cottage you want. We'll help you get it. 


Suggestions as little as 


New Porch ————— $8 
New Floors —————— $7 
Paint Job —————$12 
txtra Kom ———$10 
Screens —————— 38 
New Kitchen ————S17 
New Bathroom Walltile $7 
insulation o 
New Garage ———S1Z 
New Siding ——————$15 
Chicken Coop ————— §7 











Reproduced here is the four-column, ten-inch advertisement 
which the Capitol City Lumber Co. carried on the front 
page of the |8-page special edition of a Hartford newspaper 


offered a common meeting place for vacant property owners, 
material dealers, architects, and allied artisans engaged in home 
building. 

Prominent advertisers in the special 18-page special edition 
printed by the Hartford Times included the Capitol City Lum- 
ber Co., Davis & Bradford Lumber Co., Hartford Builders 
Finish Co., and Wethersfield Lumber Co. It is reported that 
many sales have resulted already from the visits of thousands of 
interested persons to the show. Scores of pertinent articles 
and features on home construction, remodeling and minor im- 
provements appeared in the newspaper supplement. There were, 
also, dozens of pictures of interiors and exteriors of new Hart- 
ford residences to create further interest in home ownership. 
\lmost 100 percent of the houses pictured were of frame con- 
struction. 

The Hartford Times has devoted considerable space to build- 
ing materials since 1928, and established a permanent exhibition 
of builders’ needs in a display room on its mezzanine. Resi- 
dents of the city and its trade territory have been aided in 
securing the latest information about new products and their 
uses by visiting this Building Institute. 
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The 
Lyctus Beetle 
Problem 


Damage to lumber by Lyctus and other 
Powder Post beetles amounts each year 
to an estimated $18,000,000 loss to lumber 
dealers and manufacturers of finished mill- 
work, implement handles and furniture. 

Monsanto has been experimenting 
with chemicals for the control of these 
beetles for over four years. Although the 
experiments to date have been confined 
largely to the laboratory, it is believed 
the results are sufficiently promising to 
warrant preliminary recommendations 
and field applications. 

Permasan has been indicated by these 
tests to be effective in killing the “live 
worms” in infested wood, as well as pre- 
venting new infestation of seasoned wood. 

For information regarding your specific 
problem, address MONSANTO CHEMICAL 
ComPANY, St. Louis, U. S. A. 








MONSANTO CHEMICALS 


SERVING INDUSTRY...WHICH SERVES MANKIND 
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Demonstrates 
Quality in Home 
Construction 


To inaugurate a Guild plan for selling 
complete homes, Harry A. Brattin, head 
of F. J. Brattin & Son, lumber and build- 
ing material dealers of Shepherd, Mich., 
decided to build a demonstration home on 
a 60x100 foot lot, and elected to demon- 
strate quality construction. 

The result was the erection of 
Guildway Small Home Club House No. 
5, priced to sell in Shepherd, complete 
with the lot, for $7,500. The population 
of Shepherd is 975. 

“The house was open to public inspec- 
tion for 15 days including three Sun- 
days,” said Harry A. Brattin, Jr., “and 
the visiting hours were 1:00 p. m. to 6:00 
p. m. and 7:00 p. m. to 10:00 p. m. daily. 

“The day before the opening, arrow 
signs were placed on the principal high- 
ways leading to the home. Large size 
newspaper advertisements were placed in 
the local paper and in the papers of two 
neighboring towns. 

“While the home was open we had a 
constant attending staff ranging from two 
people on week days to 12 people on Sun- 
days. We registered visitors in the base- 
ment, and near the registration tables 
were two wall sections showing the con- 
struction used in the home, and construc- 
tion ordinarily used for small homes. 

“The first Sunday afternoon and eve- 
ning 403 people visited the house. Total 
registered attendance was 1,827. How- 





Left: Living room, showing Heatilator-equipped fireplace 





Final preparations 

under way for open- 

ing of demonstra- 
tion home 





ever, many visitors failed 
during the rush periods. 

“The cost of the home—$7,500—night 
seem to defeat the whole purpose of a 
model home, but this particular project 
was to demonstrate not how cheaply a 
modern home can be built, nor to promote 
the sale of the home itself. It was to 
demonstrate our 25-year-old policy of 
quality as opposed to price. It was to 
show why a somewhat larger initial in- 
vestment means a greater saving in future 
maintenance and repair. We have nothing 
against the move to supp!y low-cost hous- 
ing, and, indeed, future homes which we 
expect to build in this area in any volume 
will be of the lower cost type. 


“This model home demonstrated our 
principle of doing business and serving 
our community. I was in constant attend- 
ance through the period of inspection, and 
I can not recall one visitor who did not 
agree with our view before the tour of 
inspection and the lecture were ended. 

“Directly traceable to the model home 


to register 


and Texboard wall. 
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showing, and now in process of being 
filled are orders for two new homes; two 
rubber tile flooring jobs, one of these for 
three hundred dollars; a bathroom re- 
modeling job; many very live prospects 
which we expect to close in the spring, 
and numerous small sales.” 


FIFTY FEATURES OF MODEL HOME 


Following are 50 features of the model 
home which adequately describe its con- 
struction : : 

1. Full basement with walls of waterproof 
cement blocks. 

2. Blocks waterproofed with one coat of 
Lumina and two coats of Damptite on outside 
and two coats of waterproof paint on inside. 

3. All joints well pointed. 

4. Heavy footings and corbels. 

5. All cement construction rich mix. 

6. Two coats waterproofing paint on cement 
floor. 

7. Copper termite shield. 

8. Oil burning air conditioner. 

9. Heat piping restricted to one side of 
basement, and kept above joists on opposite 
side for future finishing of rooms in basement. 


Right: View of kitchen 
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10. Heating outlets provided for future rooms 
in basement. 


11. All framing No. 1 Douglas fir. 

12. All plumbing life-time copper tubing. 

13. Extra bracing at all points of stress. 

14. 2x8 rafters. 

15. Asbestos thick butt shingle roof. 

16. Asbestos plank siding. 

17. Four inches fire-resistant 
outside walls and ceilings. 

18. Steeltex plaster base. 

19. 34-inch plaster. 

20. Andersen narrow line 
casement windows. 


insulation in 


check rail and 


21. All windows weatherstripped. 
2. All windows have screens. 
3. All windows have storm sash. 
24. Copper eavestrough. 
25. Copper downspouts. 
26. Copper valleys. 
27. Heatilator in fireplace. 
28. Chimney pots to improve appearance of 
chimney finish. 


29. Stationary tubs in laundry (set out from 
walls for four-way access). 


30. Water softener installed. 
31. Electric water heater installed. 
32. Bruce “Streamlined” pre-finished flooring. 


33. All floor corners have round shoe-mould 
for easy cleaning. 


34. Walls painted or finished in washable tile. 


35. Red gum finish trim. 
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Floor plan of demonstration home. Note 
efficient layout 
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36. Plug-in type wiring in kitchen. 

37. Flush interior doors. 

38. Bronze interior hardware. 

39. “Key in handle” lock for side door, mak- 
ing breaking and entering as difficult as in front. 

40. Chrome streamlining in kitchen and bath. 

41. Rubber tile floors in kitchen and bath. 

42. Automatic switches 
cluding broom closet. 

43. Mirror on front closet door on inside to 
protect from sun deterioration. 

44. “Sweep-out” door in kitchen. 
dust-pan unnecessary. 
_ 45. “Can and bottle” chute in kitchen, mak- 
ing waste basket unnecessary. 

46. Weatherproof electric outlet on front 


outside wall for Christmas tree lighting and 
lawn parties. 


47. Laundry chute. 

48. Ornamental iron railings on front and 
back porch. 

49. Ornamental blinds match chimney pots. 


50. Combination screen and storm 
front and rear. 


in all closets, in- 


making 


doors, 


Mention should also be made that ceil- 
ing heights are eight feet, four inches, 
bedroom lights are operated with mer- 
cury switches, and there is an electric 
plug-in plate on top of the mantle. The 
wall behind the mantle is mahogany 
stained Texboard. Two selected carpen- 
ters did all the work. 





Buyers Attend Home Furnishings Shows 


Furniture buyers for retail stores in the 
United States moved on to Chicago this week 
to attend the spring national home furnishings 
shows in the American Furniture Mart and 
the Merchandise Mart. As usual the mid-season 
exhibition was for only one week, and served 
its purpose of giving dealers throughout the 
country a preview of the lines which will be 
shown to large throngs during the two-weeks’ 
summer show that will begin July 1. Attend- 
ance the first half of the week was encouraging 
to manufacturers and mart officials. 

Most buying was termed as “fill-ins” by ex- 
hibitors. It was said that inventories on the 
average are 7 percent above normal as a result 
of excess “war scare” buying last fall, and that 
by July this extra stock should be worked off 
and dealers ready to purchase heavily. The 
general opinion of manufacturers was that the 
summer market in two months will result in 
orders which will keep their plants busy. 

New lines were introduced by several manu- 
facturers and received considerable attention. 


Two new oak dining room sets, a bedroom suite 





in maple, and bedroom furniture made of 
bleached oak made their debut in the Virginia- 
Lincoln Furniture Corporation’s space in the 
American Furniture Mart. This Marion, Va., 
concern continued to show cherry suites ac- 
curately reproduced from old pieces found in 
southern homes. 

Popularity of American walnut was reported 
by several manufacturer-exhibitors in the Mer- 
chandise Mart as on the increase. Figures for 
all cabinetwood veneers show that in 1939 wal- 
nut had the greatest increase in sales, and out- 
sold the second best selling wood by millions of 
feet each month. 


JAMESTOWN, N. Y., May 1.—A record-break- 
ing attendance for the opening day marked the 
spring exhibit of the Furniture Market Associa- 
tion, here. Two hundred and forty visitors were 
present, some of them coming from the Far 
West. One reason for the large attendance is 
said to be the possibility of higher furniture 
prices within a short time. The show opened 
on April 22 and continued until today. 





This Ipswich bedroom 
group made of birch and 
finished in a deep maple 
tone was one of the many 
new room suites viewed 
at the American Furniture 
Mart. A product of H. 
T. Cushman Manufactur- 
ing Co., North Benning- 
ton, Vt., it combines con- 
temporary simplicity with 
Early American charm 





Courtesy American 
Furniture Mart 


You'll Like It 
for its toughness 
under stress 





Virgin Long Leaf Yellow Pine 
lumber has superior strength 
and natural resistance to decay 
and insect attack. It is stronger, 
lasts longer, and has greater 
nail-holding ability. Wier has 
modern monufacturing facili- 
ties. 


Yellow Pine 
Aristocrat of Structural Woods 





Vest Pocket Ready Reckoner 4 330%! ves, 


including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 
tabulations. Prepaid, 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicage 
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Send Your Orders to 


SOUTHWEST 
LUMBER COMPANY 
Alamogordo, New Mexico 








Lumber buyers have learned to de- 
pend on this modern mill for their 
particular needs in tip-top quality 
products of Douglas Fir, White Fir 
and Ponderosa Pine. This is a large 
operation—1l/, billion feet of choice 
timber. High-altitude Fir especially 
suited to construction work and rail- 





road timbers. Fine Ponderosa, 
soft-textured, even-grained. 
Quality Box Shook and 
Crates. Write us today. 










O, NEW MEXICO 


35 
Every 
Soft Old-Growth UPPERS and 
OREGON -AMERICAN 


yOOO Feet Every Day 
bo AT 
bh ITs Best 
Modern 
Facility 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 
LUMBER CORPORATION 
VERNONIA, OREGON 
ee 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS a | FACTORY 
YARD STOCK CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 








Vest Pocket Ready Reckoner 4 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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ING ana Fy California Mills Start on New 


Season’s Cut 


Logging and Sawing Resumed 
by California Mill 


Mercep, CAuiF., April 27.—The big pine man- 
ufacturing plant of the Yosemite Sugar Pine 
Lumber Co. here started the season’s cut today, 
Operations in the woods started some weeks 
ago. Because of the location of the timber in 
the high Sierra, like most sugar pine opera- 
tions, logging is suspended during the winter, 
from November until the weather breaks in the 
spring. The company plans to produce its usual 
cut of about 50 million feet. The plant has 
been shipping heavily, and some items of stock 
are low, but, with resumption of sawing, it will 
soon be in a position to ship on about a normal 
basis, for it has kiln drying facilities. Both 
sugar pine and California Ponderosa pine are 
produced. It is significant that since this com- 
pany began operating several years ago, the 
personnel of the organization, so far as key men 
are concerned, has remained intact. All de- 
partment heads were seasoned sugar pine oper- 
ators. In fact, a very large percentage of the 
entire crew has remained on the job from year 
to year. From the top to the bottom the 
Yosemite employees are proud of their organ- 
ization. John R. Ball is president and manager 
of the company. Harold J. Ford, sales mana- 
ger, is in the East calling on the trade. 





Four Feather Canyon Plants 
Start on Season's Cut 


Quincy, Cauir., April 29.—Lumbering oper- 
ations all along the scenic Feather River 
Canyon are rapidly getting under way. The 
past winter was extremely mild, and several 
operators got started earlier than usual this 
spring, but have been more or less handicapped 
by wet weather and consequent soft roads. 
This applies particularly to truck logging 
operations. The Feather River, with its famous 
scenic canyon, flows through a large part of 
the northern California pine district, and many 
well-known operations are located there. 

The Quincy Lumber Co. operates two mills 
in this region. The Quincy plant began opera- 
tions April 1, and the plant at Sloat was 
started about April 15. This company will 
produce from 35 to 40 million feet during 1940. 
Its products are sugar pine, Ponderosa pine, 
incense cedar and fir. Manager C. A. King 
looks for a good market during at least the 
first half of the year, with trade in the second 
half subject to unforeseen influences of war 
and politics. 

The Feather River Lumber Co., at Deleker, 
Calif., started sawing March 1 and ran a month, 
but was closed during the first half of April 
because of weather conditions. After it re- 
sumed operations, logging was tied up by snow 
for a few days in the last week of April. This 
company has rebuilt its dry shed, destroyed by 
fire last fall, and pretty well restocked its yard. 
The Feather River Lumber Co.’s timber is 
large, enabling it to supply wide widths and 
thick selects. The stand runs 15 to 20 percent 
California sugar pine, and the rest Ponderosa 
pine and white fir. Here H. C. Laws is in 
charge of the operations, and L. V. Carol is 
sales manager. 

At Loyalton, the Clover Valley Lumber Co. 
plant was started on logs decked last fall. 
Logs from the camps are now beginning to 
come into the mill. J. M. Bedford, vice presi- 
dent and general manager, is also manager of 
the Saginaw & Manistee Lumber Co., Williams, 
Ariz., where he has been operating for many 
years. The Clover Valley Lumber Co. plant 
is a double band mill with 8-hour capacity of 
150,000 to 160,000 feet. 


Newest large mill in the Feather River dis- 
trict is that of the Feather River Pine Mills, 
at Feather Falls, on the south fork of the river. 
This mill, constructed last year, began its first 
season’s sawing Feb. 15, with one side, and is 
now running both sides. It has a capacity of 
140,000 to 150,000 feet per 8-hour shift. The 
mill building is exceptionally large, of heavy 
construction with heavy equipment. Excep- 
tionally large timber, especially sugar pine, was 
cause for heavy mill construction and equip- 
ment. It has one single-cutting band, one dou- 
ble-cutting rig and two edgers. Construction 
is going ahead on Fryer dry kilns. Lumber is 
piled on stickers in units alongside the green 
chain, and transferred to the yard by locomo- 
tive crane. Lumber for the kilns is also stacked 
at the green chain and transferred directly to 
the kilns, which are built at right angles to 
the green chain. A. H. Land, Oroville, Cal., 
is president; C. H. Land, vice president; and 
Chas. Schleef, formerly of the Swayne Lumber 
Co., Oroville, is manager. 





Runs Nights to Maintain 
Annual Output 


Camino, Cauir., April 27—The Michigan 
California Lumber Co., Camino, started its 1940 
cut April 15. It is running its sawmill two 
sides on the day shift, and one side nights, cut- 
ting 200,000 to 225,000 feet daily. For many 
years this company has operated on a schedule 
which gives it a regular annual production of 
about 30 million feet with little variation from 
year to year. It is a seasonal operation in the 
woods and sawmill, but the factory and shipping 
departments operate the year around. The com- 
pany didn’t have a night shift until the Wage 
and Hour law made one necessary in order to 
keep up the annual production. It operates in 
the rugged mountain country along the Ameri- 
can River, so typical of the best sugar pine 
districts of the Sierra Nevada range. It is the 
country made famous by the early discovery of 
gold, which brought hordes of people to Califor- 
nia in the days of ’49. 





Building New Mill 


PorrerR VALLEY, CAtir., April 25.—The 
Ukiah Valley Lumber Co., here, says Treas- 
urer C. H. Mimnaugh, plans for a small op- 
eration, cutting 12 to 15 million feet annually, 
and is just beginning construction of a saw- 
mill for the manufacture of some 250 million 
feet of timber which the company has acquired 
in this vicinity. The plant will be located on 
the South Fork of Eel River, about six miles 
northeast of Potter Valley. The timber in- 
cludes sugar and ponderosa pines, with some 
fir. Mill is to be a 9-foot band, 12-inch shotgun, 
6x72-inch edger, slashers, 24-foot standard 
trimmer, steam. Shipping facilities are ade- 
quate, and selling will be from the office here. 





Lassen Lumber Plant Is Opened 


SUSANVILLE, Ca., April 27.—Logs from the 
Cheney Creek section have been arriving for 
the Lassen Lumber & Box Co. and the mill, 
which has been given an overhauling with the 
installation of a resaw, was given a test run. 





WATCH FOR Practical, Mod- 
erate Cost House Plan with 
Complete List of Materials. 
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New England Manufacturers 
Consider Salvage Marketing 


Mancuester, N. H., April 26.—One hundred 
members and guests of the New England Lum- 
bermen’s Association, composed chiefly of manu- 
facturers of native lumber, held morning and 
afternoon sessions at the Hotel Carpenter today, 
with W. D. Veazey, of Laconia, president of 
the association, in the chair. A discussion by 
a number of the operators regarding the excess 
stock of square edge pine on the mill yards and 
the chances that it would find a market during 
the current selling season, brought out some 
conflicting views, but all were agreed that until 
the Government’s big stock of salvaged “hurri- 
cane” pine was liquidated, the regular operators, 
who also had been obliged to clear their lands 
of hurricane-felled logs, would be embarrassed 
in finding a market for their lumber. 


Committee on Salvage Sales Named 


J. F. Campbell, regional director of the 
Northeastern Timber Salvage Administration, 
who had been called to Washington from his 


3oston headquarters and was unable to keep his ~ 


appointment to address this meeting, was repre- 
sented by H. Philip Brandner, the New Hamp- 
shire director of the Salvage Administration, 
who in addition to reporting on salvage opera- 
tions in New Hampshire, read a report by Mr. 
Campbell which he had prepared for this meet- 
ing, in which was reviewed the repeated at- 
tempts made by his organization to dispose of 
this huge block of salvaged lumber in such man- 
ner as to sustain the native pine market, assure 
a supply of both lumber and logs for local in- 
dustries, keep away from competition with the 
lumber held by regular operators, while secur- 
ing a sufficient money return to enable his office 
to repay the Government loan, also the remain- 
ing 10 percent due log owners to cover the esti- 
mated value, of which they had received 90 per- 
cent when the logs were accepted by the Salvage 
office. It was explained that, as no basis for a 
sound contract of sale of this lumber had been 
developed, his office was preparing to ask for 
bids for 500,000,000 feet as it stands in pile, 
and it was hoped that this new move would pro- 


duce results that would be satisfactory to all 
interests. Mr. Brandner asked that a commit- 
tee from this association be appointed to confer 
and co-operate with the Salvage office at Bos- 
ton, and the following were named: President 
Veazey, C. M. Cheney, Biddeford, Me.; W. E. 
Dickerson, Greenfield, Mass.; Stanley B. Fes- 
senden, Townsend, Mass.; Merrill Symonds, 
East Jaffray; Louis Blanchard, Leominster, 
Mass., and Frank Kennett, of North Conway, 
N. if 


Housing Needs Will Bring Boom 


The guest speaker was Harvey N. McGill, of 
the McGill Commodity Service, Auburndale, 
Mass., who, while insisting that the general 
economic trend was definitely upward, as a re- 
sult of the war, felt that the outlook for the 
building industry was far from bright. He 
pointed out that lumber “temporarily at least is 
going to be one of the commodities adversely 
affected by the war, so for a time at least we 
must pursue a cautious policy in our commit- 
ments.” He expressed the belief that “there 
is a great need for new construction, and, ulti- 
mately we are going to have a real building 
boom.” 

Other speakers included Sherman Adams, of 
Lincoln, State forester, John H. Foster, and 
former President Harry K. Rogers, of Suncook. 
The latter brought up the subject of securing 
the services of a full-time secretary. The in- 
crease in membership and the closer contact that 
would be developed with the membership and 
its problems would more than offset the added 
cost. No action was taken. 

State Forester Foster directed attention to 
the point that the town of Hill had been wiped 
out by a Government project for a flood con- 
trol dam. A new town site, upon which is be- 
ing developed a model village, is now in the 
making. He urged that the 2,000,000 feet of 
Government owned “salvaged” pine now piled 
at the location which the Government is willing 
to sell at cost, should be set apart for this con- 
struction project, rather than allowed to be 
moved away under a blanket sale of all salvaged 
lumber. 


Among the Lumbermen’s Clubs 


Ontario Golfers Plan for First 
Tournament of Year 


Toronto, Ont., April 29.—The first an- 
nouncement of a lumbermen’s golf tournament 
in Ontario for the current year has been made 
by Secretary W. A. McInnes, of London, Ont., 
the event being sponsored by the London deal- 
ers. The date will be June 20, and the place, 
the well-known Sunningdale Golf Club at Lon- 
don. Competitors will tee off at one o’clock, 
daylight saving time. 





"Fun Days" Ahead for Memphis - 
Lumbermen's Club 


MEMPHIS, TENN., May 1—Members of the 
Lumbermen’s Club will play golf and bridge 
at the Colonial Country Club on May 30, and 
wind up the day with the final club meeting 
before summer adjournment. Harry A. Well- 
ford, club president, made this announcement at 
Thursday’s meeting of the club. Harry E. 
Schadt, in charge of arrangements, announced 
that following the golf tournament the club 
would hold its annual summer barbecue picnic, 
date for which is to be announced later. T. M. 


Ridolphi of the C. M. Gooch Lumber Co., is 
a new member of the club. 


The club heard W. C. Teague, editorial writer 
for The Commercial Appeal, explain the diffi- 
culties of desk men in sifting the news from 
foreign capitals, because of censorship restric- 
tions. Mr. Teague said that nothing coming 
from Moscow was accepted as true; Berlin 
news was discounted, and that there were 
doubts as to entire truth of reports from Lon- 
don and. Paris. 





Canadian Forest Fires Reduced 


Ortrawa, CanapA, April 29—Forest-fire 
protection agencies in Canada did good work 
in 1939, according to figures compiled by the 
Dominion Forest Service, which reveal that 
the measurable damage and loss from forest 
fires for the year amounted to only $2729,321. 
This compares with an average loss of slightly 
less than five million dollars a year for the 
ten-year period 1930-39. These figures are 
based upon the money spent in actual fire- 
fighting, and upon the stumpage value of the 
timber which would have accrued to the gov- 
ernments had the timber been utilized. 
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A Worthy Tribute to 
the Superior Excellence 
of Booth-Kelly 
DOUGLAS FIR 


Is the fact that it is the Preferred Stock 
of so many Dealers and Builders. 


Your order of Booth-Kelly Certified 
Douglas Fir will prove to your com- 
plete satisfaction that here is stock 
surpassingly fine—the kind you like 
to pass along to your customers. There 
is painstaking care in this lumber’s 
manufacture. Continuous supervision 
and regular inspections safeguard 
quality and uniformity. The mark of 
“20” on the lumber is Booth-Kelly’s 
pledge of superior quality. The asso- 
ciation marks guarantee proper grad- 
ing. You can back this lumber with 
your unqualified recommendation. It 
will help build trade for you. 





_ 
oO 
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CERTIFIED 


s supply you with Doucias Fir 
DIMENSION, FLoortnc, CEeminc, Drop 
Sioinc, FinisH, STEPPING, MOULDINGS, 
Casinc, BAsE, Etc. Send us your order 
today. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BootliAtell 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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Associations’ Plans and Activities 


Meetings to Be Held 


May 4-12—National House and Garden Exposition, 
Coliseum, Chicago. Annual home show. 


May 5-7—National Retail Lumber Dealers’ Asso- 
ciation, Shoreham Hotel, Washington. D. C. 
Annual meeting of Board of Directors. 


May 8-9—National Lumber Manufacturers Asso- 
ciation, Blackstone Hotel, Chicago. Semi-an- 
nual meeting of Executive Committee of the 
Board of Directors. 

May 9%-10—Southern Pine Loggers, Southern Hotel, 
Forest, Miss. 

May 10—Southeast Missourj Retail Lumber Deal- 
ers Association, Marquette Hotel, Cape Girar- 
deau, Mo. Annual. 


May 14—Northern Hemlock and Hardwood Manu- 
facturers Association, Milwaukee, Wis. Spring 
meeting. 


May 14-15—Associated Cooperage Industries of 
America (Inc.), Jefferson Hotel, St. Louis, Mo. 
25th Annual. 

May 19-25—Producers Council; American Institute 
of Architects, Louisville, Ky. Annual meetings. 

June 4-5—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 
N. Y. Annual. 


June 13-14—National Association of Commission 
Lumber Salesmen, Brown Hotel, Louisville. Ky. 

Sept. 26-27—National Hardwood Lumber Associa- 
tion, Congress Hotel, Chicago. Annual. 





Dates Are Set for Annual Meeting 
of National Hardwood 


At a meeting of the executive committee of 
the National Hardwood Lumber Association 
held at the headquarters office in Chicago, April 
24, it was decided to hold the 43rd annual con- 
vention at the Congress Hotel in Chicago, Sept. 
26-27. 

The committee also directed that a meeting of 
the Inspection Rules committee be held in Chi- 
cago, at the offices of the association, on June 
27-28. The by-laws of the association provide 
that members having suggestions or recom- 
mendations to offer for changes, revisions or 
additions to the grading standards shall submit 
them for consideration and study by the Rules 
Committee at least 90 days preceding the date 
fixed for the annual convention. 

The committee received and considered rou- 
tine reports covering the .operations of the 
organization from the beginning of its fiscal 
year, Sept. 1, 1939; also budgets and plans for 
the remainder of the term. Satisfaction was 
expressed regarding the progress of the organ- 
ization, and the prospects for a moderate upturn 
in the hardwood demand for the last half of 
1940 are regarded as reasonably good. 





Well Built Homes for Low Income 
Families Promoted 


New Orveans, La., April 29.—A campaign 
to promote home building and home moderniza- 
tion throughout Louisiana, and particularly to 
encourage and assist in the movement to develop 
a low-cost home within the price range of the 
great mass of families has been initiated by the 
Louisiana Building Material Dealers’ Associa- 
tion. 

As one means of stimulating the construction 
of low-cost homes, the association, with the co- 
operation of the Louisiana office of the FHA, 
has developed several plans, with specifications, 
of small homes that can be built for about $2500. 
Other plans are in process of being drawn to 
augment the two or three already completed. 
These plans are available to the prospective 
home builder through any member of the asso- 
ciation. 

Particular study is being made of low-cost 
homes. A home that can be built for $2500 or 
less will open that vast market of families earn- 
ing from $75 to $150 a month who heretofore 
have been compelled to find shelter in second- 
rate and obsolete rental properties. With the 
development of a good and practicable small 


home in this price range and with the most fav- 
orable financing terms in history now available 
the desire of thousands of families to own their 
own homes can be achieved at a cost of $20 a 
month or less, and they can be living in a home 
that is superior to those they are now forced to 
occupy, the association feels. 

In collaboration with the FHA the Louisiana 
3uilding Material Dealers’ Association has pre- 
pared several plans for hoses to cost less than 
$2500. Within the next six weeks, members of 
the association over the State will have six of 
these typical plans and prospective home build- 
ers are urged to discuss them with their local 
material dealers. 


Ontario Directors Continue Work for 
Trust Fund Law, Code of Ethics 


Toronto, Ont., April 26—Directors§ of 
Ontario Retail Lumber Dealers Association 
held an all-day meeting at the Royal York 
Hotel, Toronto, April 19. Enrollments fo: 
“Tested Selling Methods” to the number of 59, 
were reported by the secretary-manager. He 
reported that other interests were expected to 
sponsor the association’s movement to make the 
proceeds of a building loan a trust fund when 
in the hands of a contractor or sub-contractor. 
The directors were advised of some successful 


A. L. OSBORN, 1859-1940 


It is with sincere regret that the national 
lumber industry, and particularly that part of it 
in Wisconsin and Michigan, learned A. L. 
Osborn, pioneer lumberman of Oshkosh, Wis., 
passed away at St. Mary’s hospital in Roches- 
ter, Minn., on April 19. He was 81 years of 
age, had been 52 years in the lumber industry, 
and had no premonition but that he would be 
active for a few more years. When he left 
Oshkosh on April 4, he told his friends he was 
just going to the Mayo Clinic for a complete 
check-up. Surgeons operated on him April 10, 
and he seemed well on the way to recovery 
when he suddenly was taken away. 

Mr. Osborn retained his spirit, courage, and 
fine sense of humor to 
the last. During his 
vigorous life, he had 
been a school master, 
lawyer, legislator and a 
lumber manufacturer. 
He served in the State 
legislature in 1903. He 
attended a great many 
national conventions 
and was on many com- 
mittees. He became 
widely known and 
greatly beloved, princi- 
pally because he had 
the happy faculty of 
stating in a few words 
a subject under discus- 
sion, and he said it in 
such a vigorous way 
that it stood out like a 
big light in a dark 
place. 

He did not like sub- 
terfuge and called it by its real name. During 
the NRA _ period, his wunvarnished opinion 
earnestly and energetically voiced at code meet- 
ings in Washington earned him the nickname 
of “Cappy Ricks,” since he was reminiscent of 
that personality made famous in fiction. 

The AMERICAN LUMBERMAN joins with lum- 
bermen everywhere who knew Mr. Osborn in 
expressing its sincere regret at his passing. 
No finer thing could be said of him than the 
tribute written by Raphael Zon, director of 
the Lake States Forest Experiment Station, 
and which we are pleased to print herewith. 

“With the passing of Mr. Osborn, there has 
been removed from the national scene a unique 
spirit, richly endowed with clear thinking and 
human sympathies. He belonged to the genera- 
tion of lumbermen who stood on the threshold 
of two economic epochs. Most of his early 
activities belonged to the period when a 
vigorous people was expanding over a continent 
rich in natural resources. Individual initiative, 
energy, and self reliance were the great virtues 
of the early pioneers, of whom he was one. 





During his mature and declining years he lived 
in an era of contracting opportunities, dimin- 
ished resources; in a country which has come 
of age and has had to face new problems, and 
where single individuals, with all their initia- 
tive and energy, may be helpless in coping with 
new problems. 

“It was inevitable that there should be a 
conflict of ideas grown out of these changed 
conditions. Few people, grown up in_ that 
earlier period, can or are willing to concede 
the need for some change under changed condi- 
tions. As I often watched Mr. Osborn in 
many of our discussions, I admired his intel- 
lectual honesty and readiness to accept the 
inevitable march of time, with one condition 
only: that the new approach should be on a 
sound realistic basis. 

“We shall dreadfully miss his clear and hon- 
est thinking, his straightforwardness, his warm 
heart, his respect for the rights and privileges 
of every human being, and his readiness to 
accept sound progress. - 

“And now he has gone. May the traditions 
and ideals of Mr. Osborn live long among his 
associates, and serve as a guiding spirit in all 
their activities.” 

The funeral services for Mr. Osborn were 
conducted April 22 in his home at Oshkosh. 
In addition to Oshkosh lumbermen who were 
headed by O. T. Swan the following lumber- 
men from out-of-town attended. 

D. xX. Brands, Bessemer, Mich.; R. J. 
Swanke, Tigerton, Wis.; G. W. Petry, F. E. 
Sensenbrenner, both of Neenah, Wis.; John 
Bush, Negaunee, Mich.; A. C. Wells, Menomi- 
nee, Mich.; Roy Lutz, Rib Lake, Wis.; Ben 
Hartquist, New London, Wis.; John N. Fisher, 
Wabeno, Wis.; C. C. Collins, Madison, Wis.: 
John Quinlan, Soperton, Wis.; Robert J. Con- 
nor, Madison, Wis.; E. C. Singler, Chicago, 
Ill.; Walter DeWitt, W. A. Holt, and Al 
Klass, all of Oconto, Wis.; Harold C. Col- 
lins, Schofield, Wis.; H. V. Newell, Chicago, 
Ill.; George Farnsworth, Chicago, Ill.; R. B. 
Goodman, Marinette, Wis. 

M. J. Wallrich and M. J. Wallrich, Jr., both 
of Shawano, Wis.; W. W. Gamble, Sr., White 
Lake, Wis.; R. J. Mueller, Charles McDonald, 
J. D. Mylrea, and H. H. Butts, all of Rhine- 
lander, Wis.; W. T. Gorman, Ontonagon, 
Mich.; J. S. Landon, Ironwood, Mich.; G. ; 
Earle and Leo T. Doran, both of Hermans- 
ville, Mich.; H. W. Johannes, Rib Lake, Wis.; 
Jos. Gorman, Chicago, Ill.; Abbott Fox, Iron 
Mountain, Mich.; Kurt Stoehr, Chicago, IIl.; 
M. J. Fox, Iron Mountain, Mich.; G. N. Har- 
der, Wells, Mich.; Wm. Landon, Wausau, 
Wis.; Edwin Gibbons, and A. R. Rabbideau, 
both of Ironwood, Mich.; O. C. Lemke, Wau- 
sau, Wis.; Geo. H. Below, Wausau, Wis.; G. 
Cc. Robson and W. D. Holman, both of Neo- 
pit, Wis.; and Wm. G. Wheeler, Marshfield, 
Wis. 

Surviving Mr. Osborn are his widow, and 
sons, Chandler of Milwaukee and Robert C. 
Osborn of Lakeville, Conn. and a _ grand- 
daughter. 
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work recently carried on by the lumbermen’s 
section of the Toronto Board of Trade in con- 
nection with proposed amendments to the buil- 
ing by-law of Toronto. Otto Hauck, chairman 
of the standing committee on sash and doors, 
reported that manufacturers will have a retail 
list ready late in May or June. 

The directors at luncheon were joined by a 
number of wholesalers and manufacturers, and 
a proposed code of ethics, to be approved by 
both wholesale and retail associations, was dis- 
cussed. The directors later formulated a pro- 
posal to be submitted to the wholesalers. 





Hardwood Wholesalers Increase 
Membership by Thirteen 


The first results of the membership drive 
which is under way by the National Association 
of Hardwood Wholesalers has been reported by 
G. A. Vangsness, secretary. Thirteen new mem- 
berships have been received within the past two 
wecks as follows: 

The Menzner Lumber & Supply Co., Mara- 
thon, Wis.; Pennington Lumber Co., Birnam- 
wood, Wis.; Thompson-Katz Lumber Co., 
Memphis, Tenn.; T. T. Jones Lumber Co., 
Minneapolis; Crossman Lumber Co. and the 
Evans & Retting Lumber Co., both of Grand 
Rapids, Mich.; Franklin T. Griffin and Charles 


C. Hubbard Lumber Co. of Chicago; Webster ~ 


Lumber Co., St. Paul, Minn.; Jesdahl Lumber 
Co., Antigo, Wis., Harry B. Weiss of Mem- 
phis, Yawkey-Bisse 1 Lumber Co., White Lake, 
Wis., and the Canihook Lumber Co., St. Louis, 
Mo. 





xecutive Committee of National 
Will Meet in Chicago, May 8-9 


Wavs.INGTON, D. C., April 29—A new type 
oi sinail homes promotion, direc.ed particularly 
ac rural communities and farm buildings in co- 
uperation with agencies of the Federal govern- 
iuent concerned with housing, wiil be one of 
the major subjects for discussion at the semi- 
annual Executive Committee meeting of the 
National Lumber Manufacturers Association, 
scheduled for Wednesday and Thursday, May 
8 and 9, at the Blackstone Hotel, Chicago. 

The full report will be made on a recently 
developed pian for coordination between Indus- 
try and Government to increase farm construc- 
tion, 

Other problems and activities to be considered 
by the Committee are Forest Conservation Leg- 
islation; Export Trade; Shipping; Import 
Tariff and Customs; American Lumber Stand- 
ards; Government Specifications; Timber En- 
gineering Prospects; Pending Industrial and 
Labor Legislation; Government Investigations, 
Association Finances and Membership. 

Although designated officialy as a meeting 
of the Executive Committee of the Board of 
Directors, all members of the Board and Chair- 
men of Standing Committees have been invited 
to attend. 

The conference with officials and staff of the 
U. S. Forest Products Laboratory at Madison, 
Wis., has also been scheduled for May 10. 





To Discuss Pine Logging 


New Or.eans, May 1.—Opportunity to ex- 
amine a logging operation in process of chang- 
ing to a selective basis will be accorded those 
who attend the meeting of Southern Pine Log- 
gers, scheduled for May 9-10 at Forest, Miss., 
according to James R. Clark, Crosby, La., 
chairman of the group for Mississippi, east 
Louisiana and north Alabama. The meeting 
will convene on the afternoon of May 9 at the 
Southern Hotel, where practical logging prob- 
lems will be discussed. On May 10 the log- 
gers will be guests of the Denkmann Lumber 
Co., Canton, Miss., on a woods trip and bar- 
becue. 
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New Appointee Will Render Special 
Service to Midwest Dealers 


Seattle, Wasu., April 29—Appointment_ of 
John C. Van Etten, Olympia, Wash., building 
contractor, as Midwest representative, has been 
announced by the West Coast Lumbermen’s As- 
sociation, as the initial move in a campaign to 
promote home and farm building in this ter- 
ritory. This program, the association stated, 
will be centered on the retail lumber dealer and 
coordinated with the 1940 building promotion of 
the Northwestern Lumbermen’s Association. 

“Recent surveys show that there is wide- 
spread potential demand for both new homes 
and new farm structures throughout this terri- 
tory,” the association’s announcement said. 
“There is also general need for remodeling and 
repairs of existing homes and farm buildings. 
In organizing Northwestern Homes Founda- 
tion, the retail lumber dealers of the region are 
now equipped to go 
after this business, in 
town and country. Mr. 
Van Etten’s long and 
varied experience in 
practical building, rang- 
ing from actual labor in 
all departments of the 





J. C. VAN ETTEN, 


Will Help Midwest 
Dealers Promote 
Building 





building trades to super- 
vision of the construc- 
tion of large homes and 
of commercial buildings, 
equips him to render 
real service to North- 
western dealers in their 
1940 promotional  ef- 
forts. 

“Mr. Van Etten is a native of Illinois. His 
schooling was in the West, at Olympia, and at 
Portland, where he graduated from Reed Col- 
lege in 1923. He served in the World War as 
sergeant and lieutenant of the 116th Field Sig- 
nal Battalion. Wounded in action, he was re- 
turned home, and was sent overseas for the sec- 
ond time upon his recovery. Mr. Van Etten 
has membership in the Telluride Association, 
Toastmasters International, and the American 
Legion. 

“In his work as WCLA Midwest representa- 
tive, Mr. Van Etten will at first make his 
headquarters in Minneapolis and engage in field 
work on the Northwestern Homes Foundation 
program.” 





N. L. M. A. President Speaks Twies 
at Meetings in South 


WASHINGTON, April 29—Speaking April 6, 
on the effect of the Wage-Hour law on the 
lumber industry, and twelve days later on the 
activities and value of the National Lumber 
Manufacturers Association, M. L. Fleishel, 
president of the association, has concluded a 
recent speaking program in the southern States. 

Appearing before the Stetson Law School at 
Deland, Fla., Mr. Fleishel declared that the 
Wage-Hour law had disrupted the normal chan- 
nels of the lumber trade because, while the 
larger mills, operating in inter-state commerce, 
were forced to carry an increased overhead, the 
small mills adopting a policy of selling in intra- 
State commerce had cut into the sales of these 
mills within each state. This sharply reduced 
the return to the large mills. 

“The law has made bankrupts or lawbreak- 
ers out of the smaller type of sawmill which 
could not possibly and has not been able to 
profitably operate under it,” he said. 

Addressing the Southern Hardwood Produc- 
ers at their annual meeting in Baton Rouge, 
La., Mr. Fleishel discussed the activities of the 
N. L. M. A., pointing out what it does and 
how it serves lumbermen through its regional 
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e@ Automatic opening of Frantz ‘‘Over-the-Top”’ 
Equipment is a big selling feature. @ Perfect 
balance and no slamming are also readily 
appreciated. @ Inexpensive adaptability to old 
or new doors of various weights is an added 
sales advantage. @ ‘Only 21/4,’° headroom” is 
another talking point..... Frantz ‘‘Over-the- 
Top’’ Equipment ‘has’ everything’’—without 
added cost; every installation is a credit to 
your judgment and a leverage on other sales 
of moterial for remodeling and new construc- 
tion. Writel 


FRANTZ MFG. CO. 


STERLING, ILL. 


FRANTZ 


Geuararateed BUILDWARE 


RIDE THE PLYWOOD WAVE 








TO EXTRA SALES 
AND PROFITS... 






WITH 


FIR ZITE 


THE SUPERIOR FIR PLYWOOD PREFINISHER 


The sensational wave of preference for both regu- 
lar and “DRI-BILT” Fir Plywood con- 
struction means new finishing problems 
— extra profits for you. FIRZITE helps 
your customers produce finer finished 
effects — means added plywood sales for 
600~800%F* vou. Send coupon today for proof! 


BREINIG 


HOBOKEN 
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GRADE-MARKED LUMBER 


YELLOW PINE 


Mixed Cars Dimension 
and Boards 


SHED STOCK AND FINISH 


QUICK SHIPMENTS A SPECIALTY 
SATISFACTION SINCE 1897 
Quality Lumber Shipped Efficiently! 
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PHILADELPHIA, MISSISSIPPI 


J ase DUSTRIA 


ELIZABETH, LOUISIANA 


{YELLOW PINE 


Timbers, chemically treated to 
prevent stain. 








Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 









Yard Stock Specialist 
SOUTHERN 


ian I FSS ME 
HARDWOODS 


BAND-SAWED 


?rompt attention to inquiries 
and orders. Write today. 


MIXED 
CARS 
OR 
STRAIGHT 
CARS 











TEXARKANA, ARK.-TEX. 








FROM THE BARN DOOR HANGER 
TO THE TINY CABINET HINGE 


Every item of Stanley Hardware is built and 
priced for the satisfaction of you and your 
customers, and advertised so it will sell easily 
and profitably. Catalog No. 61 describes the 





line. The Stanley Works, New Britain, Conn. 


(STANLEY) HARDWARE FOR CAREFREE DOORS 
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affiliates with particular emphasis on the serv- 
ices performed in the interest of the hardwood 
industry. C. A. Rishell of the national staff, 
also represented the association. 





Want Hardware Dealer Discount on 
Screen, Combination Doors 


Toronto, Ont., April 29.—The southwestern 
district of the Ontario Retail Lumber Dealers 
Association honored its first president, C. A. 
Hubbell, of Thamesville, by meeting at Thames- 
ville on April 25. Members put on a banquet, 
at which they presented a scroll to Mr. Hub- 
bell, President A. D. F. Campbell, Arnprior, 
and four past presidents of Ontario Retail 
Lumber Dealers Association—J. C. Scofield, 
Windsor; A. R. Sanders, St. Thomas; J. D. 
Branch, Windsor, and C. C. Lawson, Hamilton 
—attended. 

The chief business was consideration of the 
draft Code of Ethics under consideration be- 
tween the O. R. L. D. A. and the Wholesale 
Lumber Dealers Association. With a _ few 
minor changes, it was approved. 

A motion was carried, asking the manufac- 
turers of screen and combination doors to offer 
them for sale to retail lumber dealers, on the 
same terms, and at the same prices, as to hard- 
ware dealers. 

President C. R. Roushorne, of Windsor, who 
presided at the meeting and the banquet, 
appointed the directors and L. H. Richards, of 
Sarnia, a committee to arrange a summer out- 
ing. 

At the banquet, J. C. Scofield acted as mas- 
ter of ceremonies. Short addresses were deliv- 
ered by Horace Boultbee, secretary-manager, 
and A. D. F. Campbell, president, of O. R. L. 
D. A., and by D. McKillop, West Lorne, Ont. 

W. J. LeClair, manager Lumber & Timber 
Association of Ontario, the White Pine Bureau, 
and the Canadian Hardwood Bureau, gave a 
fine talk upon the lumber industry and the war. 

A three-act play, “Mr. Broadbottom Sees 
the Light,” made a great hit. 





Honored for Outstanding Associa- 
tion Achievement 


WasuHincton, D. C., April 30.—For its 
achievement in formulating an exceptionally 
well-rounded program and carrying it through 
during 1938-39 in a sustained and highly suc- 
cessful manner the Douglas Fir Plywood Asso- 
ciation was today named winner of the eighth 
national contest for “Outstanding Trade Asso- 
ciation Achievement.” The contest is sponsored 
by the American Trade Association Executives. 

This is the second time within three years 
that a lumber trade association has received 
this recognition, the National Lumber Manu- 
facturers Association winning the award in 
1937, for its National Small Homes Demon- 
stration program, termed by then Secretary of 
Commerce Roper, “A worthy continuing ob- 
jective.” 

Edward J. Noble, Undersecretary of Com- 
merce, presented the award on behalf of Secre- 
tary of Commerce Harry Hopkins at a 
luncheon of the A.T.A.E. in the Mayflower 
Hotel, here. 

Stating that the basic problem faced by the 
industry was the need for the development of 
new markets, Mr. Noble said: 

To accomplish this the Association for- 
mulated a 3-year test program setting up its 
own research laboratory and cooperating 
with other technical agencies to further ply- 
wood research. A nationwide campaign was 
carried on to reach the key specifiers of 
building materials, and various well-planned 
methods were used to contact some 23,000 
lumber dealers throughout the country. Sales- 
education arrangements were formulated to 
assist these lumber dealers to be more effec- 
tive merchandisers of the now-improved 
product. This improvement had been brought 
about through extensive industrial research 
including: tests and inspection of production; 
studies of fire-proofing; data on acoustical 
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properties of plywood; plywood wall tests: 
testing the strength of glue used in ply- 
wood ete. 


The National Retail Lumber Dealers Asso- 
ciation received honorable mention for the 
favorable effect of its “Tested Selling Meth- 
ods” course in increasing residential construc- 
tion and remodeling—an educational program for 
retail lumber and building material dealers and 
their employees. 





Effects of Wood Treatment Are 
Reported by Company 


WitminctTon, DeL., April 27.—Application 
of crystal urea as a chemical seasoning mate- 
rial for lumber is reported by the Du Pont Co. 
Chemical seasoning is the process of reducing 
seasoning degrade. of lumber, such as checking 
and splitting, by the application of water soluble 
substances. Results of previous work was re- 
ported on page 50 of the March 23 issue of 
the AMERICAN LUMBERMAN. The Du Pont Co. 





Top, treated, and bottom, untreated, 
cherry wood 


announces that it is now starting some 
seasoning experiments on Southern Pine and 


some of the Appalachian hardwoods. These 
woods present different problems from the 
woods on which work has been done. Work 


is being carried on at Wilmington and at vari- 
ous mills cutting the wood which is to be 
studied. 

The accompanying photograph shows two 
sections of cherry approximately 4 inches thick 
and 18 to 20 inches in diameter. One section 
was treated with urea and the other not treated 
and both were dried under the same conditions. 
The difference can be observed. 





Loadings of Revenue Freight 


The car service division of the Association of 
American Railroads reports that revenue freight 
for the two weeks ended April 20 totaled 1,247,- 
152 cars, showing an increase of 16,177 cars 
over the amount for the two weeks ended April 
6. Forest products loadings of 63,270 cars show 
a decrease of 231 cars below the amount for 
the two weeks ended April 6. 
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THE OLD ACCORDION 


From Issue of Sept. 5, 1903 


We hadn’t no great p’pe organ, nor any piano grand; 


We heard no fancy music that we couldn’t understand. 
There wasn’t no Wagner business or Mister Meddlesome; 
Yet we never lacked for music—as was music, too, by gum! 
We hadn’t no grand piano up there at Old Camp Ten, 

Yet never lacked for music that was good enough for men. 
We hadn’t no Paderewski or long-haired son-of-a-gun, 

But just a Swede from Oshkosh and his old accordion. 


The nights when things was chilly, say twenty or so below, 
We could gather around about him as he sat in the firelight glow. 


He didn’t play nothin’ fancy, no high and m’ghty air, 


But he made us laugh with “Bill Bailey” and cry with “The Maiden’s Prayer.” 
And then we could shut our eyelids and miles and miles we’d roam 

While that instrument sobbed the music, the song of “Home, Sweet Home.” 
It made us all feel more solemn than a sermon would have done, 

Though ’twas only a Swede from Oshkosh and his old accordion. 


Sometimes we would move the benches and clear the shanty floor 
And then would come stag dancin’ for a good long hour or more. 
We wore no dancin’ slippers, we wore no broadcloth suits— 

The shirts that we wore was flannel and we danced in cowhide boots. 
There wasn’t no orchestra playin’ but we had just twice the fun 

For we had that Swede from Oshkosh and his old accordion. 


The camp up there on the river is dead and lone and chill; 

The shanty floor creaks no longer, the place and the night are still. 
The boys that we knew are scattered, are scattered far and wide— 
The foreman is out in Seattle, the Swede, they say, has died. 

We sleep on beds of linen, we eat at a real hotel— 
3ut sometimes I get a-thinkin’ and I have a homesick spell, 
And darned if I ain’t a-longin’ to be back there, just for fun, 
And hear that Swede from Oshkosh and his old accordion. 
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Chicago Men in South Caro- 
lina—It is understood that a 
company of wealthy western 
lumbermen has been formed 
for the development of the 
timber region along the San- 
tee River, and will be called 
the Santee River Cypress 
Lumber Co., and a very large 
amount of money will be in- 
vested. Messrs. Ferguson, 
Rathborne and Beidler, of Chi- 
cago, and Mr. Dolsen, of Mich- 
igan, are the principal capi- 
talists engaged in this enter- 
prise. 

* 7. * 

Grand Rapids Furniture— 
The factories at Grand Rap- 
ids are of course among the 
largest consumers of hard- 
woods. For medium priced 
work, quarter-sawed oak is 
the most popular material. It 
first came into favor when 
the price of walnut became 
almost as high as that of ma- 
hogany, and has been grow- 
ing more popular each year 
since. Cherry is also used to 
a considerable extent, but wal- 
nut, once so fashionable, has 
gone entirely out of style. In 
light colored goods, bird’s-eye 
and curly maple are used oc- 
casionally, and birch when 
finished in its natural color, 





is both pretty and cheap. The 
cheaper grades of furniture 
are manufactured mainly from 
maple and ash. When the 
price at which they are sold 
is taken into consideration, 
they are remarkably good. 
Goods that are now sold at a 
profit would have cost twice 
as much as the price they 
bring, to manufacture ten or 
twelve years ago. Improve- 
ment in tools and labor-sav- 
ing machinery has been the 
principal agent in bringing 
about the result, while materi- 
als are also some cheaper. But 
in the last two years there 


has been very little change in|’ 


prices, although styles are 
greatly altered, the heavy or- 
namentation that charactered 
the better grades having given 
place to simplicity and ele- 
gance. Most of the furniture 
manufactured is for the li- 
brary, hall, dining room, and 
bedroom, although there are 
concerns dealing exclusively 
in parlor sets and lounges. 
In addition to the regular fur- 
niture trade, there is a large 
traffic in hotel goods. 
* a ~ 

Wood pulp is now being 
used as the basis of a plastic 
compound to serve as a sub- 


stitute for lime mortar in 





covering and finishing walls. 
It is designed to possess in 
addition to all the desirable 
qualities of ordinary mortar 
the characteristics of being 
harder and, when applied to 
woodwork in a thin coat, ren- 
dering it both fire and water- 
proof. Every new application 
which is discovered for the 
forest product enhances the 
value of the country’s stump- 
age, and accentuates the wis- 
dom of those capitalists who 
are investing their money in 
that direction. 


*- * 8 


The Kentucky Union Land 
Co., of Clay City, Ky., have 
just ordered of M. Garland, 
of Bay City, a cable conveyor, 
or log-haul, to be located on 
the Kentucky River, at St. 
Helens, and to be used to 
haul logs from the Kentucky 
River to the place where the 
company desires them. The 
log-haul is to be 600 feet long 
from center to center of 
cable wheel, 11%4-inch crucible 
steel cable, and will be double- 
geared; the cable is recom- 
mended for a constant work- 
ing load of eight tons and 
will stand a breakage strain 
of thirty-nine tons. 
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MAKE MONEY RENTING OUT 


SKILSAW “Rotoglide” 


FLOOR SANDER 


.. the perfect rental machine! 


Pays for itself quickly, brings 
steady profits ... increases 
sales of flooring, varnish, 
paint, sandpaper .. . 
Preferred because 

it works better and 

easier! 





Here’s a new sander your customers will be glad 
to rent—it has the proper weight and balance for 
easy operation; produces a perfectly smooth, rip- 
ple-free surface faster and at lower cost; offers 
professional capacity for any kind of job. De- 
signed by a group of practical contractors, built 
by Skilsaw engineers. No other floor sander has 
the patented ‘ROTOGLIDE’ Drum that does away 
with the usual slot across the entire drum surface. 
Only 45 seconds to change paper. 8-in. drum. One- 
piece heavy-steel frame. Attractively priced. 


SKILSAW, INC. 5037A Elston Ave., Chicago 


36 East 22nd St., New York @ 182 Main St., Buffalo @ 
52 Brookline Ave., Boston @ 15 8S. 2ist St., Philadelphia 
@ 2124 Main St., Dallas @ 918 Union Street, New Orleans @ 
29 North Ave., N. W., Atlanta @ 1253 South Flower Street, 
Los Angeles @ 2065 Webster Street, Oakland @ Canadian 
Branch: 85 Deloraine Ave.. Toronto. 


HUTHER Bros. 


Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves. 
any width, with or 






across grain. Guaran- 
teed to do your work 
satisfactorily. 


QUALITY 
SAWS 
Favorites for over 52 years. 


Today. write for catalog of 
complete Huther line. 


Huther Bros. Saw Mfg. Co. 


Rochester, N. Y. 








Surface Measure 


ESTIMATOR 


— By J. M. LEAVER————— 


This book covers in the most com- 
plete manner the whole field of 
surface measure as applied to rapid 
estimating of contents of fractional 
sizes of a By veneer, fibre board 
and stock used in the manufacture 
of interior and exterior finish, panels, 
doors, sash, blinds, door and win- 
w frames, etc., etc. Send for 
circular containing sample pages. 


Pocket Size (412"x612"”) 
Postpaid $5.00 —— 











American Lumberman 
431 S. Dearborn St.. CHICAGO, ILL. 
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NEW CANADIAN PLAN 
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AT HEAD OF 
GREAT LAKES 


Planned to Utilize Fully the Forest Crop of All Species 


Fort WLLLIAM, Ont., April 29.—Edward E. 
Johnson and his associates, of this city, will 
soon have in operation a sawmill unit with an 
annual capacity of more than 30 million feet of 
lumber. It is anticipated that the mill will be 
in production by June 1. 

The development is a further step toward a 
well-balanced utilization of the diversified forest 
crops of northern On- 
tario, it was revealed 
in an interview with 
Mr. Johnson. The ma- 
jor timber operation 
in the Lakehead dis- 
trict. has been the 
production of  pulp- 
wood and _ railway 
ties. Very little has 
been done with the 
overgrown spruce, the 
jackpine, excess bal- 
sam, white and Nor- 





E. E. JOHNSON, 
Fort William, Ont.; 
Heads Large New 

Enterprise 





SAMUEL L. 
Minneapolis, 


BOYD, 
Minn.; 
Directs Sales in 
United States 


way pine, birch and 
poplar. Mr. Johnson 
and his associates feel 
that the sawmill de- 
velopment will result 
in a greater produc- 
tion of wealth for the 
community by utiliza- 
tion of these diversi- 
fied species, and that 
the sawmill may be 
only the intitial stage 
of an industry which 
will, under Mr. John- 
son's direction, expand to embrace the manu- 
facture of a variety of synthetic fibrous mate- 
rials and plastics, which have sawmill products 
and by products as their basic ingredients. 





P. KLINESTIVER, 
Fort William, Ont.; 


General Manager 
of New Plant 


Mr. Johnson has been engaged in the develop- 
ment of the natural resources of northwestern 
Ontario for more than twenty years. During 
the early part of this period he was associated 


with Minnesota & Ontario Paper Co., Great 
Lakes Paper Co. (Ltd.), Insulite Co. and 
Minnesota Forest Products Co. His time is 


now fully taken up with the presidencies of the 
Pigeon Timber Co. (1-td.). of which he is the 
principal stockholder. Lakehead Transportation 
Co., Imperial Furs, Bowlker agricultural devel- 
opment—now Great Lakes Lumber Co. (Ltd.) 


UPTODATE WATERFRONT PLANT TO 
HAVE LATEST PRECISION MACHINERY 


After a thorough canvass of lumbering 
methods in Canada, United States, and Scan- 
dinavian countries, Mr. Johnson decided to es- 
tablish this major industry in Fort William, 
the timber being located about a hundred miles 
from here. Logging equipment is capable of 
handling a huge footage. The logs must be 
brought to the mill by a long river drive, fol- 
lowed by lake towing. The Great Lakes Lum- 
ber Co. (Ltd.) and associated companies have 
available the latest type lake towing equipment. 
consisting of diesel and steam tugs and heavy 
towing boats. For carriage by water the asso- 
ciated Lakehead Transportation has five barges, 
one towing steamer and five lake-going tugs, 
with a combined carrying capacity of 21 million 
feet, board measure. Rail and truck transpor- 
tation are readily accessible. 

The plant, on a 20-acre waterfront site with 
up-to-date dock capable of accommodating the 
largest Great Lakes ships, consists of sawmill, 
dry kilns, drying shed, planing mill, and chip 
and lath mills. The 3-story main building is 
206x46 feet, constructed of reinforced concrete, 
steel and frame, with metal roof and sprinkler 
equipment, and has 113x32-foot annex. The 
main machinery, imported from Sweden, is the 
newest automatic precision type, and includes 
two Swedish gang saws, log kickers, automatic 
transfers, separators and Swedish edger in one 
section of the mill; while in the opposite sec- 
tion there is installed a band saw, steam fed 
log kicker, and American type edger. The 
Swedish gang saws can be served by the double 
cutting band saw, and each is capable of operat- 
ing independently. In the earlier stages of op- 
eration, the plant will produce spruce and pine 
lumber, flooring, interior trim, box shook, and 
lath. 


OPERATIONS AND SALES WILL HAVE 
DIRECTION OF EXPERIENCED 
EXECUTIVES 


European sales will be handled through Lon- 
don and Liverpool representatives. Canadian 


marketing will be done directly from the head 
The secretary is Malcolm MacAulay, and 
treasurer, Oscar Lehtinen, both of Fort Wil- 
liam, and connected with Mr. Johnson’s other 
developments. F. H. Andrew, of British Co- 
lumbia, is superintendent of construction and 
operation. 

The new mill is of particular interest to resi- 
dents in Fort William and Port Arthur, as Mr. 
Johnson is well known and highly regarded as 
one of the most successful and progressive of 
Canadian timber men and a man who is vitally 
interested in the development of northwestern 
Ontario. 





Maps Pulp, Paper Industries 


Orrawa, CAaNnapA, April 29.—Canada_ has 
ninety-nine pulp and paper mills, according 
to a new map of the pulp and paper industries 
of Canada and Newfoundland, prepared by the 
Dominion Forest Service, Department of Mines 
and Resources, Ottawa, Ont. This new map 
should be a valuable source of reference to all 
interested in the pulp and paper industries, as 
it not only shows the location of the various 
mills and the addresses of their head offices, 
but it also lists the various products manu- 
factured at each plant. - 





Pulp from Mill Waste 


Ottawa, Canapa, April 29.—Spruce sawmill 
waste in eastern Canada has a potential value 
of approximately $3,000,000 a year in the form 
of pulp chips delivered to the pulp mills, accord- 





Uptodate Plant of Great Lakes Lum- 

ber Co. on waterfront at Fort Wil- 

liam, Ont., Now Under Construction, 

Is to Be Equipped with Swedish Gang 

Saw and Other Automatic Precision 

Machinery as Well as Efficient Amer- 
ican Band Saw and Edger 





office in Fort William. Sales in the United 
States will be directed by Samuel L. Boyd, 828 
Plymouth Bldg., Minneapolis, Minn. Mr. Boyd 
has been long and successfully associated with 
lumber marketing, and for the past fifteen years 
has been American sales representative of B C 
Spruce Mills (Ltd.), Lumberton, B 

The services of Paul Klinestiver, of Lum- 
berton, B. C., have been secured for the posi- 
tion of general manager; Mr. Klinestiver 
began his career with the Canadian Pacific, 
and for the past fifteen years has been general 
manager of B C Spruce Mills (Ltd.). The 
vice president is the Hon. Earl Rowe, who is 
also president of Great Lakes Paper Co. (Ltd.). 


ing to the Forest Products Laboratories. So 
far its use for chemical pulp has been very 
limited, but efforts are being made to encourage 
sawmills and pulp mills to co-operate in pro- 
viding for its utilization. A survey of repre- 
sentative sawmills during the summer of 1939 
reveals that slightly less than half the volume 
of the logs used in the manufacture of spruce 
lumber in eastern Canada emerges from the 
sawmills in the form of lumber. When the 
production of spruce lumber is fairly high, as 
was the case in 1937, about 440,000 cords of 
sound wood are destroyed in refuse burners 
annually in Quebec and Maritime Provinces. 
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Numetal—the nationally advertised, national- 

ly Known, everlasting spring Bronze strip for 

windows and doors, and for 20 years consid- 

ered the most practical and efficient type of 

VIEW permanent weather strip. The 11 exclusive 

STYLE “A” features will not permit coiling. Numetal is 
always in straight lengths. 


e eae sof oun “SPEED Li LOADS” 


mend Nu-Calk for any and 

all calking jobs. Proof of Save 40% labor on every 

i = quality has —_ ees calking job. Load or re- 
y many years of use an i 

laboratory tests. Nu-Calk eee oo sent. 

meets government require- Inside of gun barrel always 
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ments. clean as new. 
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Nu- Glaze cis LING IVE WUND 


The ORIGINAL plastic 
compound for glazing wood 
sash and all general patch- 
ing purposes. Does not dry 
out, crack or peel. Applied 
like putty—but clean to 
handle. Sets to rubber-like 


Nu-Glaze_ sells and _ re- 
peats. Every sale makes 
you a fair profit. Hundreds 
of uses including boat work 
of all kinds, setting plumb- 
ing fixtures, etc. Nu-Glaze 
is the original, dependable 
compound. 
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Metal trim is taking the STAINLESS STEEL 


Of the many Nu- country by storm. Go af- for Ki 
ae fs. ie ter this profitable business T bl _— moro 
type for every re- With Nu-Art—the complete ables, ounters, 


quirement. line. Fast service. Stairs, Walls, Baths 
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The new, improved, adjustable Nu-Way Screen Door 
Grille—that can be installed by anyone in five minutes 
without cutting or special fitting, is a popular, profit- 
able item that you can’t afford to be without. Also the 
Nu-Way Push Grille in Senior and Junior sizes. May 
OOOOOOOOOO -_—svwee: send you complete details. 
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Brass, Bronze, Stainless Steel, Aluminum 


—widest variety on the market and takes 
care of every requirement. Refer to our 
catalog or write for information. Special 


STAMPED designs created for any job. 


CAST 


= PRACTICAL — ~ 
~ PROFITABLE — > 


4, 1940 Amemcanfiimbherman 65 





—> dozens of sales opportunities 
on every building or home 


On every modernization or new con- 
struction job there’s many opportunities 
for profit and real service and satisfac- 
tion to your customers with Macklanburg- 
Duncan Company Quality Products. Right 
now is the time to renew selling efforts 
on these practical, efficient and profitable 
items. Order needed stocks today. Mer- 
chants not acquainted with our lines 
should write for catalog today. 


Macklanburg-Duncan Products are _ created 
FIRST, to be of utmost practicability for the 
consumer—items that can be installed quickly 
and satisfactorily by the most inexperienced. 
That makes easy selling, repeat business and 
profits. And in every Macklanburg-Duncan 
product you will find honest quality and work- 
manship — things you must have to keep the 
god-will of your customers. 





OTHER PRODUCTS: 


Special Window & Door Equipment 
Metal Screen Frame Stock 
Cast Signs, Plaques & Tablets 
Sliding Door Equipment 
Brass & Aluminum Thresholds 
Automatic Door Bottoms 
Steel Casement Weather Strip 
Rolled Bindings & Edgings 
Ventilator Grilles 
Push Bars, Plates, Etc. 
Special Shapes, Cast, Rolled, Stamped 


A post card will bring you 
latest catalog and price list. 


MACKLANBURG-DUNCAN CO. oxtiions cir, ox 
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Two Tries at Lower Cost Housing 


Lower Wage Rate on Small 
Homes Winning Labor's 
Acceptance 


WasHIncton, D. C., April 29.—At the 
offices of John P. Coyne, president of the Build- 
ing Trades Department, American Federation 
of Labor, it was announced that some definite 
progress now is being made in a limited way 
toward the development of a secondary wage 
rate for union labor on small buildings. 

In New York City, an intensive campaign 
is now under way to secure the acceptance of 
the secondary rate among all craftsmen engaged 
in housing construction, it was stated. Up to 
this time, carpenters, plumbers and electricians 
in the five boroughs of New York City have 
accepted the reduced wage rate in order to 
help the housing situation, and it is expected 
that all of the other crafts soon will fall in 
line. 

In Philadelphia, Detroit, and St. Louis, 
according to a statement emanating from Mr. 
Coyne’s office, a secondary wage rate is now 
definitely and quite generally in effect. In Los 
Angeles, San Diego, Sacramento and other 
important cities in California, with the excep- 
tion of San Francisco and immediate vicinity, 
a drive is now on to secure the acceptance of 
the secondary scale by building trades crafts- 
men. Intensive campaigns also are on in Pitts- 
burgh and Kansas City. 

The Building Trades Department also stated 
that the reduced wage scale soon will be made 
effective in Columbus, Ohio, as the result of 
a drive by the Ohio State Building Construc- 
tion Trades Council, which has in mind having 
the lower wage arrangement become universal 
throughout the State. Columbus was selected 
as the first city for the experiment, and, if it 
works there, it will be taken up in Cincinnati, 
Cleveland, Dayton and other important Ohio 
cities. 

It was explained that no definite estimate can 
be made as to the actual amount of savings 
in labor costs that the introduction of these 
wage reductions will bring about. This is 
true because there is no uniformity as to the 
amount of reductions. The amounts. vary 
among different crafts in different localities. 

It also is possible, it was stated, that lower 
rates have been introduced in still other com- 
munities, as it is not necessary for local unions 
to make reports on these matters to A. F. of L. 
headquarters in Washington. The feeling was 
expressed that, inasmuch as the start now has 
been made, many other cities will fall in line 
quickly and the lower wage scale soon may 
become quite general over the country. 





March Record for New Homes 
Highest in Decade 


San Francisco, Cauir., April 29.—Building 
activity in the Far West showed a substantial 
increase in March over the previous month, but 
declined slightly from the corresponding month 
of a year earlier, when permits established a 
new high for any month of the current building 
recovery period, according to Bank of America 
review. New residential construction in the 
Western States increased by the usual seasonal 
amount in March and maintained its lead over a 
year ago for the third successive month of this 
year. The March, 1940, level of new residential 
construction is the highest for that month dur- 
ing the past decade. 

Fifty leading western cities reported the dol- 
lar value of building permits issued in March at 
$23,399,724, an increase of 32 percent over the 
previous month, but 7 percent below March, 
1939. The value of permits issued in March of 
this year was the third highest for any month 


during the past ten years, having been exceeded 
by March and May, 1939. 

The value of permits issued in about fifty 
western cities for the construction of new resi- 
dences in March was $14,777,300, an increase 
of 42 percent over February, a little better than 
the usual seasonal gain, and an increase of 3 
percent over March, 1939. The construction of 
new residences during the first quarter of this 
year has been the best for any comparable pe- 
riod of the past decade. 





Provides Livable Housing at Low 
Rents by Remodeling 


RocHEster, N. Y., April 29.—Arthur W. 
Binns, a realtor and specialist in the renovation 
of old dwellings in Philadelphia, gave a talk 
at a Rochester Chamber of Commerce luncheon 
on April 17, relating what he had accomplished 
in his home city. He said that he now owns 
$350,000 worth of Philadelphia dwelling units, 
which he purchased as distressed and dilapi- 
dated properties and, with an average expen- 
diture of $1,500 per unit, had transformed them 
into livable, rental housing quarters. He illus- 


Queerly Designed Houses — 
Who Knows the Reason? 


LoursviLLeE, Ky., April 29—Louisville has a 
great number of homes of a peculiar type of 
construction—one-story front and two-story in 
the rear—a style of residence said to be found 
practically nowhere else in the country. Ex- 
amples of this type are especially numerous in 
the Germantown section. The design is now 
entirely out of date, none have been built for 
at least twenty years, and no one can be found 
with positive knowledge of why they were built 
in the first place, although one theory has al- 
most become accepted as truth through repeti- 
tion, but not possible of confirmation. 


This story has it that once upon a time the 
City of Louisville decided to give the little cot- 
tage owners a break on real estate taxes, and 
passed an ordinance specifying two rates of 
taxation—the lower for one-story houses and 
the higher for those of more than one story, 
apparently on the principle that owners of 
houses of two or more stories had the greater 
ability to pay. 

According to this story the tax was based 
on the house front; therefore a house that was 





CELEBRATE START OF TURPENTINE HARVESTING 


4 





The picture was taken shortly after "Cut- 


ting the Virgin Tree," an annual ceremony - 


extending back a hundred years or more, 
which officially starts the new season, as 
300,000 men took to the pine forests of the 
Deep South to start the harvesting of the 
gum of the living pine tree, which is distilled 
into turpentine and rosin. The American 
Turpentine Farmers Association was then 
holding its annual meeting and festival at 
Valdosta, Ga. Above is shown Judge Har- 


ley Langdale, president of the association, 
presenting the official package adopted for 
canned Gum Turpentine to Miss Mary New- 
ton, of Cogdell, Ga., who was chosen "Miss 
Spirits of Turpentine for 1940," together 
with her Maids-in-Waiting. The pine for- 
ests of the South are one of its greatest 
natural resources, and the production of 
gum turpentine and rosin, which are largely 
used in high grade paints and varnishes, 
is one of the South's major cash crops 





trated his talk with lantern slides showing the 
dwellings before and after completion of re- 
modeling. Any such program of rehabilitation, 
Mr. Binns said, must be based on extremely low 
purchase prices, a sound architectural plan with 
simplicity as its keynote, and the absence of 
housing frills, in order to bring the rentals 
down to the lowest possible scale. 

He said the United States Housing Authority 
can not make any substantial approach to the 
problem of low-cost housing, for it reaches 
only a certain strata, not the highest and not 
the lowest. It sets up a class preference, he 
said, and adds a tax burden to the other 90 
percent of our population, now already over- 
burdened with taxation. “We can’t afford to 
sit back and delegate to a great Government 
bureaucracy,” said Mr. Binns, “the job we are 
supposed to do.” 


one story in front was defined as a one-story 
house and was placed in the low-tax category, 
with the result that a great number of one- 
—" and two-story-rear houses were 
uilt. 

Whatever the explanation, there is no doubt 
that the houses were built for some special 
reason; and there is also no doubt that the first 
sight of one of them is rather startling to an 
out-of-towner. 





Models of " Dollar-a-Day" 
Homes Now Available 


Wasurncton, D. C., April 30.—Low-cost 
models of low-cost, dollar-a-day homes, which 
the average retail lumber merchant can afford, 








rnas 


QQ 


rr wf Tp 


oe 


Pe 








yt 


st 
n 


st 


d, 





May 4, 1940 


are now being made available by National 
Small Homes Demonstration. 

The first two patterns are basic Demonstra- 
tion Houses prepared for 1940; and the quar- 
ter-scale models of the one-and-a-half story 
(40-2 design) and the two-story (40-1 design) 
cost the dealer but $6.25. 

Attractively presented on green cloth covered 
board, the models accomplish from a_ sales 
standpoint a result closely approaching that 
obtained from the usual model available at sev- 
eral times this cost. 

In quantities of four or more the models are 
still less expensive, making possible a wide- 
spread distribution among prospects. 


New Sound Films for Trade 
Produced by Johns-Manville 


Four new films for distribution in 1940 
through Johns-Manville representatives, have 
just been produced, according to H. M. Shackel- 
ford, vice president in charge of sales promo- 
tion. 

Two of the new additions are sound slide 
films produced to help increase dealer sales of 
specific Johns-Manville products. One, titled 
“The Magic Carpet,” demonstrates J-M Super- 
Felt rock wool home insulation for new houses 
and accessible attic spaces in existing dwellings. 
The other illustrates the remodeling possibili- 
ties of J-M Glazecoat insulating board, and is 
called “A New and More Beautiful Insulating 
Board.” 

Of the two remaining films, one, “Time to 
Talk Time,” is designed to help consumer sales- 
men and remodelling contractors take advantage 
of the time payment plan when selling home 
improvement “packages.” The last new film, 
“Down on the Farm,” indicates the market for 
J-M materials on farms and furnishes dealers 
in rural areas with specialized merchandising 
plans. 

Previews of these films were made at the re- 
cent National Housing Guild Schools held 
throughout the country in six key cities, before 
over 2500 building material dealers and sales- 
men with very favorable comment. 








Foundation Sells N. C. Timber 


Satispury, N. C., April 29—Two tracts of 
timber belonging to the North Carolina For- 
estry Foundation have been sold, and bids have 
been taken on other tracts containing 20,000,000 
feet. Receipts from these sales will be used to 
retire bonds issued to purchase forest lands for 
the forestry division of North Carolina State 
College. A block of 500,000 feet was sold to 
the Cary Lumber Co., of Durham. A 4,000,000- 
foot stand was sold to an unnamed lumber firm 
located in Maysville. 





Lumber Company Celebrates 
75th Anniversary This Year 


The Steele & Hibbard Lumber Co., founded 
in 1865, is celebrating its 75th anniversary this 
year. 

On the death of George E. Hibbard, former 
president and treasurer of the Steele & Hibbard 
Lumber Co., the Hibbard interests were pur- 
chased by Walter L. Trampe and Louis Gied- 
inghagen. This business was established in 
1865 by John H. Hayward, an uncle of the late 
George E. Hibbard. It was succeeded by a 
partnership of Hayward & Hibbard in 1882, 
continued until the death of Mr. Hayward in 
1885. At that time William H. Steele pur- 
chased the Hayward interests and the name 
was changed to Steele & Hibbard, continuing 
under this name until 1907, when the Steele & 
Hibbard Lumber Co. was incorporated. 

Walter L. Trampe began his career in the 
lumber business with the F. C. Moore Lumber 
Co. in 1913 as bookkeeper and stenographer. 
In 1916 he was employed by the Luehrmann 
Hardwood Lumber Co., and in 1920 became 
connected with the Steele & Hibbard Lumber 
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Co., being in charge of sales. He was elected 
vice president, and after the death of Mr. Hib- 
bard became president of the company. 

Louis Giedinghagen began his lumber career 
in 1900 with the Steele & Hibbard Lumber Co. 
as bookkeeper and cashier. In 1907, when the 
company was incorporated, he was elected an 
auditor; in 1919 he was made assistant treas- 
urer, and is now vice president and treasurer. 





Conservation Manual for 
Schools 


San Francisco, CaLir., April 27—A conser- 
vation manual for California’s secondary schools 
will be published this summer, according to an 
announcement from officers of the State De- 
partment of Education and the California Con- 
servation Council. The new manual, for which 
the Rosenberg Foundation of San Francisco 
granted $1,000 last winter, will include units 
on all natural resources. 
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Sewing Machine Company to 
Build Sawmill 


Satispury, N. C., April 29—A contract for 
grading the site of the new lumber and veneer 
mill to be constructed next fall at Pichens, 
S. C., by the Poinsett Lumber & Manufacturing 
Co., affiliate of. Singer Sewing Machine Co., 
has ben let. The company last year purchased 
68,000 acres of timberland together with a rail- 
road and the big abandoned plant of the old 
Pickens Lumber Co. Output will be used prin- 
cipally for sewing machine cabinets. 





Adopts Severance Tax 


Jackson, Miss., April 29—The State senate 
has passed a bill removing the 6 mill ad valorem 
tax and all county taxes on standing timber, 
and establishing in its place a 4 percent sever- 
ance tax. 
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Solid Philippine Mahogany Wall Panelling 


A Sensational New Product That Sells On Sight 


Write for Samples and Literature 


Cadwallader-Gibson Co. Inc., 3628 E. Olympic Blvd. Los Angeles, Calif. 
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R-B ROLL-OFF BED rour-rotter trre 


FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 





‘y THE R-B COMPANY 


Guinotte and 


FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
lumbermen throughout the U.S.A. and to foreign countries under agreement 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better, give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 


Euclid Ave. 


Kansas City, Mo. 


LEE H. SHEPHERD, President M. C. SHEPHERD, Vice-President H. SCOTT SHEPHERD, Secy.-Treas. 


HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


MANUFACTURERS and 
WHOLESALERS of 


Yellow Pine and Hardwoods 


Timbers, Rough and Dressed, up to 18x 30-40 ... Plank 
. Dimension ... Boards... Flooring ... Kiln-Dried Finish 
.» » Ceiling . . . Siding . . . Railroad and Car Material. 


Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 139, MONTGOMERY, ALABAMA 
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Government Urged to Provide 
Domestic and Foreign Shipping 


MARITIME COMMISSION ENDORSES 
RELEASE OF OLD SHIPS FOR 
INTERCOASTAL TRADE 


WaAsHINGTON, D. C., April 29.—Testifying 
as to the probable result of the war-time short- 
age of lumber-carrying vessels, W. B. Greely, 
secretary West Coast Lumbermen’s Association, 
told the House Merchant Marine Committee 
that residential construction was the “most 
promising single factor on the economic horizon 
but that it faced a severe setback from increased 
prices, unless the shortage of. lumber-bearing 
vessels was remedied.” The Maritime Com- 
mission, reporting that since Sept. 1, 1939, about 
22 percent of the intercoastal tonnage has been 
withdrawn, has indorsed the Buck resolution, 
which would give the Commission discretionary 
authority to place the old tied-up ships in inter- 
coastal trade. Mr. Greeley testified that the 
ships lost to the intercoastal trade carried about 
one-third of the lumber traffic in 1939. He said 
that lumber stocks on the East Coast were 
adequate during the winter months, but were 
running short. A survey of 62 Pacific North- 
west lumber mills, he said, showed that they 
normally shipped about 230 million board feet 
in April and May, but that this year, with a 
more favorable market, they were able to move 
only about 120 million feet. Representative 
Buck, Democrat, of California, and author of 
the resolution, indorsed an amendment proposed 
by the Maritime Commission to give that body 
authority to prevent speculation in the vessels 
to be released. He said all representatives of 
the three West Coast States had indorsed the 
purposes of the measure. 


Northeastern Secretary Urges Support for 
Release of Idle Ships 


RocuHester, N. Y., April 29.—‘Please wire 
your senators today,” says a bulletin from Sec- 
retary Paul S. Collier, to members of North- 
eastern Retail Lumbermen’s Association. “Here 
is a subject in which you are vitally interested, 
and which at the same time calls for imme- 
diate action; the normal flow of West Coast 
lumber via intercoastal shipment,” he continues. 
“Since a substantial number of Northeastern 
dealers are concerned with the intercoastal 
movement, and since the probable effects of 


space shortage will mean higher prices for 
West Coast lumber, wire your senators and 
congressmen urging their support of Joint Reso- 
lution H. J. RES 519, introduced by Represen- 
tative Buck,” which provides for release by 
the Maritime Commission of laid-up ships, for 
use in the intercoastal trade. 


HARDWOOD EXPORTERS URGE PUT- 
TING 100 IDLE SHIPS IN SERVICE 


MEMPHIS, TENN., May 1.—Shortage of ship- 
ping space in trans-Atlantic trade, which has 
seriously crippled the hardwood export indus- 
try, sent a delegation of manufacturers repre- 
senting the National Lumber Exporters 
Association to Washington, last week, to ap- 
pear before the House committee on merchant 
marine and fisheries. The delegation, headed 
by Lee Robinson, president Mobile River Saw 
Mill Co., Mt. Vernon, Ala., included L. A. 
Mizener, Chicago Mill & Lumber Co., Chicago, 
and Douglas Heuer, secretary of the associa- 
tion. They urged passage of a bill which would 
remove the present prohibition against sale of 
laid-up bottoms to foreign registry. Conten- 
tions of the exporters were approved by the 
National Hardwood Lumber Association and 
the American Cotton Shippers Association. 
The delegation visited Admiral Land, chairman 
of the U. S. Maritime Commission, Congress- 
man Bland, chairman of the committee on 
The delegation visited Admiral Laud, chairman 
man Frank W. Boykin of Alabama. “Approx- 
imately one-sixth of our production is normally 
exported,” Mr. Robinson said, adding that 
economists agree that a 5 percent overproduc- 
tion is serious. Mr. Robinson pleaded for re- 
leasing 100 ships now idle. 


WAR AREAS MAPPED 


Wasuincton, D. C., April 29.—European 
areas, in which the movement of American flag- 
vessels is restricted by Presidential Proclama- 
tion issued under authority of the Neutrality 
Act of 1939, are outlined in a map which will 
be published in the April 20 issue of Commerce 
Reports. Individual copies may be had without 
cost upon application to the Division of Com- 
mercial Laws, Bureau of Foreign & Domestic 
Commerce, Washington, D. C. 


CONSUMPTION IN BRITAIN RESTRICTED 
AS WAR MEASURE 


WasHiIncrTon, D. C., April 29—United King- 
dom consumption will be restricted to some- 
thing like half of the normal volume, says the 
Forest Products Division. Practicaliy all build- 
ing activities other than for defense purposes 
have ceased. But there is still a demand in ex- 
cess of prospective supply. The Timber Con- 
troller is apparently trying to expand produc- 
tion of home-grown timber; restrict purchases 
by consumers; substitute materials which 
either do not require to be imported or involve 
less cargo space. In peace-time, home-grown 
timber forms less than 5 percent of United 
Kingdom consumption of softwoods; there is no 
doubt that there will be a very considerable 
expansion. Home-grown timber can be secured 
on open license. Consumers requiring imported 
softwoods from stocks on hand for Government 
contracts must obtain from the Government 
Department which has placed the contract a 
Certificate to Purchase before making an appli- 
cation for a Timber Control Acquisition license. 
“Acquisition” licenses issued to prospective pur- 
chasers are not to be confused with import 
licenses which are issued by the import licensing 
authorities of the Board of Trade, after ap- 
proval by the Timber Controller. Prevention 
of wasteful use, or substitution of other ma- 
terials, is the primarv concern of the Wood 
Economy Division of the Timber Control De- 
partment. The Ministry of Supply’s “Joint 
Production and Materials Priority Sub-Com- 
mittee” has a smaller sub-committee engaged on 
studying timber problems connected with Gov- 
ernment supplies other than buildings. Houses 
which are now generally being constructed use 
concrete floors covered with asphalt mastic; 
framework of steel; walls of composition 
boards; roofing of asbestos sheeting; ceilings of 
plaster board etc. 


FOREIGN TRADE REVIEWED 


Wasuineton, D. C., April 29—The Forest 
Products Division has just released its new re- 
port “1939 Review of United States Foreign 
Trade in Logs, Lumber and Allied Products.” 
In addition to an interesting summarization of 
the export trade in 1939 compared with recent 
years, there are several charts which show the 
trend from 1910 to 1939 of exports to all mar- 
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PAMUDO PRODUCTS 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 


Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 
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kets and to the United Kingdom. Under pres- 
ent war conditions many exporters are particu- 
larly interested in the British market and what 
happened in the 1914 World War. The last 
six pages of the report comprise detailed statis- 
tics for exports and imports of logs, lumber, 
flooring, railroad ties, piling, cooperage and 
other allied wood products. The report may be 
secured from the Forest Products Division for 
10 cents a copy. 


NEW TRADE ASSOCIATION 
DIRECTORY 


James W. Young, director of the Bureau of 
Foreign & Domestic Commerce, today an- 
nounced the preparation of its twelfth Trade 
Association Directory that will provide an in- 
formational business guide to and of 11,000 na- 
tional, interstate, State and local business or- 
ganizations. The directory will be available 
in the next few months at 25 cents a copy. The 
principal activities of each association listed 
will be indicated. A resume of Commerce De- 
partment aids to trade associations, as well as 
services performed by other Federal agencies, 
together with a bibliography of governmental 
and non-governmental books on trade associa- 
tion matters, will complete the more than 200- 
page volume. 
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Government Timber Owner 


Should Help Sell Products 


Toronto, Onrt., April 26—On April 19, 
Hon. Peter Heenan, Ontario minister of lands 
and forests, called together the second meeting 
of groups of industries interested in the utiliza- 
tion of Ontario’s forest resources. For the 
sawmilling and logging group, J. J. McFadden, 
Blind River, Ont., spoke briefly and introduced 
W. J. LeClair, manager of the Lumber & Tim- 
ber Association of Ontario, and of the White 
Pine Bureau and the Canadian Hardwood 
Bureau. Mr. LeClair pointed out that lumber 
markets had suffered because of widespread 
propaganda by manufacturers of other mate- 
rials. In its export markets, the lumber indus- 
try of Ontario was greatly hampered by the 
fact that only the upper grades were able to 
compete in overseas markets; lower grades had 
to be marketed at home. The Government, 
he stated, was senior partner in the lumber 
industry, as it was the owner and the vendor 
of the raw material, and he submitted that in 
its own and in the industry’s interest, it ought 
to contribute financially to lumber trade pro- 
—_ efforts. A further conference will be 

eld. 


A Big and a Better Kiln Idea 


BurRNeEY, Catir.—Rumors and reports which 
have been filtering through underground chan- 
nels to the alert newsgathering staff of the 
AMERICAN LUMBERMAN culminated in a dra- 
matic announcement which first saw the light 
of day in the columns of the (Burney, Calif.) 
Inter-Mountain News, as reported by Snoop 
McGillicudy, veteran reporter. This announce- 
ment, as the staff of the AMERICAN LUMBERMAN 
well knew, concerned consideration of the de- 
velopment of a new dry kiln car that would take 
the lumber from the saw, dry it in transit and 


ROBERT KAY OF SCOTT LUM- 
BER COMPANY IN CONJUNC- 
TION WITH MOORE DRY KILN 
COMPANY AND McCLOUD 
RIVER RAILROAD COMPANY 
STOP MY FEET HURT STOP 
REPORT FOLLOWS 
THE SCOOP 


Five days later a letter, with nine cents post- 
age due, was received from The Scoop contain- 
ing the following report: “Mr. Kay says, ‘Why 
not! If we have refrigerated cars, why not 

















deliver it to Eastern customers fully seasoned. 

Chagrined at missing this beat, but fully de- 
termined to get the full facts, the AMERICAN 
LUMBERMAN summoned its own ace roving re- 
porter, Butch (The Scoop) Fauntleroy and 
terse instructions were issued: “Get the facts, 
get the full facts and get all the facts. The 
only printed reports are too nebulous to be 
credited and we suspect propaganda.” 

_Armed with these instructions and a note 
pinned to his coat lapel asking the conductor 
to put him off at Burney, Mr. Fauntleroy left 
the office with a glint in his eye known and 
feared by rival correspondents the world over. 
Eight days later the following telegram was 
received : 

BURNEY, CALIF. 

COLLECT 
SPECIAL TO THE AMERICAN 
LUMBERMAN—TRIP OUT 
VERY UNPLEASANT STOP 
HORSES KEPT STEPPING ON 
MY. FEEFP STOP DRY KILN 
CARS BEING PROJECTED BY 


kiln cars? Exhaust steam from the locomotives 
can be fed to the cars and no fans will be needed 
because air vents in the car will provide circu- 
lation. If we get a load of thick lumber that 
requires longer drying time, we can send it by 
the Southern route.’ 

“This idea is revolutionary and out here they 
say it wiped the smile off Paul Bunyan’s face. 
Mr. Kay and I are developing a use for the 
empty cars coming back West. We are going 
to hatch chickens crossed with homing pigeons 
in these cars and then they can fly East to the 
market. Please send an advance as I need 
money to develop this idea.” 

In case this idea does not develop as antici- 
pated, the Scott Lumber Co., of which Mr. 
John N. Berry is treasurer, has just placed an 
order for four Moore Cross-Circulation kilns to 
supplement the two 15 by 104 foot Moore Cross- 
Circulation kilns that they now have. These 
are under construction and the Scott Lumber 
Co. will soon be able to kiln-dry the output of 
their entire mill. Incidentally, this last item 
was not reported by The Scoop. 
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MIAMI 


Bathroon Cabinets 
and Accessories 
are Sales Leaders 


MIAMI’S dominating leadership 
in bathroom cabinet sales is the 
result of specialization on a 
single line of quality products 
over a period of almost two 
decades. 


With MIAMI... over 140 cabi- 
net models . . . three complete 
accessory lines . . . nationally 
advertised . . . you can get a 
larger share of the business in 
every price class. Write for 


catalog A. L. 


MIAMI CABINET DIVISION 


The Philip Carey Company 


MIDDLETOWN, OHIO 
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Here’s What's New 


New Sash Balances Are Described 
in Folder 


Two new sash balances, Types 150 and 154, 
are described in a folder issued by The Caldwell 
Manufacturing Co., Roch- 
ester, N. Y. The folder 
states that a new, pat- 
ented variable friction 
brake controls the action 
of the spring at the ex- 
treme top and bottom of 
the window. This fric- 
tion brake is controlled 
by means of screws in 
the face plate. Specifica- 
tions for the Type 150 
sash balance state that 
the case’is 16 gauge steel, 
the tape is special c.r. 
galv. steel, capacity: sash 
weighing 4 to 35 lb. and 
it is available for side. 
angle top or flat top in- 
stallation. Specifications 
for the Type 154 sash 
balance, which was de- 
signed for schools, hos- 
pitals and commercial buildings, state that the 
case is of 16 gauge steel, the tape is special c.r. 
electro galv. steel, capacity: 23 to 50 lb. and 
this model is also available for side, angle or 
flat top installation. 





Suggestions for Use of Aluminum 
House Paint as First Coater 
for Wood 


A booklet issued by Thompson and Co., 
Pittsburgh, Pa., contains information as to the 
history and uses of Alumbrite, an aluminum 
house paint developed as a first coater for wood. 
Illustrations show panels which have been 
painted with aluminum house paint and exposed 
to varying climatic conditions. According to 
information contained in the booklet, the metal 
flakes of the aluminum pigment protect the 
vehicle because they “leaf,” or overlap, some- 
what like the shingles on a roof or like a pile 
of leaves. The surface layer of metal particles, 
states the manufacturer, assisted by the under- 
lying layers keeps sunlight from attacking the 
binder and helps the vehicle to retain its origi- 
inal elasticity. Besides containing information 
about Alumbrite, there is also a_ section, 
“Aluminum House Paint and the Contractor 
Painter.” Requests for information should be 
addressed to the company. 


Bathroom Cabinet and Accessories 
Line Is Offered in White and 
Colored Finishes 


A complete line of bathroom cabinets and 
accessories is offered dealers by the American 
Enameled Products Co., W aukesha, Wis. The 
Sno-Wite line includes cabinets and mirrors, 
towel bars, racks and - . 
shelves, tumbler and _ tooth- 
brush holders, robe hooks, 
soap dishes, paper holders, 
grab bars, door stops and 
razor strap hooks. There 
are three designs, Elite, 
Kolor-Kraft and Semi-Inset, 
and five standard colors: 
white, black, orchid, ivory 
and green. It is stated that 
the porcelain enamel is fused to the metal at 
high temperature and is impervious to heat or 
cold. Several of the cabinet models come 
equipped with lights. Requests for information 
should be addressed to the company. 





New Dye for Cement Floors Is 
Offered to Dealers 


A new material designed to be used to dye 
cement floors has just been announced by 
Tamms Silica Co., 228 N. LaSalle St., Chicago. 
It is stated that this dye will color cement or 
concrete floors and also penetrate the pores to 
form a waterproof surface. This dye is offered 
for either exterior or interior work and comes 
in six shades: dark gray, lite gray, tile red, 
maroon, green and brown. The literature issued 
contains price lists, instructions as to the prep- 
aration for use, and the use of the dyes. This 
dye dries to a flat finish and after a second 
coat has been applied, it is recommended that 
Tamms Self-Polishing Wax be used. The wax 
comes in matching colors and is also available 
in clear solution for use on linoleum and wood 
floors. Prices and instructions for the use of 
the wax are included. 


Package Window for Small Home 
Market Is Introduced 


A new, prefabricated steel-wood window unit 
known as the Fenestra Package Window has 
just been introduced by the Detroit Steel Prod- 
ucts Co., 2240 E. Grand Blvd., Detroit, Mich. 
It is stated that the window may be delivered 
to the building job completely equipped with 
glass, cased with California redwood, with all 
bronze-finish operating hardware already at- 
tached, and interior wood trim cut and fitted. 
The announcement also states that the window 
can be installed using only hammer and nails. 
The window is described as being Bonderized 
for rust protection, prime-painted and oven- 








baked. The operating hardware includes lock- 
ing handle and under screen sill adjuster for 
operating ventilator. Special inside wood trim 
will be supplied if desired. This window will 
fit an interchangeable, prefabricated Fenestra 
inside screen, and outside wood frame storm 
sash, it is stated. 


Douglas Fir Door Designs and 
Specifications in New Catalog 


The Fir Door Institute, Tacoma Building, 
Tacoma, Wash., is now issuing its Catalog No. 
2000, dealing with standard designs and speci- 
fications adopted by the institute for Douglas 
fir doors. The catalog contains designs and 
specifications under United States Commercial 
Standard CS73-38; Tru-Fit Douglas fir en- 
trance doors; stock Douglas fir house doors; 
storm doors, sidelights, cupboard doors; stand- 
ard Douglas fir garage doors; and panel and 
sash design Craw-Fir-Doors. The catalog, de- 
signed primarily as a sales tool, has many of 
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the Tru-Fit designs illustrated in full colors, 
which will appeal particularly to customers in 
selecting attractive doors. The catalog has been 
placed in the hands of all architects, builders 
and large specifiers. Dealers may secure a copy 
of the catalog on request to the institute. Extra 
copies are available at the actual cost of 40 
cents each. 


Line of Stokers and Sales Helps Are 
Offered to Dealers 


Annnouncement of its 1940 line of Fire-Guard 
stokers has just been made by the Peerless 
Manufacturing Corp., Louisville, Ky. It is 
stated that the leader in the line is the new 30 
Ib. unit which is styled after the larger units, 
being streamlined in design with automatic air 
control, full windbox, sectional tuyeres and 





Fire-Guard controls. The company offers a com- 
plete program of sales helps including envelope 
stuffers, specification bulletins, posters, neon 
signs and engineering data for sizing. Informa- 
tion on its product, program and dealer set up 
may be secured from the- Stoker Division of the 
company. 


Welded Selvage Hardware Cloth 
Is Placed on Market 


The Cyclone Fence Co., Waukegan, IIl., has 
just announced a new hardware cloth with 
welded selvage. It is stated that the selvage is 
uniform, with no variation in width, and that 
the design produces an edge easy to tack to 
wood frames and weld to steel frames. After 
the cloth is woven, it is pulled through a gal- 
vanizing bath of zinc in such a way that the 
wires stay in alignment and the cloth has a 
smooth, non-porous coating, it is indicated. 
Samples of this cloth may be obtained from 
the manufacturer. 


Folder on Overhead Garage Door 
Hardware Issued 


A new folder on overhead garage doors has 
recently been issued by the Phenix Manufac- 
turing Co., 2684 N. Humboldt Blvd., Milwau- 
kee, Wis. Of swivel arm and top roller bracket 
construction, with a bottom roller bracket and 
axle equipped with a roller bearing wheel run- 
ning in a track, the door is counterweighted. 
Included is an automatic type built-in lock 
controlling locking device. Only 4 inches of 
headroom and 1% inches of wall space are 
required for the installation of this overhead 
door. The door is stated to be weather-tight 
and waterproof. It is made in three sections, 
pine frame and fir panels. Where old doors 
are to be converted into the overhead type. 
there may be obtained the same hardware as 
used on the company’s new doors. 


Booklet Describes Uses of Electric 
Paint Mixers 


A booklet, “Turn Losses Into Profits,” has 
been issued by the Miller Manufacturing Co., 
3238 Bryn Mawr Ave., Chicago, Ill. The book- 
let describes the company’s single and double 
can model paint mixer. Each can holder on the 
double can model takes % pints to 1 gallon cans 
and is powered by a ™% horsepower, ball bear- 
ing, heavy duty motor, it is stated. The single 
can model, for the smaller paint department, has 
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only one can holder which will also take cans of 
% pint to 1 gallon capacity and is powered by 
a 1/6 horsepower motor. Current characteris- 
tics for both models are listed as standard 110 
volt, 60 cycle, AC current, but other types are 
available. Requests for any additional informa- 
tion about these two paint mixers should be 
addressed to the company. 


Individual Zinc Corner Strips for 
Use on Asbestos Siding 


For asbestos siding, individual zinc corner 
strips are manufactured by the Double Grip 
Brass Clip Co., Kokomo, Ind. Known as 
Kokomo Korners, these clips are manufactured 
in lengths suitable to any width asbestos siding 
shingle. It is announced that these clips give 
added protection and provide a neater appear- 
ance. These clips, it is also stated, reduce the 
time required to fit siding at corners and around 
door and window frames. 


Vitreous Porcelain Bathroom Cabinet 
Line Is Available 


The F. H. Lawson Co., Bathroom Equip- 
ment Division, Evans and Whateley Sts., Cin- 
cinnati, Ohio, has just issued descriptive litera- 
ture on its new Time-Proof line of bathroom 
cabinets. These cabinets are described as being 
one piece seamless cabinets with vitreous porce- 
lain finish and plate glass mirrors finished by 
the Permaloy process. Rounded inside corners, 
square outside corners with a %-inch return 
flange for easy setting, adjustable stainless steel 
shelf supports, stainless steel tooth brush holder, 
bar and spring door stop, razor blade drop, 
chromium plated piano hinge, bullet door catch 
and ratchet mirror clips are among the an- 
nounced features. The cabinet comes in four 
models: the Warwick, the Norfolk, the Raleigh 
and the Berkeley. The literature also includes 
dimensions, weights and prices. 


Firm Acquires Rights to Manu- 
facture Log Barker 


Manufacturing rights for the Orrmell Log 
Barker, which is used in Scandinavian and Fin- 
nish sawmills, have been acquired by Fibre 
Making Processes Inc., Chicago, Ill. Barking 
the logs, it is stated, will make the slabs suit- 
able for pulp chips, increase the lumber yield 
and reduce maintenance. Two men are re- 
quired for operation; one to feed the loghaul 
and one to operate the barker. Logs are fed to 
the barker by a loghaul and dropped into the 
vat filled with water. A series of chains with 
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attachments agitate the logs in the vat and 
the rubbing action removes the bark. The logs 
are taken from the vat by the chains and 
kickers between the chains throw ‘the un- 
barked logs back into the vat or allow clean 
logs to be discharged. The bark is re- 
moved from the vat with the logs and falls be- 
tween the openings on the upgoing side into a 
sluice or bark conveyor. Operation of the kick- 
ets is hydraulic, with push button control. 
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New Gasoline and Diesel Power 
Units Are Announced 


Two new gasoline power units, and three new 
Diesel power units, have just been announced 
by International Harvester Co., 180 N. Michi- 
gan Ave., Chicago, Ill. The smaller gasoline 
unit, known as U-4, develops 31.5 horsepower 
at a speed of 1,800 r.p.m. and the other model, 
U-6, develops 41 horsepower at a speed of 
1,500 rpm. The U-4 weighs approxi- 
mately 920 lb. and the U-6 weighs approxi- 
mately 1,400 Ib. The new Diesel units are an- 
nounced as full Diesel engines and it is stated 
that each starts on gasoline and, after a minute 
or less of operation, shifts to full Diesel oper- 
ation. These models may be cranked by hand 
or a standard 12 volt electric starting system 
may be used to provide electric starting, it is 
stated. The smallest in the line, the UD-6 de- 
velops 39 horsepower at 1,500 r.p.m. and weighs 
approximately 1,765 lb. The UD-9, next in size, 
develops 53 horsepower at 1,500 r.p.m. and 
weighs approximately 2,085 lb. and the UD-14 
develops 66% horsepower at 1,300 r.p.m. and 
weighs approximately 2,585 lb. 


Catalog Featuring Fence and Gates 
Is Offered to Dealers 


Catalog No. 79, featuring their chain link 
wire fence and gates, as well as partially re- 
viewing its iron picket fence and iron gates, 
has just been announced by the Stewart Iron 
Works Co., Cincinnati, Ohio. The catalog states 
that the chain link fabric is made of copper 
bearing open hearth steel and is galvanized by 
the hot dip process. Specifications as to the 
materials and fabrication of the framework, 
posts, top rail and fittings are also included. A 
large part of the catalog is devoted to pictures 
of installations which serve to indicate the vari- 
ous uses to which the fence mav be put. In 
addition, the catalog gives instructions as to the 
proper method of measuring and installing this 
fencing. A copy of the catalog may be obtained 
from the manufacturer. 


House Publication Features Sale of 
Butts in Present Issue 


Vol. X, No. 3 of Stanley News, published by 
The Stanley Works, New Britain, Conn., has 
been issued. ‘ront page features editorial 
material promoting use of three butts to a 
door and reproduces three letters from door 
manufacturers presenting and amplifying rea- 
sons why three butts are necessary for proper 
hanging. The editorial column is interestingly 
written and the balance of the paper contains in- 
formation about the Stanley line, cartoons, per- 
sonalities and information as to how to secure 
the displays and envelope stuffers offered by The 
Stanley Works to promote National Hardware 
Open House. 


Two Catalogs on Casement 
Windows Are Issued 


“Things You Ought to Know About Case- 
ment Windows,” a revised and enlarged edition 
of a booklet, and “How to Modernize Your 
Home With Casement Windows,” a new book- 
let, have just been issued by The Casement 
Hardware Co., 406 N. Wood St. Chicago. 
“Things You Ought to Know About Casement 
Windows” shows the uses to which casement 
windows may be put and suggests various 
window arrangements. The booklet also illus- 
trates the Win-Dor operators, hinges, top clos- 
ers and other fittings manufactured by this com- 
pany. “How to Modernize Your Home With 
Casement Windows” cites modernization possi- 
bilities using casement windows. Examples 
are illustrated and this booklet also shows win- 
dow and door hardware. Requests for these 
booklets should be addressed to the company. 
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San Francisco, Calif. 


SHIP SHORTAGE—Shortage of shipping 
space is resulting in the re-commissioning of 
vessels long laid up due to lack of business, 
strikes and increased operating costs. Indica- 
tive of the shortage is the berthing of the 
5-masted British sail schooner “Alberni” to 
clear from a British Columbia port for Aus- 
tralia with a cargo of 1,600,000 feet of lum- 
ber. Lumber barges were placed in service 
between Grays Harbor and California ports 
to relieve the ship shortage. The big barge 
“Nisqually” loaded 1,700,000 board feet at the 
Polson mill, Aberdeen, Wash., and is being 
towed to California. Plans to resume oper- 
ations in the east coast South America-Pa- 
cific coast trades were revealed here by Mc- 
Cormick Steamship Co., former operator of 
Pacific Argentine Brazil Line. This action 
will be taken whether or not it is awarded 
five ships from the Maritime Commission and 
a subsidy; if it is not, McCormick will place 
such vessels as the “West Notus,” “West 
Cactus” and “West Ira” on berth. McCor- 
mick’s revived South American operations 
are to be conducted under the name of Pa- 
cific Coast South American Line. 


COASTWISE MOVEMENT —The Pacific 
Lumber Carriers’ Association reports the 
movement of 74,721,700 feet of lumber dur- 
ing March, 1946, compared with 66,915,800 





feet in February, and 82,978,100 feet in 
March, 1939. March distribution was as fol- 
lows: 
Feet 

Bn PONNO® onc i cecevesnctaeeees 17,445,600 
ed 5s ce ee ws eo 00s ng ae 399,600 
I OE oo an ee bh 0 bee ed wee 1,335,700 
I SIO, asc old ad ai e-w we ace wale meena 995,000 
EN in alk at afl yo ac end deo pw aia Gan 212,000 
ee IND ono bs dig ee pit oie be Rie eM eeS 42,490,200 
rrr ry re errr 6 10,898,800 
ge eer ee re 944,800 

NS ab ia neha ghd gs aah dal gdh ivahcin ah ab aac aca, we 74,721,700 


March movement to Los Angeles was up 2,- 
363,100 feet from February; the San Fran- 
misco movement, down 1,284,700 feet, and 
the San Diego movement, up 5,110,100 feet. 
Movement to California ports during the first 
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quarter of this year totaled 204,187,000 feet, 
compared with 212,484,200 feet during first 
quarter of 1939. 


UNLOADING RATES—The San Francisco 
Carloading Conference announced a 50 cents 
per 1000 board feet increase on car unload- 
ing redwood lumber, rates moving from $1.25 
to $1.75, effective on publishing of tariff. 


CALIFORNIA LUMBER AND BUILDING 
MATERIALS SALES—Sales of lumber and 
building materials dealers during March, 
1940, showed a loss of 1.5 percent from the 
same month last year; retail furniture deal- 
ers’ sales showed a gain of 1.4 percent. In 
San Francisco, March sales of lumber and 
building materials dealers were off 0.1 per- 
cent from same month in previous year, 
while in Los Angeles there was an increase 
of 1.8 percent. Lumber and building mate- 
rials sales in California for the first quarter 
of this year were off 1.1 percent from the 
same period last year. 


CALIFORNIA PINES—Demand and prices 
for Ponderosa pine are reported. steady. 
While stocks at mills are becoming increas- 
ingly plentiful, there is some scarcity in 5/4 
shop. The sugar pine market is said to be 
about the same as that for Ponderosa. Ex- 
port business is quiet. 


HARDWOODS—Local market is not very 
active. Prices, which jumped up considerably 
with the outbreak of the war in Europe, are 
now back down to where they started from. 
Imports are handicapped by scarcity of 
cargo space. 


Spokane, Wash. 


INLAND EMPIRE PINES—Rain, which is 
more or less of an impediment to logging 
operations, continues with unusual persist- 
ence for this time of year. It is also length- 
ening the time that will be required before 
air dried lumber can be put on the market. 
Demand has increased in the last two weeks, 
with order files filling up. Prices are said 
to be firm, with some selects in Ponderosa 
pine showing the only softness. 


Tacoma, Wash. 


WEST COAST WOODS Middlewestern 
business is showing the biggest improve- 
ment. Inventories of yards throughout the 
territory for the most part were quite low. 
The lack of adequate shipping facilities con- 
tinues to seriously affect the waterborne 
markets. Veneer and plywood mills report 
business unusually good, and the tone of the 
market strong; these plants are operating at 
capacity. Log supplies are ample, and camps 
are working steadily. 


Seattle, Wash. 


WEST COAST WOODS—AIl markets are 
now showing the effects of vast world dis- 
turbances. Domestic demand is not up to 
expectations; railroad and other industrial 
business is light. 





RAIL—A fair volume of lumber moves by 
rail. Dry Nos. 2 and 3 dimension is rather 
scarce, owing to increased rail demand from 
buyers that ordinarily take cargo shipments 
of green. C and D uppers are stronger than 
B&better items, and Nos. 2 and 3 boards are 
hard to buy, urban demand for lower grades 
being above normal. Prices are unchanged. 


INTERCOASTAL—Atlantic coast demand is 
fair, with delivered prices practically un- 
changed the past two weeks. Efforts to in- 
crease the number of intercoastal vessels 
have not been successful so far. 


CALIFORNIA —Buying is more active. 
With the higher freight rate, more ships are 
being put into service. 


EXPORT—High freights to the Orient and 
lack of tonnage prevent business. United 
Kingdom is not buying. South American 
west coast is inquiring, but there is no May 
or June space available; rates advance $3 
June 1. Demand for the east coast of South 
America is small, with no May and very little 


June space. South Africa is in the market, 
but, though South Africans are willing to 
pay the high freights, no ships are obtain- 
able. 

SHINGLES—Prices are 5 to 10 cents lower 
than they were a fortnight ago, as the mar- 
ket continues sluggish. Prices are lower 
than at any time since January, 1938. 


LOGS—Prices are unchanged. Log produc- 
tion is adapting itself to curtailment at mills. 


Portland, Ore. 


WEST COAST WoOODS—Demand for all 
regular yard items is active, and rail orders 
are showing definite improvement. Cargo 
business continues restricted by shortage of 
space. 

INTERCOASTAL—Mills are taking all 
orders it is possible to ship, but space is be- 
coming even scarcer. Large accumulations 
of stocks at some mills discourage produc- 
tion. General construction items for home 
building are in strongest demand. 


RAIL—The market is very active, with 
both straight and mixed cars booked, and an 
increasing tendency in several areas that 
ordinarily are water served to turn to all- 
rail movement if at all possible. Prices are 





firm. 
FOREIGN — Offshore demand continues 
small. Fairly active inquiry from South 


America is reported. 


LOCAL, NEARBY—The building boom is 
on full swing in this area, with construction 
soaring far above a year ago and almost all 
of it of a residential nature. Demand is very 
brisk for general yard items and shingles. 


Kansas City, Mo. 


SOUTHWESTERN MARKET— Mills are 
working in an effort to build up stocks to 
meet current demands of retailers. Retailers 
are making necessary replacements, and thus 
far have not been altogether successful in 
obtaining their needs. Mills continue to limit 
quantities in mixed-car orders, as they were 
unable to build up stocks during the worst 
winter weather in years in the South. Price 
lists were unchanged, except that a few con- 
cessions were allowed by mills where surplus 
items were reported. In the main the lum- 
ber industry is in strong condition and there 
is a marked resistance to price consessions. 


RETAIL—Board feet sales of lumber at 150 
retail yards in the tenth Federal Reserve 
district during March were 8 per cent smaller 
than those of a year ago. There was the 
usual seasonal expansion from February, 
amounting to 44 percent. Stocks of lumber 
during March decreased three-tenths percent, 
and the decrease from a year ago was 3.9 
percent. The Department of Commerce re- 
ported that declines were the rule in its sum- 
mary of lumber and material sales in the 
same district. The decreases, by States, were: 
Colorado, 2.3 percent; Kansas, 10.4 percent; 
Missouri, 9 percent; New Mexico, 3.5 percent, 
and Oklahoma, 16.1 percent. Nebraska had 
a gain of one-half percent, and Wyoming's 
gain was 10.9 percent. 


SOUTHERN PINE—A few mills which had 
surplus items shaved prices a bit in order 
to move them rapidly. Stocks continue badly 
broken. Good assortments of dimension and 
boards are lacking. No. 2 boards are scarce. 


WESTERN PINE—Western pine producers 
continue to fall behind in their shipments as 
new orders arrive steadily. Much of their 
stock is not in shipping condition. Ponderosa 
uppers are in slight surplus, and assortments 
of No. 2 common are below normal. Com- 
mon grades, No. 3 and No. 4, are scarce. 


HARDWOOD—Sales continue to outdistance 
production. Volume is not particularly large, 
but order files are heavy. Mills report that 
export business has fallen off. Furniture 
manufacturers have been busy and are mak- 
ing inquiry; actual purchases, however, have 
not materialized. 


OAK FLOORING—Manufacturers can not 
obtain sufficient rough hardwoods to fill cur- 
rent needs. 
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DOUGLAS FIR—A fairly good demand has 
been noted. Dimension stocks at mills are 
broken, and shortages of Nos. 1 and 2 are 
reported. 


SHINGLES—Demand for shingles has im- 
proved considerably. No. 1 shingles have 
advanced as much as 10 cents a square in the 
last fortnight. No. 2 are moving at a slightly 
better rate. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—Consuming in- 
dustries are still buying on a basis of imme- 
diate requirements, and sales are about 68 
percent of normal productive capacity, 
amounting to about 5 percent higher than 
actual production. Prices are firm and un- 
changed. Sap gum continues to be the item 
in greatest demand, accounting for one-third 
of all sales. It is being bought by furni- 
ture, radio and other industries. Large quan- 
tites of cottonwood are being taken by box 
and crate manufacturers. White and red oak 
have been sold heavily. Prices of flooring 
oak have declined about $1. 


FLOORING demand continues good, and 
production is below consumption. Prices are 
firm and unchanged. 


Norfolk, Va. 


NORTH CAROLINA PINE—Demand has 
slowed down perceptibly. Some people are 
blaming the weather. There has been a 
weakness shown in prices of certain popular 
items. There is now a large unsold surplus 
of good dry stock on hand. Sales of B&bet- 
ter pine have been larger, and prices are 


NORTHERN PINE—Lower grades are the 
strongest, as the supplies available at mills 
are not as large as in some recent seasons. 
Dealers are buying only for immediate needs. 


Shreveport, La. 


SOUTHERN HARDWOODS—Shipments ex- 
ceed production. Domestic demand is well 
maintained, but there is little export busi- 
ness. Prices have shown practically no 
change since the first of the year. 


SOUTHERN PINE— Unfavorable weather 
in the North has slowed up business to some 
extent, but orders from there have begun 
to roll in in usual volume the last few days. 
There is not the usual competition of West 
Coast lumber in the Southwest, because West 
Coast mills have difficulty in getting bottoms. 
Order files are fairly well filled. Prices are 
steady, save a slight weakness in such items 
as 1x6-inch No. 2 center matched and shiplap. 


Minneapolis, Minn. 


NORTHERN PINE—Production continues 
light, and mills in the Head of the Lakes re- 


- gion continue to draw heavily on reserves, 


with the result that their stocks have been 
reduced to a minimum. It will be some time 
before the spring cut is available for ship- 
ping. Retail yards continue in the van of 
consumers, with hand to mouth buying still 
the rule, as dealers await indication of crop 
returns. Pine prices remain firm. 


NORTHERN WHITE CEDAR—Chiefly in 
demand are posts 7-foot and more in length. 
There are scattered orders for short poles. 
A brisk demand for heavy posts for highway 








At Camp 24 of Rib 
Lake Lumber Co., 
Rib Lake, Wis., this 
Caterpillar Diesel 
D4 tractor is pan- 
skidding logs. Aver- 
age load is 600 to 
800 feet over a 60- 
rod haul. It con- 
sumes |.2 gallons of 
fuel per hour, which 
costs about 10 cents 





holding very firm, good mills not having 
much surplus. Box manufacturers have been 
buying some rough from small mills at low 
prices. There has been a better demand 
for dressed crating and also dressed and 
resawn box lumber, and, with stocks lim- 
ited, prices are steady. Retail yards in the 
South have been buying truck lots of rough 
stock box; the quantity of good airdried 
available is small. Demand for airdried roof- 
ers and boards has been light recently, and 
prices have weakened. Georgia Main Line 
mills quote: 4-inch, $13.50; 6-, 8- and 10-inch, 
$17; 12-inch, $18. 


Buffalo, N. Y. 


The lumber trade has improved to some 
extent lately, as the weather has been mild, 
and more activity is likely this month, for 
many plans are being made for home con- 
struction. Lumber prices have not changed 
greatly of late. Shingles are weak. 


HARDWOODS—Buying is restricted to im- 
mediate needs in the majority of cases. 
Their shows are causing furniture plants 
to hold back. Hardwood prices show little 
change, but some northern hardwood items 
are increasingly firm. 


WESTERN PINES—Demand has been light, 
with dealers and industrial consumers in- 
clined to hold back. Prices are unsettled, 
with some mills willing to make concessions. 


guard rail construction is forecast. Prices 
remain firm, with advances expected owing to 
scarcity of material, since production was 
not in great volume. 


Birmingham, Ala. 


SOUTHERN PINE buying recently slowed 
down, due principally to continued wintry 
weather, with retail yards picking up 
only actual needs, and real bargains, demand 
being principally for mixed cars of lower 
grades. Railroad buying is at a standstill. 
Production is climbing back to normal. Price 
levels have been maintained as a rule, but 
middle grades are lower. No. 2 dimension, 
2x6- and 2x8-inch, and 1x6- and 1x8-inch 
boards, were off $1 to $3. But some mills 
whose stocks are low are keeping comfort- 
able order files at list. Flooring, 1x3- and 
1x4-inch, is steady at $14 for No. 3; $18 for 
No. 2; $21 for “D”; $35 for “C”’; and $40 for 
B&better. Drop siding is $1 to $2 over floor- 
ing. Dimension, 2x4-inch, is $19@21; 2x6- 
and 8-inch, $17.50@21; 2x10-inch, $22@25; 
2x12-inch, $26. Finish and trim stocks are 
strong at $40 for 1x4-inch; $45 for 6- and 
8-inch; $52 for 5- and 10-inch; and $62 for 
1x12-inch. For “C” grade, deduct $5; and 
for droppings, $10. Small timbers and long 
joist are in demand and strong at $1@3 
above April list. Heart timbers are slug- 
gish and are priced special. 

HARDWOOD prices tend to stiffen, with 
certain items up $1@3; stocks are plentiful. 
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FEATURES! 
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SEAMLESS One-Piece Drawn Body 
—finished in vitreous porcelain ... 
Easy-to-clean, gently rounded in- 
side corners .. . Square outside cor- 
ners and %-inch return flange for 
easy setting in tile . . . Adjustable 
stainless steel shelf supports and 
standards . . . Stainless steel tooth- 
brush holder . . . Bar and spring 
door-stop—shock absorbing .. . 
Razor blade drop . . . Chromium 
plated piano hinge . . . Bullet door 
catch .. .“‘Jiffy” ratchet mirror clips. 


LAWSON 
he 


VITREOUS PORCELAIN 





@ WRITE today for full details of this 
cabinet and the complete line of 72 
other Lawson Cabinets priced for every 
requirement! 


THE F. H. LAWSON CO. 
Producers of Quality Choduats. Since 1616 
Bathroom Equipment Division, Dept. AL-4 
CINCINNATI, OHIO 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., April 29.—Northeastern 
Timber Salvage Administration executives are 
struggling with the problem of finding a mar- 
ket for the six to eight hundred million feet of 
pine lumber salvaged from the hurricane of 
1938. At a conference held at Toy Town Tav- 
ern, in Winchendon, Mass., on last Sept. 12 by 
leaders in the industry from all sections, with 
the chief executives of Forest Service, a State- 
ment of Policy to govern the marketing of this 
lumber was adopted and later approved by 
R.F.C. at Washington. Paragraph 4 of this 
statement read: “No lumber or logs owned by 
the Timber Salvage Administration will be sold 
prior to Jan. 1, 1941, at less than cost plus 
10 percent” (to provide a possible additional 
amount to log vendors). 

Recently J. F. (Jack) Campbell was placed 
in charge of the Northeastern Salvage office at 
Boston with the title of acting director. He 
was convinced that paragraph 4 quoted above 
produced an obstacle that must be hurdled. The 
lumber must be sold at a price that would be in 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 








FRED C. KNAPP, Portland, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 

















DENTNNG Onnamental PICKET Bo 


Fir and Yellow Pine pickets woven a 
heavy galvanized wire. Made in various 


heights. Colors: red, green, white and nat- 


ural. Very popular for yard and garden. 
Write for catalog and dealers price list. 
ange WIRE & MANUFACTURING CO. JOLIET, ILL 
Texas 


HOTEL BENSON 


PORTLAND 
OREGON’S 


Distinctive Hotel 


Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 





All rooms with 
bath. Reasonable 
rates. 

R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 








line with the market for comparable stock, re- 
gardless of cost or of obligations to the Gov- 
ernment or the log vendors. He called for a 
meeting of the committee that shaped the “State- 
ment of Policy” at Winchendon, which was 
headed by Stanley B. Fessenden, of the Fessen- 
den Companies, Townsend, Mass. That meet- 
ing was held at the Boston headquarters of the 
Salvage Administration on April 22, when at 
the request of the latter it was agreed that this 
paragraph be changed to read: “No lumber or 
logs owned by the Timber Salvage Administra- 
tion will be sold prior to Jan. 1, 1941 at less 
than a price for rough lumber at the site 
which represents its actual value, based upon 
going market values for finished lumber.” Mr. 
Campbell returns today from a week-end con- 
ference with Forest Service officials in Wash- 
ington, and will shortly announce the next move. 
The Government will meet with the Winchen- 
don committee before further action is taken. 
At this latest Boston meeting, an arbitrary fig- 
ure of $36.37 was set as the market value of 
this lumber, dressed and delivered at a Boston 
rate point. The freight charge, all selling com- 
missions and discounts, handling from mill yard 
to concentration dressing mill, dressing and re- 
loading charges would aggregate $13.84, to yield 
a net value on the mill yard of $22.53, a figure 
that was said to include the deferred payment 
of 10 percent to the log vendors, though leaving 
the Government $1 to $2 per thousand out of 
pocket in the final accounting. 

The directors of Massachusetts Retail Lum- 
ber Association held an important meeting at 
Boston on April 17, when a plan was adopted 
for holding a series of group meetings at eight 
or ten central points in the State which lead- 
ing banking officials in each section would at- 
tend as guests of the dealers. The purpose of 
these meetings is to develop closer co-operation 
between the banks and dealers in building ma- 
terials, in the field of low-cost housing, in the 
minimum price range close to $4,000; also to 
standardize the local yard as the logical source 
of supply for local construction projects. A 
strong committee, headed by President Joshua 
Nickerson, Chatham, is now mapping the pro- 
gram and arranging dates and locations for 
these group meetings. Details will shortly be 
announced. 


WEST COAST WOODS—tTransactions in fir 
dimension and boards are held to a low vol- 
ume by reason of inability of shippers to 
secure space for earlier than late June load- 
ing. While the scarcity of ship space be- 
comes more acute daily, it is reported that 
available tonnage that has been operating 
regularly will be still further decreased by 
the withdrawal of twenty-two lumber car- 
riers during the next four to six weeks. Ar- 
rivals at Boston since the middle of April 
were limited to a small consignment in one 
boat. The prevailing discount on mill ship- 
ment dimension orders ranges between $5@6, 
using page 17 of list 33, but offices here will 
move to page 18 after May 1, adding close 
to a dollar to the cost to dealers as the 
freight charge moves up a full dollar on 
that date. Spot stocks on local wholesale 
yards are moving out rapidly in small lots 
to dealers, at discounts ranging between $1 
@2 for larger timber sizes, to as high as $4 
off on smaller sizes. The supply of unsold 
boards at local docks is dropping rapidly, 
and they are held at $29.50@31 for No. 2, and 
$26.50@28 for No. 3. 


EASTERN SPRUCE—There is no current 
selling pressure, as offerings from the Ca- 
nadian mills are limited, and all of the larger 
Maine mills are idle as they await the ar- 
rival of fresh log supplies in the river drives, 
which should be moving from the head- 
waters within a week. There is, however, a 
heavy snow cover in the Maine woods, and 
operators fear flood waters in the driving 
streams in the event of a sudden warm spell. 
Most offices here have full order files to ab- 
sorb mill output well into June, should the 
sawing start within a week. It is clearly a 
“sellers’ market,” though the higher price 
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level established early in April, as noted in 
this column two weeks ago, is being firmly 
held. There are no rumors of further ad- 
vances. Dimension sizes by rail to Boston 
rate points start at $35 for the 2x8-, 4- and 
5-inch, and move up to $42@43 for the 2x10- 
and 12-inch. The call for dry boards has 
increased sharply, with stock lengths of 
1x4-inch at $35 delivered, and the 6- and 
7-inch at $39, and up to $43 for the 10- and 
12-inch. Furring, 2- and 3-inch, is active and 
firm at $32@33. 


LATH AND SHINGLES—The 1%-inch No. 1 
spruce lath in full or part cars are offered 
at a range of $3.50@3.80, with plenty avail- 
able at the former figure. Sales are increas- 
ing as spring remodelling and repair work 
gets under way. There have been liberal 
sales of the standard brands of eastern white 
cedar shingles at $4.25@4.35 per square for 
extras; $3.85@3.95 for clears; $2.90@3 for 2nd 
clears and clear walls. West Coast red ce- 
dars are moving more freely, but there is 
pressure to sell at mills and the price level 
is definitely lower. Most sales for rail de- 
livery at New England points are at: 18- 
inch Perfections, $4.50@4.60, with the 16-inch 
5X No. 1 at $4.15@4.25; No. 2, $3.45@3.56; 
and No. 3 at $2.85@2.90. Storage lots of 
waterborne are being bought freely by deal- 
ers in small parcels at $5@5.10 for Perfec- 
tions; $4.60@4.70 for 5X No. 1, and $3.40@3.50 
for No. 3. Apparently very few of the No. 
2 grade are available. 

EASTERN HARDWOODS—tThe Adirondack, 
Pennsylvania and Canadian mills are book- 
ing a fair volume of business from the wood- 
workers, novelty shops and furniture fac- 
tories to take up the slack occasioned by a 
drop in orders to the maple mills from the 
wood heel shops. FAS inch maple at larger 
mills is held firmly at $80@85 with some of 
the smaller mills quoting as low as $68@72. 
For 2-inch there is a strong demand at an 
average of $10 higher. The substitution of 
softwoods at the heel shops for use in the 
latest fad, the ‘““‘Wedge Heel,” is temporarily 
cutting down the use of maple. They are 
buying 10/ and 12/4 No. 1 and 2 shop grade 
of Ponderosa and sugar pine at around $82@ 
86, but are also testing basswood and~ gum 
lumber to determine comparative costs. 

PINE BOXBOARDS—There is an increas- 
ing demand from the box shops for inch 
round edge, and offerings are not excessive. 
Stock of good average width is quite firm 
at around $14 to as high as $16 f.o.b. ship- 
ping point. There are lots of narrow avail- 
able as low as $11@12. There is pressure to 
sell square edge, as supplies are well above 
normal and consumer requirements are not 
heavy. A good run of No. 3, 6- to 11-inch, 
sells at a range of $30@34, with No. 4 com- 
mon offered as low as $25 and as high as 
$29. The combined stocks of low ‘grade 
held by the regular operators, plus Govern- 
ment holdings of salvaged “hurricane” pine, 
result in a heavy surplus and a sharp trading 
market. 


Loaded with 5 million feet of British Colum- 
bia fir and hemlock, the Danish steamer Norden 
was proceeding northward from the Canal when 
the German invasion of Denmark automatically 
made her a logical target for allied war craft: 
Her first port of call was Boston, but the 
captain headed for Philadelphia and refused 
to proceed to Boston with 2%4 million feet 
consigned here until assured by British authori- 
ties that his ship would not be molested. 

Horace B. Shepard, head of the Shepard & 
Morse Lumber Co., and dean of the Boston 
wholesale personnel, received scores of friendly 
greetings on the occasion of his 85th birthday 
on Friday, April 12. He was at his desk 
as usual throughout the day. 





Northeast Depends on Outside 


WasHInctTon, D. C., April 29.—Lumber con- 
sumption has exceeded lumber production in the 
New England and Middle Atlantic States since 
the period of the Civil War, according to a 
report of forest statistics of the Northeastern 
States compiled by R. V. Reynolds and A. H. 
Pierson of the Forest Service, U. S. Depart- 
ment of Agriculture. The report shows that the 
deficiency of supply in these States has been 
met principally by imports from Canada, and 
by enormous shipments of softwoods from the 
Lake States, the southern States, and, since 














May 


192 
incr 
bee 
sum 
stur 
3ul 
the 
the 
By, 


car; 
73, 

194 
Shi 
age 
sibl 


7 
and 
mo’ 
sea 
dra 
anc 
situ 
in 1 
siol 
of 
list 
As 
are 
hay 
Lir 
tive 
tert 
rec 
anc 
the 
abl 
spa 

] 
me 
an 
all 
co! 
th: 
do 
me 
$5 
wi 
re 
of 
Sa 
$3( 
are 
be 
$25 
$2: 
sel 
do 
cal 
for 
or 
ing 
sm 
mi 
tal 
33, 
siz 
dir 
int 
sh 


of 

Ov 
mi 
ar 
fils 
m¢ 
se] 
Wwe 
is 

din 
er¢ 
$31 
39, 


bu 





40 


in 
nly 
ad- 
ton 
and 
10- 
has 

of 
and 
and 
and 


oO. i 
red 
ail- 
AS - 
ork 
ral 
nite 
for 
2nd 
ce- 
» is 
vel 
de- 
18- 
nch 
56; 

of 
eal- 
fec- 
3.50 
No. 


ack, 
0kK- 
20d- 
fac- 
ya 
the 
rger 
e of 
@72. 
t an 
n of 

the 
urily 

are 
rade 
82@ 
gum 


‘eas- 
inch 
sive. 
firm 
ship- 
vail- 
re to 
bove 

not 
inch, 
com- 
h as 
rrade 
rern- 
pine, 
ding 


ylum- 
yrden 
when 
ically 
craft: 
t the 
fused 

feet 
thori- 


rd & 
oston 
endly 
thday 

desk 


side 


- con- 
in the 
since 
to a 
astern 
A. H. 
epart- 
at the 
. been 
1, and 
m the 
since 











May 4, 1940 


1920, from the Pacific Northwest. A slight 
increase in lumber production since 1932 has 
been accompanied by an increase in the con- 
sumption of lumber. Average prices of logs, 
stumpage, and lumber are given. Statistical 
Bulletin No. 70, “Forest Products Statistics of 
the Northeastern States,” may be obtained from 
the Superintendent of Documents, Washington, 
D. C., for 15 cents. 


Port Newark Receipts Gain 


Newark, N. J., April 29—Total lumber 
cargo tonnage at Port Newark increased to 
73,000,000 board feet during the first quarter of 
1940, as compared with 48,000,000 feet last year. 
Shippers, expecting the intercoastal ship short- 
age now existing, brought in as much as pos- 


sible. 
NEW YORK, N. Y. 


The delayed arrival of normal spring weather, 
and the prevailing scarcity of ship space for 
moving West Coast lumber cargoes to Atlantic 
seaboard ports, combined to produce a rather 
drab market through April at the retail yards 
and wholesale offices in this area. The space 
situation is said to be tighter than at any time 
in the past six months. The Maritime Commis- 
sion has taken steps to overcome the shortage 
of ships by bringing back into service a long 
list of those that had been laid up since 1918. 
As soon as reconditioned, four of these boats 
are to be placed on this intercoastal run, two 
having just been purchased by the Luckenbach 
Line at its bid of $198,000 and $189,000, respec- 
tively, and two more by the Weyerhaeuser in- 
terests, at $150,000 and $159,000. Cost of 
reconditioning will approximate $150,000 each, 
and several months will be required to make 
these boats ready for service. All space avail- 
able for May loading and most of the June 
space has been taken. 

Booking of orders calling for water ship- 
ment from West Coast mills is very limited 
and mill prices are easier, while prices for 
all-rail delivery—particularly of No. 2 and 3 
common dimension—are $1 to $1.50 higher 
than they were a week ago. Discount c.i-f. 
docks here on orders booked for mill ship- 
ment lots, when space is available, ranges 
$5@6 from page 16% of the West Coast list, 
with lots f.o.b. from, storage at the same 
range of discounts from page 18. The stock 
of boards has melted rapidly through April. 
Sales of No. 2 have been made as low as 
$30.50 and as high as $31.50, but most offices 
are holding uniformly at $31. There have 
been sales of No. 3 at $27, also as high as 
$28.50, with most sales either at $27.50 or 
$28. Price levels are firmly held by the 
sellers, as spot stocks of unsold lots at the 
docks are very low and, as little ship space 
can be taken up by transit lots, the outlook 
for an adequate supply of either dimension 
or boards later in the season is not promis- 
ing, hence the current activity in sales in 
small lots to dealers from storage at the ter- 
minals. Most such sales of small dimension 
take a discount of $4@5 from page 18 of list 
33, with the discount on the larger timber 
sizes going as low as $1. Shippers are bid- 
ding $1, $2 and $3 above the established 
intercoastal rate of $16 in efforts to secure 
ship space. 

Eastern spruce is handicapped by shortage 
of ship space to move emergency war orders 
overseas. Nearly all of the larger Maine 
mills are out of action as they await the 
arrival of the new log drives. With order 
files heavy enough to absorb the first 
month’s output, there is little pressure to 
sell, and the new price level established two 
weeks ago, both in Maine and the Provinces, 
is firmly held. Most sales of the smaller 
dimension sizes, 2x3-, 4- and 5-inch, deliv- 
ered by rail at Harlem River points, are at 
$36.50@37, with the 2x6- and 7-inch at $38@ 
39, the 6x6- and 8-inch at $40.50@41, and up 
to $44@45 for the 2x10- and 12-inch. There 
is urgent inquiry for dry boards and some 
business is being booked at $36.50@37 for 
t-inch; $38 for 5-inch; $40.50@41 for 6- and 
7T-inch; $42 for 8- and 9-inch, and $45 for 
10- and 12-inch. There are few offerings of 
dimension or random cargoes, with the latter 
held at $36@38 for a full range of sizes. 

It is reported here that the pressure to 
Secure ships to load lumber at eastern Ca- 
nadian ports for England has reached the 
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point where the rate has gone to 350 and 
400 shillings per standard, which means $45 
to $50 per thousand feet for this 3,500-mile 
voyage. 

H. M. Vivian, of Wilkes-Barre, Pa., re- 
cently chosen as chairman of the Intercoastal 
Lumber Distributors Association, has ap- 
pointed standing committees of five to nine 
members each with the following as chair- 
men: Traffic—H. Buckley, A. C. Dutton Lum- 
ber Corp.; Grades—A. P. Leatherbury, Pope 
& Talbot Lumber Co.; Terms and Conditions 
of Sale—L. B. Anderson, Guernsey-Westbrook 
Co.; Industry Relations—J. A. Birkenhead, 
A. C. Dutton Lumber Corp.; Legisiation—F. 
S. McNally, Sherman Lumber Co., Ine. 


Baltimore, Md. 


; NORTH CAROLINA PINE — Improvement 
in the weather has served to stimulate de- 
mand. teceipts have also shown gains, with 
stocks piling up in the Back Basin, though 
it can not be said that anything like conges- 
tion prevails. Here and there, some conces- 
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sions in price were held out, but the list has 
managed to hold up quite well. 


LONGLEAF PINE—Ship yards and other 
large consumers have felt impelled to in- 
erease their purchases, and the distribution 
picked up decidedly last week, during 
part of which favorable weather aided build- 
ing and brought out new orders for lumber. 
The market has held up well. 


CYPRESS—Calls for cypress gained in 
number and importance, and stocks sufficed 
to take care of immediate needs, with prices 
steady. 


WEST COAST WOODS—The main trouble 
of the distributors of spruce, fir and other 
stocks produced in the Far West is still a 
scarcity of ships. Delivery by rail can be 
arranged but distributors are reluctant to 
pay the higher rates, so that large dimen- 
sions have become anything but plentiful. 


HARDWOODS—Domestic business is about 
steady, with neither the prices nor the move- 
ment much changed. There is practically no 
export trade. 
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Gind New Customers 


the quick and easy way in 


Lumbermen’s Credit Rating Book 


This book lists the wholesale buyers of 
lumber and allied products and tells 
where they are. 
of business, gives an accurate estimate 
of purchasing power of each and states 
how they pay their bills. It is always 
up-to-date in all respects because it is 
supplemented twice-a-week. 


Use it for 30 Days on Approval 


If you have not used this specialized service and are there- 
fore not aware of its many helpful features for promoting 
sales and avoiding credit losses, inquire about our 30-day 


Our Collection Department can assist you in 
collecting your past due accounts. 


Lumbermen’s Credit Association Inc. 
608 S. Dearborn St., CHICAGO—99 Wall St., NEW YORK CITY 


It states exact lines 
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To Satisfy Customers, 
and Build Profit- 
Paying Trade, 
Push and Feature 


SABINE 





Southern PINE 


To be sure of getting lumber that's 
good in every way, order SABINE. 
This is the lumber that has every 
modern refinement. All grades Double- 
End Trimmed. Smooth, square, shiny 
edges. Careful seasoning, both air 
and kiln. Accurate manufacturing on 
modern precision machines. Lumber 
that looks better, IS better and SELLS 
better. Common, Finish, Trim, End- 
Matched Y. P. Flooring and Sheathing, 
Oak Flooring, etc. Mixed Cars. Let us 
quote on your needs. 


Sabine Lumber Co. 


SALES OFFICE: 
Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 


H.E.WEBSTEFR 
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KANSAS CITY, MO. 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


Wasuincton, D. C., April 29.—Following is the National Lumber Manufacturers’ 


Associa- 


tion’s report for two weeks ended April 20, and for sixteen weeks ended that date, covering mills 
whose statistics for both 1940 and 1939 are available, and percentage comparisons with statistics 
of identical mills for the corresponding period of 1939: 


Av. No. Per- Per Per 

Mills Production eent Shipments cent Orders cent 
TWO WEEKS: Rpteg. 1940 of 1939 1940 of 1939 1940 of 1939 
Total Softwoods .. 401 421,959,000 105 425,053,000 103 441,943,000 105 
Total Hardwoods... 86 15,816,000 110 16,195,000 99 17,541,000 113 
Total Lumber ..... 469 437,775,000 106 441,248,000 103 459,484,000 105 
Oak Flooring ..... 65 17,608,000 125 16,807,000 125 14,629,000 127 
SIXTEEN WEEKS: 
Total Softwoods... 411 3,021,854,000 1141 3,196,354,000 107 3,286,101,000 110 
Total Hardwoods... 87 142,2 79, 000 105 136,932,000 99 139,853,000 105 
Total Lumber...... 480 3,164,133,000 111 3,333,286,000 106 3,425,954,000 109 
Total Flooring..... 65 123,827,000 118 116,878,000 1411 147,180,000 132 
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RELATION OF UNFILLED ORDERS TO STOCKS 


WASHINGTON, 


D. C., April 29.—Following is statement of seven groups of identical mills of 


unfilled orders and gross stock footage on April 20: 


No. of Mills 


Unfilled Orders 
940 193 


Gross Stocks 
40 193 





Reporting 
TOGR) BOCtWOGGs® .occcvcescse 402 787,901,000 609,895,000 3,508,187,000 3,520,258,000 
Total Hardwuods* ........... 83 55,976,000 43,928,000 359,251,000 401,065,000 
NE I oe nig wie wee ew 471 843,877,000 653,823,000 3,867,438,000 3,921,323,000 
COM WROGNUNE oko bcc tx cee cece 75 66,247,000 49,467,000 80,493,000 92,211,000 


*Of Northern mills, 14 reported on softwood, 


stocks. 


16 on hardwood unfilled orders; 17 mills on 





Western Pine Summary 


PortLAND, Ore., April 27.—The Western 
Pine Association reports as follows on operation 
of identical Inland Empire and California mills 
during the two weeks ended April 20: 


Report of an Average of 113 Mills: 
Total for 2 weeks ended 
Apr. 20, 1940 Apr. 22, 1939 
137,038,000 139,480,000 
137,726,000 135,253,000 
141,292,000 134,235,000 


Report of 115 Identical Mills: 
Avr. 20,1940 Apr. 22, 1939 
Unfilled orders... 238,072,000 169,941,000 
Gross stocks .1,478,497,000 1,479,011,000 


Report of 113 Identical Mills: 
-——- Total for Year————, 
1940 1939 
Production ...... 837,369,000 710,809,000 
Shipments ...... 1,061,974,000 970,665,000 
er 1,082,335,000 924,432,000 


Production ...... 
Shipments ....... 
Orders Received. 


Southern Pine Statistics 


[Special telegram to AMERICAN LuMBERMAN) 
New Orteans, La., May 1.—Following is 
a summary of reports from southern pine mills 
for two weeks ended April 27: 


Average weekly number of mills, 124 


Units,+ 94 
Two Weeks 
Three-year average production*... 57,048,000 
MOCHEE BPEGRUCTION. .. 2 oc cc ccsccscce 54,070,000 
errr rere rere: 
ee 59,843,000 


Number of mills, 113, Units,+ 90 
On April 27, 1940 
CN OMENS os owicicsacwns seas 60,646,000 
reer rrr ee 362,911,000 
*Oct. 26, 1936, to Oct. 28, 1939. 


TUnit is 304,000 feet of “3-year average” 
production. 





Issues Booklet on Clear Soft Pine Paneling 


An attractive booklet describing and illustrat- 
ing the uses of clear soft pine as paneling ma- 
terial has just been issued by the Arkansas Soft 
Pine Bureau. The booklet, “Which Pine for 
Paneled Walls?” traces the use of pine panel- 
ing in the various styles of architecture that 
have been developed. Suggested styles of pan- 
eling are shown in many attractive installations 
and the booklet also contains finishing instruc- 


tions for bleached pine, suede finishing effects, 
dull wax finish, enamel finish, stained varnish 
finish and natural varnish finish. The booklet 
also contains a looseleaf work sheet and panel 
detail sheets which show the designs and pat- 
terns that are available. The work sheet and 
detail sheets are for easier selection and layout 
of paneling work. This material is obtainable 
from the Arkansas Soft Pine Bureau, Boyle 
Building, Little Rock, Ark. 


AN INEXPENSIVE WAY TO BEAUTIFY YOUR WALLS WITH ARKANSAS SOFT PINE PANELING 
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W.T.SMITH LUMBER CO. 








LEMIEUX BROS.,INC. 


FORESTERS — TIMBER ESTIMATORS 
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gS Handbook Written by Guild 

cia- | Dealers Is Released 

_ A new supplementary handbook for building 
material dealers using the National Housing 

- Guild system sponsored by Johns-Manville has 


nt been announced by Arthur A. Hood, director 


a 
1939 of the Guild. “Making the Most of Your Man- The adder Wi h ’ 
Bs power” is the title of the book, which was S 


written by Guild dealers. Mr. Hood stated 


















































4 that the book is a compendium of operating de- : 
27 tails in connection with the use and application Ladder days are here again, Mr. Lumber 
of the Housing Guild program, compiled by a Dealer. Babcock Ladders are better than 
i? group of dealers on the eastern shore of New , ever. Make this line your leader. 
Jersey who organized themselves into the . . 
4 Monmouth-Ocean County Guild Club. These “is Babcock Extension Ladders and Single 
es dealers compiled the book because they felt a adders now are equipped with heavy 
> need for a book supplementary to the “Guild cadmium plated steel rung braces—tying 
cS Handbook of Management” that would cover , all four corners—giving greater strength 
more specifically the operating and organization and rigidity, assuring longer life. This is 
s of details necessary to the day-by-day application f th saet teaiel ; 
li of the Guild plan. “Making the Most of Your aa ¢ € greatest ladaer improvements 
Manpower” is available, it is announced, to D4 z ever made. 
those Housing Guild dealers who have set up | © ) a For Babcock Ladders we use selected air- 
000 either the Guild “lead control” system, or : 
000 “order control” system, or both, as those dealers e] © a Aeroplane and Ladder stock Spruce. 
000 will be able to make the most effective use of “| H : U trong, rigid, of modern design and care- 
"000 the book. res] ~~ ful manufacture, these ladders are light in 
: en = ~~ weight, easy to handle, safe to use. 
— ° i} Ladders now are needed in homes, farms, 
Ads, Broadcasts, Dis- * > stores, schools, hotels, hospitals, shops. 
: Needed by carpenters, painters, steam- 
plays Help Sell Paint \ ~% g fitters, plumbers and electricians. Sell the 
Fle (Continued from Page 54) HL Hl = Mo Babcock line. 
ual and must be measured to fit exactly. how Steel TT) £ = TRY A SAMPLE SHIPMENT. You'll like the 
Two grades are sold, one costing twice Rung — A = wz way they sell. Sample ladders furnished 
* as much as the other. Windows in the sania for display. Today, write for informa‘ion. 
000 outer office are fitted with the cheaper 


yor line, while the more expensive type hang Th W., W., R b M4 C B th, N. Y. 
},000 i ’ Ge 
000 in the windows of Mr. Tomlin’s office. e a coc 0., a 


on Slats and tape in any color desired by 

000 a customer is secured for him from St. 

1,000 Louis. During the three years which the 
. Five Points Lumber Co. has handled Lo 

- blinds a number have been sold to home | > A S | | > 33 S ) > F | F 


owners. 





Window guards are companion goods 
for house openings and quite a number 











is sold over a year’s time. Made of iron 
| in ornamental designs by a Memphis con- 
— cern, the guards are constructed to fit 
aie particular windows. They are advertised, 
vanel and displayed on the windows of the of- 
pat- fice building. 
and 
— MILL BUSY ALL THE TIME 
soyle The company has one of the most com- 


plete mills which this AMERICAN LuM- 

BERMAN representative has ever come 
“ across in his travels. It occupies an en- 
tire building in the yard, and is equipped 
to turn out even such artful millwork as 
stairways and elaborately beautiful hand- 
rails. C. E. Davis is the mill foreman, 
and was paid a tribute by one of the men 
in the office who declared that, “Davis 
has never been stumped yet.” The mill 
has been operated for five years and is 
kept busy the year ‘round. 

Store counters are often built in the Write for com- 

mill and delivered ready for business. plete dealer information 
They are frequently faced with a durable 








; : , L HEATILATOR COMPANY 
walltile which makes cleaning simple 585 E. Brighton Ave., Syracuse, N. Y. 


and quickly done. A counter had been E Fi 
built for a Jackson drugstore shortly be- H ATILATOR 
ta fore the writer called at the yard, and replace 


proved entirely satisfactory to the owner. 
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Newsy Notes of Persons and Places 


and OFFICE 








J. W. Williams, secretary of the California 
Redwood Association, recently paid a visit to 
mills in the redwood belt. 


Don Lawrence, assistant general manager of 
the Weyerhaeuser Sales Co., Spokane, Wash., 
is on a six-weeks’ eastern trip. 

Jack West and John Hale of the Western 
Pine Manufacturing Co. Ltd., Spokane, have re- 
turned from a week’s business trip to Denver, 
Colo. 


Otto Lieber, Lieber Lumber & Millwork Co., 
Neenah, Wis., is co-chairman of a committee 
which is planning formation of a Neenah Busi- 
ness Men’s Association. 


Jess Schwarz, manager of the Crescent Shin- 
gle Co., Kelso, Wash., was a recent speaker be- 
tore the Kelso Chamber of Commerce, discus- 
sing conditions in the shingle industry. 


E. L. Green, vice president in charge of sales, 
and Mason L. Kline, sales engineer, Union 
Lumber Co., Tuolumne, Calif., called on Balti- 
Mountain States territory on a business trip. 


The main building of the Fremont (Ind.) 
Lumber & Coal Co. was destroyed by fire of 
undetermined origin recently. Damage was es- 
timated at $35,000 to $45,000 with part insur- 
ance. 


P. J. Herin, sales manager of the West Side 
Lumber Co., Tuolumne, Calif., called on Balti- 
more trade while on an eastern trip the week of 
April 15. He reported business as showing 
signs of expansion. 


J. S. Miller, who has been in the retail 
lumber business in the same location in Mokane, 
Mo., for 45 years, has sold the business to 
Becker Brothers Lumber Co. of Steedman and 
will retire. Mr. Miller is 87. 


C. T. O’Connor of the wholesale lumber firm 
of that name in San Francisco will leave shortly 
on an extended business trip throughout the 
eastern States and up into Canada. Mr. O’Con- 
nor deals principally in the California pines. 


J. D. Andrews was elected president of the 
Andrews Lumber & Mill Co. at the annual 
meeting in Jacksonville, Ill., recently. He suc- 
ceeds F. J. Andrews, who was named vice- 
president. William Morgan was re-elected sec- 
retary-treasurer. 

The Rounds Trading Co. of San Francisco 
has opened a branch office in Washington, D. C., 
from which the Atlantic Coast exporting busi- 
ness will be handled. Guy E. Smith, manager 
of the firm, opened the office while on a busi- 
ness trip in the East. 


Robert L. Steele, III, former lumberman of 
Rockingham, N. C., is a candidate for Demo- 
cratic nomination for Congress from the eighth 
district of the State. He was in the lumber 
business for fourteen years, retiring when his 
uninsured plant was destroyed by fire a year 
ago. 


John Klass, eastern sales manager of the 
Bark Products Division of the Pacific Lumber 
Co. with headquarters in Chicago, called at the 
office of the MacLea Lumber Co. in Baltimore, 
Md., on April 19. He was making his semi- 
annual visit to eastern distributors of the com- 
pany. 

Recent visitors to the Buffalo lumber trade 
included: D. W. Gossard, White River Lum- 
ber Co., Enumclaw, Wash.; John H. Eberman, 
Richmond Cedar Works, Norfolk, Va., and 
F,. J. Parker, Chicago, field engineer of the 
Pacific Coast Shingle Inspection Bureau, Inc., 
Seattle, Wash. 


Roderic Olzendam, public relations director 


for the Weyerhaeuser Timber Co., was the prin- 
cipal speaker at a dinner meeting of the Puget 
Sound Bank Auditors’ Conference held April 
17 at the Tacoma Club in Tacoma, Wash. His 
subject was “On and Off the Job in Wash- 
ington State.” 


R. T. Jones, Jr., vice-president of the R. T. 
Jones Lumber Co., North Tonawanda, N. Y., 
gave a talk at the weekly meeting of the 
Buffalo Lumber Exchange on April 19. He 
predicted an increase in the building of homes 
during the remainder of this year, particularly 
those of low cost. 


Harold Johns, for many years associated with 
his father, Paul H. Johns, in operation of the 
City Lumber Co. in Tacoma, Wash., which re- 
cently was partially destroyed by fire, has joined 
the sales staff of the Coast Sash & Door Co., 
also of Tacoma. Wesley Ohlson is president 
of the latter concern. 





Atkins Appoints New Chief Sales 
Engineer, Industrial Division 


INDIANAPOLIS, IND., April 29.—E. C. Atkins 
& Co., manufacturers of saws, announce the ap- 
pointment of J. A. 
St. Clair as chief 
sales engineer of the 
industrial division. 
Mr. St. Clair has 
been with the Atkins 
company since 1901 
and has served in 
several important ca- 
pacities. He started 





J. A. ST. CLAIR 
Indianapolis, Ind.; 
Chief Industrial 
Sales Engineer 





as shipping clerk 
and from there was 
transferred and had 
charge of the manu- 
facture of cross cut 
saws; then super- 
visor of small tool 
and cross cut saw 
handle department. He was put in charge of 
the supervision of the manufacture of all cir- 
cular wood and metal saws, and meat knives. 
For the past several years he has worked in 
the capacity of engineer in the engineering de- 
partment, and had charge of the service 
department. 





George Peterson, Edward Bast and Walter 
Lowe have organized the Island Shingle Co., 
which will operate a small shingle mill on Laid- 
law Island near Aberdeen, Wash. Mr. Peter- 
son and Mr. Bast formerly operated a shingle 
mill on the island, and Mr. Lowe was in the 
shingle business at Aloha, Wash. 


Howard Van Ness, Newark, N. J., developer 
of subdivisions, has announced formation of the 
Breton Woods Lumber Co., to supply materials 
for the construction requirements at his de- 
velopments, where 22 cottages are now in vari- 
ous stages of completion. Mr. Van Ness ex- 
pects to put special emphasis on cypress because 
of its durability. 


The business and property of the Belvidere 
(Iil.) Lumber & Fuel Co. were purchased 
April 22 by Hal C. Greef and Frederick W. 
Shappert, Jr., both of Belvidere. Mr. Greef 
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will continue as manager of the concern. The 
new owners plan to apply for a charter to 
incorporate the business as the Belvidere Lum- 
ber & Fuel Co., Inc. 


Miss Nancy Reeder, daughter of the Chicago 
wholesale lumberman, M. D. Reeder, and Mrs. 
Reeder, will sing the feminine lead in the opera, 
“Rigoletto,” May 5, in the Chicago Women’s 
Club Theater. The opera by Guiseppe Verdi is 
being presented by the American Opera Com- 
pany. Miss Reeder sang with the Milwaukee 
Opera Company two years ago. 


Recent visitors to California included: L. A. 
Woitishek, Woitishek Lumber Co., Las Vegas, 
Nev.; J. H. Bloedel, president of Bloedel Dono- 
van Lumber Mills, Seattle, Wash.; C. H. In- 
gram, general manager, Weyerhaeuser Timber 
Co., Tacoma, Wash.; A. W. Clapp, member of 
the executive committee, Weyerhaeuser Timber 
Co., St. Paul, Minn.; E. A. Blocklinger, Chilo- 
quin (Ore.) Lumber Co., and John Vosmek, 
sales manager of the rail department of Dant & 
Russell, Inc., Portland, Ore. 


Grant Dixon, president of the Western Pine 
Manutacturing Co., Spokane, Wash., and also 
president of the National Wooden Box Asso- 
ciation, seems in line for designation as the 
“flying lumberman.” The middle of April he 
flew to San Francisco for a couple of days stay 
there. He has to be there again on May 4 and 
in Washington on May 16 and he will make 
both trips by air. Hal Dixon, vice-president 
and manager of the company, is in New York 
on business. 


O. Z. Brewer, president of the Brewer Pine 
Box Co., Spokane, has returned from an ex- 
tended eastern business trip. At the meeting of 
the Timber Products Bureau April 24, Mr. 
Brewer reported that buyers of box shook in 
various parts of the world who have been se- 
curing their supplies from Finland and Sweden 
in years past now are looking to this country 
as a source of supply. Mr. Brewer pointed out 
the difference in specification requirements 
which make it difficult for Inland Empire mills 
to meet this demand. 


Advancement of Kenneth P. Davis, head of 
the division of silvicultural research in the 
Northern Rocky Mountain Forest and Range 
Experiment Station for the past three years, 
to the division of forest management research 
of the Forest Service in Washington, D. C., 
effective April 18, is announced. Mr. Davis will 
assist Dr. I. T. Haig, formerly on the staff 
of the Northern Rocky Mountain station and 
now in charge of forest management research 
for the entire country. The work will involve 
review and supervision of all research work in 
the field of forest management under way at 
13 regional research stations of the Forest 
Service, 12 in the States, and 1 in Puerto Rico. 


A recent visitor in Chicago was Harold J. 
Ford, sales manager of Yosemite Sugar Pine 
Lumber Co., Merced Falls, Calif., who is on a 
two-months’ eastern trip calling on the com- 
pany’s sales connections. The company’s 1940 
cut will be approximately 45,000,000 feet of 
California sugar pine and Ponderosa pine. After 
leaving Chicago, Mr. Ford expected to visit a 
number of points in eastern Canada, the New 
England and Atlantic States. On his return he 
will again pass through Chicago and then swing 
into the Southeast and certain southern points, 
thence through Texas and back to the mill at 
Merced Falls. Mr. Ford reports finding cus- 
tomers and connections relatively optimistic and 
believes this will be a fairly favorable year for 
the lumber industry. 





Company May Move 


ABERDEEN, WASH., April 27.—Headquarters 
for Schafer Brothers logging and mill enter- 
prises probably will be moved from Montesano 
to Aberdeen, Peter Schafer, manager of the 
company, announced here yesterday. He said a 
site is being prepared for an office building near 
Schafer mill No. 4, its main sawmill opera- 
tion. The company has maintained its head- 
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quarters at Montesano during its entire exist- 
ence, but at present its shingle plant is its only 
operation in that city. The company also has 
extensive logging operations on Grays Harbor 
and in the Olympic peninsula district. 





RETAIL YARD CHANGES 


Hasty, CoLto.—Following the recent resigna- 
tion of Ralph Mendenhall, Mike O’Leary has 
arrived here to serve as manager of the Pioneer 
Lumber Co. 


Atwoop, Irt.—H. M. Holtfreter has been 
appointed new manager of the Atwood Lumber 
& Coal Co., effective May 1. Mr. Holtfreter 
comes to Atwood from Weldon where he was 
manager of the Weldon Lumber Co., owned 
by the Midland Lumber Co. Mr. Holtfreter 
succeeds W. B. Offenstein, who resigned as 
manager of the Atwood Lumber & Coal Co. 


ALDEN, N. Y.—Richard W. Adolf is the new 
general manager of W. J. Pfeil, Inc., it was 
announced by William E. Pfeil, treasurer. 


Ciara City, Minn.—A. C. Schoenfelder, 
formerly of Morgan, is the new manager of 
the Clara City Lumber Co. 


NorFoLk, NeEsr.—Announcement has _ been 
made that Cecil King is the new manager of 
the Chicago Lumber Co. Mr. King previously 


managed the Belgrade Lumber Co. at Belgrade. © 


ARKANSAS City, Kan.—M. L. Harris has 
been appointed manager of the Badger Lumber 
Co. at Arkansas City. 


3LOOMER, Wis.—Arthur P. Anderson is the 
new manager of the O & N Lumber Co. Mr. 
Anderson comes here from Menomonie where 
he was employed by another branch of the same 
firm. 


CoLtorapo City, TEx.—J. D. Norman is the 
new manager of the Higginbotham-Bartlett 
Lumber. Co., here, which was formerly the 
Berry-Fee Lumber Co., Inc. 


Hammonp, La.—Removal of the general of- 
fices of the Natalbany Lumber Company, Inc., 
from Hammond, La., to Canton, Miss., will be 
effected between July 1 and 15. Operations 
hitherto conducted at Hammond and at Natal- 
bany, La., will be conducted at Canton. Fifty 
of the personnel will be transferred. 


New Orteans—J. L. Watson, Jr., has just 
returned to New Orleans after a several months’ 
trip to the east coast of South America on a 
Mississippi Shipping Company vessel. Mr. 
Watson is scheduled to join his father, J. L. 
Watson, Sr., in the operation of the retail yard 
of the Watson Lumber Company, Troy, IIli- 
nois. 


TRUCKEE, CaLir.—Charles B. Cross, new 
manager of the Truckee-Tahoe Lumber Co. has 
arrived from San Francisco to take charge of 
the two yards and will maintain headquarters 
at Tahoe City. Tony Pace has been named as- 
sistant manager for the firm and will be in 
charge of the Truckee yards and mill. 


E_mwoop, Nepr.—Morris Penterman is the 
new manager of the T. W. Engles Lumber Co. 
here. Mr. Morris was in the employ of the 
yard before his appointment as manager, the 
latter appointment coming with the resignation 
of Mr. Nelson. 


WAKEFIELD, NEsr.—Chris Neu has been ap- 
pointed manager of the Fullerton Lumber Co. 
to succeed C. J. A. Larson, who has resigned 
to devote his time to farming. Mr. Neu comes 
here from Corsica, S. D. Mr. Larson has been 
connected with the. lumber business in Wake- 
field for the past 35 years although the firm 
name has changed several times. 


Rockrorp, Itt.—Earl M. Kelley has joined 
the Highland Lumber and Fuel Co. according 
to an announcement by Bert Youngquist, presi- 
dent. For a number of years Mr. Kelley has 
been associated with the lumber and fuel in- 
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terests in Rockford and his appointment is part 
of the Highland Lumber and Fuel Company’s 
expansion program. 





Spruce Scales 30,000 Board Feet 


ABERDEEN, WaAsH., April 27.—Loggers last 
week brought out from the woods between here 
and Raymond one of those Paul Bunyanesque 
trees that are fast disappearing from a region 
where huge timbers were once more or less 
commonplace. 

The tree, a spruce, was logged by Ed Mal- 
inowski of the Newskah Timber Co. It was cut 
into three 32-foot logs and scaled 30,000 board 
feet. The largest “cut” scaled 12,000 feet and 
measured almost 12 feet in diameter at the butt. 
It took the fallers six hours to bring the tree 
down. Malinowski said another spruce tree 13 
feet in diameter is standing in the same area 
and will be felled soon. 





Lumber Treating Company Moves 
Offices and Laboratory 


The American Lumber & Treating Co. an- 
nounces removal of its offices and laboratory, 
effective May 1, to the McCormick Bldg., 332 
South Michigan Avenue, Chicago. 

This move brings the company’s home office 
and its laboratory, located for the past five 
years at separate addresses, under one roof. 
Executive, operating and sales offices are in 
Suite 1650, while the technical offices and labora- 
tory occupy Suite 2034, in the top story of the 
building. 

The new laboratory, designed for chemical 
and physical research, as well as routine control 
of operations for the company’s 14 wood pre- 
serving plants, is onejof the most completely 
equipped of its type in the industry. 





Employees Publish Spring Edition of 
Company's House Organ 


WasHIncTon, D. C., April 29—The Log, at- 
tractive house organ of Hechinger Co. here, has 
just appeared arrayed in a new Spring dress. 
This publication is prepared by the employees 
of the company and is mimeographed on several. 
different colors of paper. Featured in this issue, 
which is Vol. VI, No. 33, is an editorial dis- 
cussing the power of good example and cour- 
tesy to customers, many pages of newsy per- 
sonals from the various departments, and a 
sales message for the salesmen of the firm. 

The issue contains 19 pages and is well illus- 
trated with cartoons and line drawings. 





New Plywood Company Head 
Experienced in Field 


ABERDEEN, WAsSH., April 27—V. A. Nyman, 
general manager of the Aberdeen Plywood Co. 
plant here from 1927 until its destruction by fire 
last March 1, this week was named manager of 
the American Plywood Corp., a new $500,000 
plywood plant, to be built in Aberdeen. To- 
gether with Albert Schafer of Montesano and 
Peter Lewellen of Woodland, he will serve on 
the board of directors to represent the man- 
agement group of the new concern, which has 
pledged more than $350,000 toward the plant. 

Roy K. Purkey, Ed Lundgren and George 
Gauntlett, all of Aberdeen, have been chosen 
directors to represent the small stockholders 
who have pledged an additional $100,000 in a 
community drive for funds with which to build 
the plant. The six directors named above have 
chosen Fred McCready, veteran Grays Harbor 
lumberman, the seventh member of the Board. 
Mr. Nyman said that machinery for the new 
plant already has been ordered and that opera- 
tion will begin as soon as the plant can be built 
and the machinery installed, which will be 
about Sept. 1. 
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Hymeneal 


Mr. and Mrs. J. P. Simpson of Tacoma, 
Wash., have announced the engagement of 
their daughter, Miss Susan Simpson, to Rob- 
ert McLeod Sanders of Tacoma, son of Mr. 
and Mrs. George Sanders of Yelm, Wash. Mr. 
Simpson is vice president and manager of the 
Buffelen Lumber & Manufacturing Company 
of Tacoma and is vice president of the Buf- 
felen Furniture-Company, also of Tacoma. 
Miss Simpson attended Washington State 
College, where she was a member of the 
glee club and of Kappa Kappa Gamma soror- 
ity. Mr. Sanders also attended Washington 
State College where he was affiliated with 
Beta Theta Pi fraternity. The wedding has 
been set for June 4. 


STRATMANN-SCHILLING—Miss_ Florence 
Schilling, daughter of Mr. and Mrs. Dominic 
N. Schilling, Belleville, Ill., was married to 
Albert Stratmann of Evansville, Ill., April 17, 
in St. Luke’s Catholic Church, Belleville. Mr. 
Stratmann operates the Anton Stratmann & 
Son Lumber Co., E'vansville, Ill. 


WYATT-FORD—Miss Naomi Cecelia Ford, 
daughter of Mr. and Mrs. Sylvester J. Ford 
was married to Edmond Milligan Wyatt, son 
of Dr. Inzer B. Wyatt and Mrs. Wyatt of 
Huntsville, Ala., in Louisville, Ky., March 30. 
Following a trip to Florida and Cuba Mr. 
and Mrs. Wyatt will live at the Douglass 
Arms Apts. on Douglass Blvd., Louisville. Mr. 
Wyatt is the Southern Indiana representa- 
tive for Wyatt & Bishop, wholesale lumber 
company, Louisville. 





GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 














Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. “a Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 














Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 


Car Door Lumber Rollers Sectional Board Rules 























Surface Measure 


ESTIMATOR 


Anew publication covering in the most complete 
manner the whole field of surface measure as 

plied to rapid qnienating: of contents of fractional 

sizes of lumber, veneer, fibre boardand stock used 

re of interior and exterior finish, 

blinas, door and window 

for circular containing 


in the man 

— doors, 
es, etc , etc. 

sample pages. 


Pocket Size (434 x 6%4’’) $5.00, Pestpaid. 
American Lumberman 


431 So. Dearborn St., CHICAGO, ILL. 
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THE BUSINESS RECORD 








New Ventures 


CALIFORNIA. Bellflower—McNab-Smith Lum- 
ber Co., Artesia and Woodruff Sts. nas been issued 
a certificate to conduct business under that name. 

Burbank—Home Builders Lumber Co., 732 W. 
Victory Blvd. has been issued a certificate to con- 
duct business under that name. 

Fresno—Gibson Flaning Mill Co., 3811 Ventura 
Ave., has been issued a certificate to conduct busi- 
ness under that name. 

Long Beach—Holloway-Jordan Lumber Co., 2739 
E. State St., has been recently organized by I. C. 
Holloway, formerly with the Consolidated Lumber 
Co. and C. R. Jordan, formerly with the South- 
western Sash & Door Co., Phoenix, Ariz. 

Los Angeles—California No-Draft Door Co., 8423 
S. Alameda St., has been issued a certificate to 
conduct business under that name. 

San Diego—Eastside Lumber Co., 4748 El Cajon 
Ave., has been issued a certificate to conduct busi- 
ness under that name. 

MASSACHUSETTS. Springfield—Oliver Lumber 
Co., 233 Page Blvd., has recently established an 
office, warehouse and yard to engage in a gen- 
eral retail lumber and building materials busi- 
ness. John M. Oliver, until recently general man- 
ager and assistant treasurer of the Hampden 
Lumber Co., is the president and treasurer. 

MISSOURI. Festus — J. W. Harbour, formerly 
with Waggener Store Co., has recently opened a 
lumber yard at the Herculaneum Wye on high- 
way 61. 

OHIO. Columbus—Southern Lumber & Prod- 
ucts Co., 3634 E. Broad St., has recently been 
formed by W. A. Sands, president, Ohio Bureau 
of Credits (Inc.), to wholesale and retail Georgia 
pine. 

TEXAS. Alice—J. E. Moore Lumber Co., is 
building a new lumber yard at Fourth and King 
Sts. The company will handle a full line of lum- 
ber and building materials. 





Business Changes 


ARIZONA. Phoenix—Western Lumber & Equip- 
ment Co. succeeded by Triangle Lumber Co. 

ARKANSAS. Mount Holly—Mount Holly Lum- 
ber Co. succeeded by Anthony Lumber Co., Gar- 
land Anthony and Earl Prince, proprietors. 


CALIFORNIA. Torrance—Consolidated Lumber 
Co. succeeded by Pioneer Lumber Co. 

COLORADO. Glenwood Springs — Independent 
Lumber Co. succeeded by United Lumber & Mer- 
ehandising Co. 

FLORIDA. Jacksonville — Jaxon Manufacturing 
Co. succeeded by Rankin Lumber Co., Matthew 
Rankin, proprietor. 

GEORGIA. Monticello—U. S. Bobbin & Shuttle 
Co. succeeded by Jordan Manufacturing Co. 

ILLINOIS. Bensenville—George E. Franzen Co., 
lumber yard, succeeded by W. F. Mess. 

New Holland—New Holland Lumber Co., branch 
of the Midland Lumber Co., purchased by the 
Spelman Lumber Co., Lincoln. Edward Ginther 
will continue as manager. 

INDIANA. Hudson—-Ashley-Hudson Lumber Co., 
lumber yard assets sold to Angola Lumber Co., 
Angola, Ind. 

Mount Summit—F. P. Ice & Son lumber yard 
succeeded by F. P. Ice Lumber Co. 

KENTUCKY. Glasgow—Hardin Lumber Co., 
destroyed by fire recently, purchased by Robert 
Lynn. Modern machinery will be installed in the 
new mill and name changed to Lynn Lumber Co. 
(Inc.) 

Willow Shade—Harvey & Breeding succeeded 
by W. E. Breeding. 

LOUISIANA. New Orleans—J. F. Guenther- 
Sigler Lumber Co. (Inc.) succeeded by Julius F. 
Guenther. 


MICHIGAN. Blissfield—Fingerle 
succeeded by Goble Lumber Co. 
Clayton M. Goble. 

Niles—B. R. Randall Lumber Co. succeeded by 
Wayne Street Lumber & Coal Co., Charles A. Ran- 
dall, proprietor. 

MINNESOTA. Minneapolis—Red River Lumber 
Co., retail lumber yard, succeeded by Melone- 
Bovey Lumber Co. 


MISSOURI. Mokane—J. S. Miller lumber busi- 
ness purchased by Becker Brothers of Steedman. 

Saint Genevieve—F. X. Falk Lumber Co. pur- 
chased by Ste. Genevieve Lumber & Realty Co. 
The yard will be closed. 

NEBRASKA. Broken Bow—Broken Bow Lum- 
ber & Coal Co. purchased by J. H. Melville Lum- 
ber Co. 

Kenesaw—Schlueter Lumber Co. lumber yard 
purchased by S. E. Smith & Sons of Shelton and 
W. W. Gallup of Alda. Jacques Smith of Shel- 
ton Lumber & Hardware Co. will be manager of 
the Kenesaw yard. 

OKLAHOMA. Ada—P. B. Wilson Lumber Co. 
purchased by A. L. Wilson and Keith Wilson. 
M. lL. Groves of Anadarko will be manager. 

Tulsa—Stock Yards Lumber & Supply Co. suc- 
ceeded by Tulsa Lumber Corp. 

OREGON. Blachly—Triangle Lumber Co. suc- 
ceeded by Triangle Lake Lumber Co. 

Pendleton—Milton Box Co. (Inc.) succeeded by 
Harris Pine Mills (Inc.) 

PENNSYLVANIA. Birdsboro—Focht & Lacey 
(Inec.) succeeded by John B. Lacey. 

SOUTH CAROLINA. Aiken—J. L. Williamson 


Lumber Co. 
Purchased by 


Lumber Co. succeeded by Carolina Lumber & Sup- 
ply Co. 

Gaffney—MecMillan Lumber Co. succeeded by 
Gaffney Lumber Co. 

TEXAS. Dallas—J. B. King & Co. succeeded 
by J. B. King Lumber Co. 

Wichita Falls—Wichita Falls Lumber Co. pur- 
chased by Marion D. and Maurice L. Stephens, 
will operate as the Wichita Lumber Co. 


WASHINGTON. Okanogan—Okanogan Lumber 
Co. purchased by Darwin Hughes of Chelan. 

Pasco—Frank Rooney, former manager of Pot- 
latch Yards, has purchased the interest of Tom 
Pfliger in the Twin City Lumber Co. He will be 
associated with William Skinner. 


WEST VIRGINIA. Spencer—Spencer Lumber & 
Trading Co. purchased by C. A. Parrish & Co. 


WISCONSIN, Arlington—Bell & Nelson Lum- 
ber Co. succeeded by Gessner Lumber Co. 

Fifield—Eugene E,. Patterson succeeded by Pat- 
terson Lumber Co. 

Hillsboro—Nuzum Bros. Lumber Co. succeeded 
by L. G. Nuzum Lumber Co. 

_ Montfort—Montfort Lumber Co. succeeded by 
Eastman-Cartwright Lumber Co., with headquar- 
ters at Lancaster. 








Incorporations 


_ CONNECTICUT. Hartford—Middlebury Lumber 
Co. (Inc.) Irving Pivnick, Charles A. Durling, and 
James F. Kissane are incorporators. 


INDIANA. South Bend—Defrees Lumber & 

Supply Co.; lumber, oils, paints, hardware. Frank 

c Defrees, Charles J. Mumford, Max A, Auker- 

man and Victor W. Defrees are incorporators. 

: MICHIGAN. Detroit—Swain Lumber Co.; $25,000. 

General Lumber Business. 

_ NORTH CAROLINA. Mocksville—Caudell-Rob- 

inson Lumber Co.; to make and sell lumber. 
VIRGINIA. Norfolk—Ted Parks (Inc.), $25,000; 

to deal in floor and building supplies. 


CANADA. Vancouver, B. C.—Coast Range Tim- 
ber Co., Ltd., $10,000 to engage in business as 


timber merchants. 


Casualties 


_ ARKANSAS. Little Rock—E. L. Bruce Co. suf- 
fered loss of between $50,000 and $75,000 when 
fire destroyed three dry kilns and 200,000 feet of 
lumber. Loss is covered by insurance. There will 
be no interruption in operations at the plant. 


INDIANA. Evansville — American Woodkraft 
Corp. had part of plant near here burned, with 
loss of $10,000 in finished stock and materials and 
$20,000 loss to machinery and building. Part of 
the loss is covered by insurance. Will rebuild. 

Spencer—Spencer Wood Products Co. damaged 
about $1,000 by fire. 


IOWA. Linby—Oscar Steigleder lumber yard 
suffered loss by fire, estimated at $6,000, partly 
covered by insurance. ‘ 
_ NORTH CAROLINA. Denton—Johnson Lumber 
Co. plant destroyed by fire, with loss estimated 
between $7,000 and $8,000; no insurance. Probably 
will rebuild. The company’s Greensboro plant will 
handle the business of the Denton plant. 


New Mills and Equipment 


_ ARKANSAS. .N. Little Rock—Pittman Handle 
naa is rebuilding plant recently destroyed by 
re. 

MISSISSIPPI. Jackson—Great Southern Box 
Co. has started construction of a new plant, 
80 x 260-feet, to be in operation June 1. 


WASHINGTON. South Bend—Linscott Manu- 
facturing Co. of Centralia is installing a new 
woodworking plant in connection with the Ray- 
mond Lumber Co. mill. 

Spokane—Lincoln Lumber Co, is building a new 
sawmill near the old village of Peach. 


CANADA. New Westminster, B. C.—B. C. 
Manufacturing Co. is erecting a new box factory 
and planer mill to replace building recently de- 
stroyed by fire. 

Vancouver, B. C.—Timber  Preservers, Ltd., 
have started construction of a new mill at South 
ho aro gua to replace the unit destroyed by fire 
as all. 





St. Louis Hardware Firm in 
Negotiation for Purchase 
of Competitor 


Shapleigh Hardware Co., St. Louis, Mo., 
has entered into negotiations, initiated by the 
Simmons Companies, for the purchase of the 
assets of the Simmons Hardware and Paint 
Company of Missouri, Simmons Hardware Co., 
Mound City Paint and Color Co., and Simmons 
Warehouse Co. Proceedings have progressed 
to the point of signing a contract looking for- 
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ward toward the sale of all their assets by the 
Simmons Companies to the Shapleigh Hard- 
ware Co. The contract to become effective 
must be approved by the requisite number of 
stockholders of the Simmons Hardware and 
Paint Co., and a notice has been mailed to the 
stockholders requesting their approval of this 
sale, delivery to be effective June 24, 1940. 

The history of the wholesale hardware busi- 
ness in St. Louis is, to a considerable extent, 
the story of these two hardware houses which 
were established many years ago and which 
have played a leading part in giving St. Louis 
its preeminence as a hardware market in the 
United States. 

The proposed deal involves payments by the 
Shapleigh Hardware Co. to the Simmons Hard- 
ware and Paint Co. and its _ subsidiaries, 
amounting to approximately $2,700,000. The 
Shapleigh Hardware Co. will continue the Keen 
Kutter and all other lines of the Simmons 
Hardware Co. which it finds expedient and all 
employees of the Simmons Hardware Co. 
which it can profitably employ. 

They expect that the resultant business will 
enjoy the goodwill and trade possessed by 
both the Shapleigh Hardware Co. and the 
Simmons Companies and thus enable St. Louis 
to maintain its leadership as a hardware center. 
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Jn Cleveland 
HOTEL HOLLENDEN 





Jn Columbus 
THE NEIL HOUSE 





Jn Akron 
THE MAYFLOWER 


In Corning, h. i. 
BARON STEUBEN 
HOTEL 


Jn Jamestown, h. lf. 

THE JAMESTOWN 
and 

THE SAMUELS 





Have You a 
Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 


and turpentine economically? ‘‘Logging’’ will tell 
you how. An_ invaluable 
r 


ence book for loggin 
cupestbamndeate, oie LOGGING 
~ By Ralph C. Bryant 

Cloth, Postpaid $4.50. 
431 S. Dearborn 
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OBITUARY RECORD 








A notice of the death of A. L. Osborn, na- 
tional lumber figure of Oshkosh, Wis., appears 
on page 60. 





Cc. D. JOHNSON of the C. D. Johnson Lum- 
ber Corp., Portland, Ore., died May 2. Com- 
plete details will appear in the May 18 issue. 








FRED BRINGARDNER, SR., 58, president 
of Bringardner Lumber Co. and long a 
prominent figure in the Appalachian hard- 
wood industry, died suddenly of a heart at- 
tack at Lexington, Ky. Mr. Bringardner-en- 
tered the hardwood lumber business in West 
Virginia and was first connected with the 
Wilderness Lumber Co. Later he organized 
his own firm, the tormer Oakland Lumber 
Company, which for a number of years op- 
erated a bandmill at Orgas, W. Va. Ten 
years ago, Mr. Bringardner transferred his 
lumber operation to E’iast Kentucky, where 
he had acquired extensive holdings of hard- 
wood timber. To develop this timber he 
organized the Bringardner Lumber Co., with 
headquarters here and bandmills at Path 
Fork and Gardner, Ky. Mr. Bringardner took 
a prominent part in lumber association af- 
fairs and was one of the industry’s recog- 
nized leaders. At the time of his death he 
was a member of the board of directors of 
the Appalachian Hardwood Manufacturers, 
Inc., the National Lumber Manufacturers As- 
sociation and the National Hardwood Lumber 
Association.. He had been closely identified 
with the Appalachian Hardwood Manufactur- 
ers, Inc., from the time of its inception, hav- 
ing served two terms as president. Surviving 
are his widow, three sons, two daughters, 
three brothers and three sisters. 


ROLAND D. CRAIG, 61, chief of the Forest 
Economics Division of the Dominion Forest 
Service, died suddenly April 20 at Ottawa 
Civic Hospital Mr. Craig spent one year with 
the U. S. Forest Service, and then returned 
to Canada to take the position of inspector 
of tree planting in western provinces with 
Dominion Forestry branch. He was subse- 
quently appointed inspector of Dominion For- 
est Reserves. In 1907 Mr. Craig left the 
Government service to take a position as 
managing director of the Adams Powell 
Vimber Co., Ltd., of Vancouver, and two years 
later he was appointed manager of the Do- 
minion Lumber and Timber Company, Lim- 
ited, of Vancouver. Following establishment 
of the Commissioner of Conservation of Can- 
ada, Mr. Craig was appointed forest engi- 
neer with that body in 1914, and during the 
next three years was engaged in an inven- 
tory of the forests of British Columbia. From 
1917 to 1919 Mr. Craig was district inspector 
for the aeronautical inspection department 
of the Imperial Ministry of Munitions. Fol- 
lowing the war he conducted an inventory of 
the forest resources of Ontario for the Com- 
mission of Conservation and in 1922 acted for 
six months as consulting forestry engineer 
for the province. He then was appointed for- 
est resources specialist of the Dominion For- 
est service and in 1933 his title was changed 
to that of Chief of the Economics Division. 


VOJTA FRANK MASHEK, 72, prominent 
lumberman, died April 24 in his home at 199 
Lake Shore Drive, Chicago, Ill. after a 
long illness. Mr. Mashek began his business 
career working for his father who was en- 
gaged in the manufacture of cedar products 
in Kewaunee, Wis. After a short time, he 
became associated with the Pilsen Lumber 
Co., and later with the Longyear Lake Lum- 
ber Co., of Hibbing, Minn., and the Wach- 
smuth Lumber Co., of Rayfield, Wis. He was 
vice-president of the companies until 1915 
when he succeeded to the presidency and 
continued in that capacity until his death. 
He was vice-president of the Saginaw & 
Manistee Lumber Co. of Williams, Ariz., and 
director of the Saluda Land & Lumber Co., 
operating in South Carolina and Kaspar- 
American State Bank of Chicago. For many 
years he took part in the activities of the 
Lumbermen’s Association of Chicago and was 
honored with the presidency in 1901. Be- 
sides his lumber occupations Mr. Mashek 
was active in civic and fraternal circles. 
Surviving are his widow, a son, and a sister. 


ARTHUR SEVERANCE, 74, president of 
the Gentry-Severance Lumber Co., died at his 
home in Oklahoma City, Okla., April 26, 
following an illness of several months. Mr. 
Severance was in the lumber business at 
Hutchinson, Kan., until 1916, following other 
business ventures. From Hutchinson, he 
came to Oklahoma City where he entered the 
lumber business with the late F. J. Gentry. 
Surviving are his widow, a sister and two 
brothers. 


FRANK B. MILLER, president of Miller 
Lumber Co., Inc., of Nutley, N. J., died April 
21 at his home in Nutley after an illness of 
several years. Originally located in Newark, 
N. J., he moved to Nutley 15 years ago. Mr. 
Miller had been engaged in the lumber busi- 
ness in Philadelphia after graduating from 
college in 1891. Surviving are his widow, a 
son, and a brother. 


ALEXANDER T. STEWART, 73, president 
of the A. T. Stewart Lumber Co., Chicago, 
died April 27 at Chicago. Mr. Stewart had been 
engaged in the retail lumber industry for 
over fifty years and was well known and 
highly regarded by lumbermen in Chicago 
and Cook County. Beside being president of 
the A. T. Stewart Lumber Co., Mr. Stewart 
also had other business interests, among 
which was the Mayfair Lumber Co. of Chicago. 
Mr. Stewart was active in association work 
and in the past held administrative office. 
Survivors include a sister and two nephews, 
one of whom, Robert H. Adams, Jr., is in 
charge of the business. 


MRS. ANNA H. CARNAHAN, 51, wife of 
Frank Carnahan, executive secretary of the 
National Retail Lumber Dealers’ Association, 
died Sunday, April 28, at her home, 2700 Con- 
necticut Ave., Washington, D. C. Mrs. Car- 
nahan was born in Osborn, Mo., and came to 
Washington twenty years ago. She attended 
the Ferry Hall School, Chicago. Besides her 
husband, two daughters, Ann E. and Mrs. 
Janet C. McLaughlin, survive her. 


MICHAEL HENDERLONG, 80, of the Hen- 
derlong Lumber Co., Inc., Crown Point, and 
one of the founders of the Henderlong 
Brothers & O’Neil Lumber Company of Val- 
paraiso, Ind., died April 7 at his home in 
Crown Point, Ind. In addition to his lumber 
interests, he built a number of large build- 
ings in the northern part of Indiana, in- 
cluding the postoffice at South Bend. A son 
and three daughters survive. 


SAMUEL I. GODMAN, 65, a long-time resi- 
dent of Denver, Colo., died April 18 in St. 
Luke’s hospital following a long _ illness. 
Mr. Godman was employed at San Francisco 
by the Hammond Redwood Co. He was 
transferred to Denver 22 years ago as their 
representative. Surviving are his wife and 
an adopted son. 


JAMES M. HACKETT, 76, prominent in the 
lumber industry in the Grays Harbor district 
since 1891 and one of the original owners 
of the Aberdeen Lumber & Shingle Co. died 
in Aberdeen, Wash., April 2. Mr. Hackett 
was also prominent in fraternal affairs. His 
survivors include two nieces and a nephew. 


WM. MAIR, 70, of the firm of Mair & Cald- 
well, died in his home at Columbus, Wis., 
April 13, following an illness of several 
months. Mr. Mair came to Columbus in 1919 
and for more than 20 years he and Mr. 
R. J. Caldwell operated the Mair & Caldwell 
firm. His widow, two sisters and one brother 
survive. 


CLAUDE G. WIRICK, 54, proprietor of the 
Claude G. Wirick Lumber Co., died at his 
home in Kalamazoo, Mich., April 8 Mr. 
Wirick had operated his lumber business for 
20 years and was also active in civic affairs. 
His widow, his mother, two daughters, a 
granddaughter, two sisters and five brothers 
survive. 


ARTHUR J. BOUTWELL, 73, president of 
the Boutwell Lumber Co. of Concord, N. H., 
died April 19. Mr. Boutwell was active in 
civic and fraternal affairs and at one time 
served on the state legislature. Survivors 
are one daughter, five sons and eight grand- 
children. 


CLARENCE R. GABRIEL, 48, of Topeka, 
Kan., president of the D. T. Gabriel Lumber 
Co., died March 30 after an illness of one 
week. Mr. Gabriel had spent most of his 
life in the lumber business and was the son 
of the late D. T. Gabriel. Surviving are his 
widow, four brothers and one sister. 





JAMES A. PAULSON, 72, head of the Paul- 
son Lumber Co., Inc., which he established in 
Long Branch, N. J., 40 years ago, died April 
21. Before starting his own_lumber_busi- 
ness he was connected with Cloughly-Nichol 
Co. Surviving are a daughter, and two sis- 
ters. 





FRANK L. McLEAN, industrial sales man- 
ager for the Morrison-Merrill Lumber Co. of 
Salt Lake City, Utah, died at his home April 
8 of a heart attack. Mr. McLean had been 
prominent in the lumber business and was 
vice president of the Utah Lumberman’s club. 


WILLIAM J. CASEY, 84, died of a heart 
attack April 9 at Green Bay, Mich. Mr. 
Casey had been in charge of the Escaaaba 
Lumber Co., which later became the Stack 
Lumber Co. of Escanaba, Mich. Mr. Casey 
had been living with a daughter. 


H. J. WARREN, 63, owner of the Warren 
Lumber Co. at Galena, Mo., died April 10 at 
his home. Beside his business, Mr. Warren 
was also active in politics. Survivors are his 
widow, two sons, two daughters and one 
brother. 


MRS. EARL M. ROGERS, 69, wife of the 
consulting engineer and member of the board 
of directors of the St. Paul & Tacoma Lum- 
ber Co., died in a Tacoma, Wash., hospital 
April 13. She was active in civic and religi- 
ous work. She is survived by her husband. 


ROBERT M. GALLOWAY, 35, son of the 
late H. O. Galloway, Sr., president of the 
Posey Manufacturin Co., Hoquiam, Wash., 
died suddenly. Mr. Galioway is survived by 
his widow, a son, his mother, a brother and 
two sisters. 


BOOK REVIEWS 


Book on North American Lumber 
Trade Has Historical Presentation 


A history of the lumber trade between Canada 
and the United States appears in the book, 
“The North American Assault on the Canadian 
Forest.” The main section of the book was 
written by A. R. M. Lower, and studies of the 
Forest Industries of British Columbia by W. A. 
Carrothers, and Forest Industries in the Mari- 
time Provinces by S. A. Saunders are included 
in this history. 

The book includes an economic and historic 
analysis of the Canadian forests and also mate- 
rial on the physical background, transportation 
and supply and demand, the supply forests, 
woods operation and river driving and sawmills. 
Chapters VIII to XV are largely historic in 
treatment and cover various phases of the 
Canadian lumber industry. 

This book, published by The Carnegie En- 
dowment For International Peace, New York, 
and The Ryerson Press, Toronto, contains 377 
pages and numerous diagrams and drawings to 
illustrate the text. “The North American 
Assault on the Canadian Forest” is part of a 
series of studies prepared under the direction 
of the Carnegie Endowment for International 
Peace, Division of Economics and History. 








Interesting, Well Illustrated Book on 
Southern Trees Is Published 


In her book, “Trees of the South,” Char- 
lotte Hilton Green, the author, has written with 
the desire to “arouse a love, an understanding, 
and an appreciation of trees, for their beauty, 
their wonder, and their use.” The author points 
out that much of the life in the South is still 
rural and that life can be made more successful, 
with more of contentment, if the individual is 
in harmony with his environment. The state- 
ment is made in the foreword that 99 percent 
of the forest fires which annually devastate the 
South are man made. 

The book covers both the botanical and the 
historical aspects of the trees which are native 
or which have been imported and now grow in 
the South. In this respect the book is an 
appreciation as well as a source of scientific 
information. For example, when she mentions 
the hornbeams, she explains that the wood is 
so hard that tradition says it was used in the 
making of the famous Roman chariots. Each 
tree, then, becomes a subject of individual in- 
terest, and from this interest comes a desire 
to prevent any needless waste of trees. 

The book is amply illustrated with photo- 
graphs, many of which were specia'ly made. 
There are three sections: the first of which is 
devoted to a scientific explanation of tree 
growth and reproduction; the second part de- 
scribes the broad leaf trees and the last part 
describes the various conifers. Publisher of 
this 551 page book is the University of North 
Carolina Press and the retail price is $2.50. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices 


on southern pine to the Southern Pine L 


umber Exchange, New Orleans, La., for sales 


made in the period April 20 to 25, but where prices for this period were not available, 
prices for the month to date have been inserted and starred (*): 








West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Ceiling, Standard No. 2 Shiplap and No. 2 Dimension 
Lengths 5x Lengths Boards, Std. Lgth. 2x4 
1x3 rift— ener 18.92 18.95]12 & 14 22.62 19.54 
B&better.. 58.17... B&better.. Sree Se ehlise -..2:: 22:73 21.91]16 .....:: 23.63 21.15 
Paar or 49.25 52.50/p °° 1°°°'° 31519 99'53|1x10 ..... 22.39 22.98/18 & 20... 25.41 23.52 
D Saar 37.00 ... 1x12 27.65 24.79)22 & 24...*28.92 
1x3 flat Surfaced Finish 2x6 
grain— s 4 . 
Be&better.. 42.68 43.39 uae Ne. 8 Stteiep ana [tt & 14... 29.95 23 
: ett weet oo.36 30:64| 1 Inch thick— ——_ a ie testes or fee 
Tae 67 30. eagas 8= ff. ffteees ° . 
ixd “ritt— SB LIILIIID BU3 BSt8s 20 +5477: 28:08 24.00 
p&better.. 67.68 61.0016 |... Sere Seeereee auc 2808 SEO in 
C cccccees 8.2 2 ee: 5. 9. xo Re x 
DD wegecees 32:98 °38.00| Tid “2222. 38.07 57.35|, S1S/S48 18.26 18.28/12 & 14... 22.14 19.77 
iné fat gk: 77.19 74.05 = CM.. pt He 16 Paras 22.46 20.53 
Bé&better.. 41.56 39.87 6x6/4 thick — oo|1x10 ..... 19.32 18:42]09 & 24°11 #27:67 #3750 
5 8. 00 62.00] 1X19 aa ines 3 
seeeeees - 38.26 38.1315&10 ..... reer *73.56)1x12 ....- d 361 9x19 
D eae werk 29.22 29.38]19 28 90.00 
Part ries - . 12 & 14... 24.27 23.42 
End Matched Cc No. 1 Dimension 16 22.73 23.61 
Flooring, 2 to 8-foot | Inch thick— . 18 & 20... 25.45 24.89 
1x3 rift— ZB secesers 41.77 40.65179"@ 14... 26.11 24.09]22 & 24.11*29500 -.. 
B&better.. 49.10 DET . .cceewe 42.61 42.05 ig 26.48 25:13] oxi9 ° 
oeveveewus x mar tee eeeee . +50 ey ° hes ¥ of. 
beta *28.50 1x5&10 ... 45.14 46.95/38 & 20... 28.50 26.78) 15 & 14... 29.65 24.35 
1x3 flat P vations 9.20 60.58 th ° , 16 Paamae 22.52 24.50 
ee 8 OT a ee ee gl ily, CE | ores eure x 5. 
pesetter. 33.45 34.07 Rough Finish, 13 & 14... 38.07 33.39020 .....0% 29.48 24.50 
seeeee+s 29.47 31.00] Standard Lengths |16 ....... 23.00 23.49]22 & 24... 34.00 *30.80 
D icine 22.93 *24.88| B&better— 18 nts Aes 25.89 25.74 
x4 rift— 1x4/8 .... 55.00 *48.00}20 ....... ‘ ’ 
B&better.. 46.73 *50.00/1x5&10°--- 60.00 ....]22 & 24.:: 35.30 *31.67| No. 3 Dimension, 
C ininaeiats *38.00 ESS 1x18 pated 80.00 *72.00} 2x8 Random Lengths 
Lk rn i Teceseesas ess 1 = Meeeeeee se 
rain— Re 63.76 *60.00is- °°****° ase *OLTCXO ....e. . : 
B&better.. 28.22 30.40/5&10 .. 2. 64.94 ...,)48 vercees 25.69 26.88)/2x8 ...... 16.52 15.25 
ER NI 25.97 27.25/12 ....... 86.50 *84.00)20 --3---- 26.75 26.50) 2x10 .....*17.94 16.63 
D pleas 20.53 *23.00 22 & 24... 34.75 *31.50/2x12 ..... *20.16 *17.00 
Drop Siding, Stand- Casing and Base =| 2x10 
xoiht Lensths, 1x6" pe better ee [id 2112) S22 313] Mmbers, 20 & Under, 
B&better.. 38.98 |. | > AS 3.33 st. 45 16 ba." 32.64 30.98 No. 
* eee . a Be % 
4 aCe + HH + 00 1x5&10 ... 65.06 63.69199 & 24.°° 40:00 42°00 Bxaeixt iain tinilit 
No. 116— Jambs 2x12 x x ee ° ° 
3 ne , 4x6—8x8.. 30.90 28.00 
gnentee.. S325 .o 25 | BAbotter— erz aq fiz & 14... 36.90 32.05]/3@4x10 ... 32500 *33.00 
D 3111 38 asi 1%, “ig Ye & 2 gh one es 1 ere 36.79 33.70] 5x10-10x10*29.00 .... 
No. 3 33°82 23621 °* she _ as eee e es roy Sa 3&4x12 ... 39.94 36.17 
No. 3 .... 21.25 19.40 No. 1 Fencing & $3 & 24... 4600 44:75) Cr eee 7O 08 = 88.00 
Assorted patter ns Boards ia or A : 
natter.. 42.22 *40.44 Standard Length Plaster Lath 
<teadaes 43.11 38.63 1x 4 Ay tes 32. 05 *31.00 Car Siding, 13/16” Kiln Dried 
tiatsices 30. eSOTIXE 2. cece o 
No. 1 34.05 *29.02]1x8 ...... 33. 35 30.00| B&btr&Sel— x1”, 4 
No. 2 .... 23.42 24.06]1x5&10 1x4, 9....*43.25 ....J]No. 1 .... 4.91 4.70 
No. 3 .... 17.75 18.5011x12 ..... ret: *46.5011x4, 10....*40.00  2:::1No. 2 1:1: 3:85 4.00 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin: 
1$x2%4” 42x14” %x2” 3x1” 


Clr. qtd. red 68.00 61.0 60.0 60.00 
Sel. qtd. wht 62.00 50.00 52.00 45.00 
Sel. qtd. red 62.00 51.00 53.00 49.00 
Clr. pln. wht 64.00 52.00 52.00 46.00 
Clr. pin. red 65.00 55.00 48.00 47.00 
Sel. pln. wht 58.00 48.00 44.00 38.00 
Sel. pln. red 59.00 50.00 43.00 40.00 
No. 1 com. wht.. 55.00 45.00 37.00 34.00 


%ex2” %x1%” fx2” 


EE ee $75.00 $75.00 $72.00 
Se, Gs Wins eveccecececes 72.0 72.00 67.00 
i Ts cceckeeewes 60.00 60.00 58.00 
es Sn s waccecowes 60.00 60.00 58.00 
Sr ihn oeesneveeds 61.00 61.00 61.00 
Sy ec ceccncoeees 61.00 61.00 60.00 
ae 55.00 55.00 53.00 
Sel oo ee 55.00 55.00 53.00 
Pe BS GO HE cc cncese 51.00 51.00 47.00 
/ ee e errr 51.00 51.00 48.00 
Bee. BS GG sc cc cccccce 34.00 34.00 29.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
##-inch stock, $8.50; for %-inch, $4; for 
%- and fs-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following dif- 
ferentials figured on Memphis origin: For 
t#-inch stock, $6; for %-inch, $3; for %*%- and 
fe-inch, $3.50. 





WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
April 15 to 20, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 


follow: 
Ponderosa Pine 
SELEcTs, S2 or 4S— 1x8 5/4RW 6/4RW 
jo Sa errn $58.85 $62.57 $62.05 


_ CESAR Sara area 37.57 41.67 42.89 
SHop, S2S— No. No. 2 
ESE RE Ae eer any Comte $34.94 $25.63 
I, cla ila tah hah in igs itt hr n'a dh 35.16 25.10 
Commons, S2 or 4S— No. 2 No. 3 
1x 8 zt Oe Per oe er $29.23 $23.57 
Sen ee 31.02 21.73 
No. 4, iva I eeiki- ho Sto ele a Ole 16.95 


Idaho White Pine 
SELEcTs, S2 or 4S— 1x8 56-6/4RW 
he eae $69.08 $82.80 
ti i I > Saar 42.13 63.43 
Commons, S2 or 48S— 
a Sesting maneee? 


eo Pn eet ee $38.22 eth 42 $27.04 
cates Sameer 70.69 1.57 29.22 
Utility (No. 4) pt $2 _ vad RWAL. . -$19.33 
a. fs or any ViRW 5/4RW 6/4RW 
B&B RL oo 0 6963.40 $72.38 $69.25 
4 (= eee 67.60 68.15 66.67 
ee ee 2 52.00 51.60 51.04 
SHop, S2S— No. 1 No. 2 No. 3 
>. Baa ere $40.37 $30.74 ae 
|, eee are 37.39 30.56 21.25 
Fe esennce pote, oo = 33.98 21.50 
arch-Douglias Fir 
Repent, TE, BE Ser ok cee ccceswcccs $21.67 
ReOINONG, TOON T, BUND .ccacccccceece 21.68 
Flooring vert. gr. C&Btr., 4 RL........ 30.85 
Boards, No. 3, S2 or 4S, Sees: 20.54 





NORTHERN HARDWOOD 


Following are prevailing qu uotations f.ob. 
Wausau, Wis., on northern hardwoods: 


me. 3 } ont | og 


Brown Ash— 
Oe veceees $88. 40 ses 30 Pr 700 sue. 00 a8. 06 
eee 00 58.00 41.00 28.00 
err 73:00 63.00 48.00 32.00 18: o0 
Eres 78.00 68.00 51.00 34.00 20.00 


Fed aay ze. 8 


S Sel. 

. eae: $78.00 $68. - #48. 06 $50. 00 $i. 06 
ees 83.00 73.0 30.00 21.00 
5 NS 86.00 76. 00 Ba. 00 32.00 23.00 
_ . Sees 93.00 83.00 64.00 34.00 23.00 

EE sacommehe 98.00 88.00 71.00 45.00 ... 
a 103.00 93.00 76.00 50.00 
SPE savecees 70.00 60.00 39.00 24.00 
Key stock, See _ 1 A potter os: or on 
grades, FAS, 8; Py No. i and 
better, $83, or = B.... Be ‘AS, rae No. 1, $73. 


og } la No. 3 


Hard Maple— FAS Com. 
ME cpa eee $73.00 sis. bo a7 "00 ety + s18. 06 
Pee. 78.00 63.00 52.00 34. 7.00 
ae 81.00 66.00 55.00 36. 00 it 00 
Zee 86.00 71.00 60.00 36.00 18.00 
Seer 86.00 71.00 60.00 37.00 18. ” 
|, ee 01.00 86.00 68.00 42.00 
|, 101.0 86.00 71.00 42.00 
0 ee 121.00 106.00 83.00 45.00 
ae ---121.00 106.00 83.00 - " 
We iweseoews 161.00 146.00 123.00 .), ae 
No. 1 No. 2. No. 3 
Soft Elm— FAS Com. & a Com. Com. 
4 er $38.00 $27.00 $19.00 
|, ese 53.00 43.00 29.00 20.00 
Me Nawedaces 53.00 43.00 29.00 21.00 
GRRE? 56.00 46.00 32.00 21.00 
Es 59.00 49.00 34.00 
De boccawees 64.00 54.00 39.00 
No. 1 No. 2 No. 3 
Rock Elm F. [7 Co Co 
Mn ecanewaien $48.00 $30.00 $19.00 $16.00 
eer 53.00 35.00 21.00 18.00 
6/4. " 63.00 43.00 23.00 18.00 
|” eae 68.00 53.00 28.00 21.00 
, Se 78.00 63.00 40.00 aiouns 
Gee saveccees 88.00 73.00 45.00 26.00 
No.1 No.2 No.3 
Birch — FAS Sel. Com. Com 
|.” aaa $86.00 $66.00 $46.00 $28.00 $17.00 
eres 00 71.00 53.0 33.00 8 
eer 91.00 75.00 58.00 39.00 18.00 
ares 94.00 82.00 68.00 46.00 19.00 
i, 96.00 86.00 73.00 47.00 
ee 101.00 91.00 78.00 52.00 
eee 156.00 146.00 121.00 
Scone 7 59.00 43.00 26.00 
aCe 75.00 61.00 46.00 27.00 
No.1Com. No.2 No. 3 
Soft Maple— F & Sel. Co Com 
Cuaeanee $59.00 $41.00 $2F.00 $17.00 
5 hnamiaees 66.00 46.00 29.0 18.00 
Oy er 76.00 51.00 34.0) 18.00 
Be wésecedes 81.00 56.00 34.00 19.90 





DOUGLAS FIR 


Seattle, Wash., April 29.—Current quota- 
tions f. o. b. mill on Douglas fir items in mixed 
ears for rail shipments direct to the trade 
appear below: 


Vertical Grain een 
B&Btr. 


D 
BSS Soicsccdveeueees $40.00 $30.00 $22.00 
Flat Grain Flooring 
re re re $28.00 $26.00 $21.00 
Be caccccwoaeseeees 32.00 30.00 23.00 
Drop Siding 
1x6 Pat. No. 106....$31.00 $29.00 $22.00 
1x6 Pat. No. 116.... 31.00 29.00 22.00 
Ceiling 
eee $28.00 ot 00 $17.00 
ee eae ee 29.00 27.00 17.00 
Boards and Shiplap 
1x8 1x10 1x1 
3 Serr $20.00 $20.00 $19.00 $22.00 
yy =e 16.00 16.00 16.00 16.00 
ee Dhiecess 12.00 12.00 12.00 12.00 
—_ 1 eer 
cf ea, $21. 30 $21. So $22. So $22. on $22. vo 
ie venseres 21.50 21.50 22.00 22.00 22.00 
MO os savees 21.50 21.50 21.50 21.50 21.50 
ae 22.50 22.50 23.00 23.00 23.00 
SED cacowces 23.50 23.50 24.50 24.50 24.50 


No. 1 Rough and/or Surfaced Timbers 


4x4- to 4x12-inch planks 20 feet and 
eee hoes oe $19.00 

12x12 20 ft. and shorter............... 18.00 

Ef Se fea eee 18.00 





CO D2 OT by DD OT i hy SOT by 


pe pe > OT et > bet ee bg et CO by 00 et 


COS ws 


Sd b> et oo hse nA wo 


Cd HS et 





Net Net Ne ee  — — —V——— 


- oooo- Wor SVevUwo- Ww 
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SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 


ended April 29: 
Qrtd. Red Gum 


No. 1 & Sel.— 
€F4 sdueae 30.50 
Plain Red Gum 
FAS— 
YS reer 76.00 


& Se 
4/4 Penton: 8.50@31. 75 
Qrtd. Sap Gum 


FAS— 

eee 42.00 @45.00 

No. 1 & Sel.— 

CY eee 25.50 

Lt 5 ay 30.00 

ee 31.00 @33.00 

2 32.00 @38.25 

Plain Sap Gum 

FAS— 

4/4 ...0.. 39.25 

O/Z cececcsece 

 — re ry -00@41. 00 

No 

Ve are 33. .00@24. 00 

See 2 

Oo) ae 28.50 

No. 

ee 13.25 @14.00 

SS eae 13. ited 00 

oe 5.00 

SFE avedvn i6, 00 
Qrtd. Black Gum 

FAS— 

a 35.00 
_ SP 47.00 

No. 1 & Sel... 

25.00 
BFE: acswes 37.00 
Plain Black Gum 

FAS— 
7 eS 34.00 
No. 2 Com 
SS eee 12. 50@13.00 
Plain Tupelo 
FAS— 
rere 31.75 
Plain Red Oak 
FAS— 
| Sere 42.75 @45.00 
| eee 53.00 
Dye actatans 60.00 
No. 1 & Sel.— 
wT ane pane 29.00 
Soft Maple 
No. 1 & Sel.— 
\ eer 43.75 
3. a 43.50 





Beech 
rH Run— 
i, eee 24.00 
Hickory 
FAS— 
eer 71.00 
No. 1 & Sel 
a eae 36.00 
Elm 
FAS— 
ee 27.00 @ 30.50 
No. 1 & Sel.— 
eee 19. “oe 50 
BID Sivccoas 5.75 
Be saa” 
FAS— 
— eae 31.50 
No. 2 Com.— 
D acureve 17.50 


Plain Sycamore 
FAS— 


 octeerea 31.75 
No. 1 & Sel.— 
- shoawe 21.75 
Willow 
HN 1 & Sel.— 
MRO 28.25 
Magnolia 
No. 1 & Sel.— 
SR 30. “es 00 
yy eer 33.50 
3g oe 35.00 
Cypress 
FAS— 
ee 6 
a 84.25 @89.50 
re 101. 
7 rr 101.50 
Selects— 
, Seer 42.00 @ 47.00 
o). ee 48.00 @54.25 
Js oe 50.00@58.25 
es eee 54.00 @56.00 
2) 70.00 
4, ee 91.50 
Shop— 
eS 24.75 @ 28.00 
SS er 43.00 
1. ree 41.00 @50.00 
No. m.— 

OP vacere-avane 25.00 
Se 25.00 
i ee 26.75 

Mixed Hardwoods 
7 eel 
> ae 8.00 





RED CEDAR SHINGLES 


Seattle, Wash., April 29. 





Below are listed 


average prices received for Certigrade red 
cedar shingles sold direct to the trade: 


Royals: 


Perfections: 


Rede” OPE, 6600 vs enines 
yg eee 
ee ere 


XXXXX: 


Oe: ee 
, ot, ee 
BOR ORE vis nows ee vos 


Webi weiote tee $3.75-$3.80 
wie Oralwraiera wes 2.60- 2.65 


95 
oa ee sie wee brae * 40- y 45 


ee) 


-70 
ee $2.00- 2.05 
Ric pimtsie westerners 1.30- 1.35 


Amerncanfiumbherman 
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Current Market Review 


Softwood orders in the two weeks end- 
ed April 20 were 5 percent above last 
year’s, compared with an excess of 10 
percent above last year’s shown by cumu- 
lative orders for the first sixteen weeks 
of the year. The two weeks’ bookings 
were nearly 5 percent above current pro- 
duction, and well ahead of shipments; 
there was therefore an addition to files of 
unfilled orders, and a decrease in mill 
stocks. Weather is still a serious handi- 
cap to building in the North and East, 
and, despite the favorable outlook, retail- 
ers are inclined to hold back a little until 
stock begins to move out of the yards to 
jobs. The movement from the West Coast 
to the eastern seaboard is still severely 
handicapped by lack of ship space, and, 
though vigorous action is being taken to 
re-condition idle vessels and put them on 
the intercoastal run, they are not likely 
to be available for a considerable period. 
With water rates high and premiums 
above them being paid, there is general 
expectation that more lumber will move 
to the East by rail, but high freight costs 
are likely to limit such buying to actual 
current requirements. The Northeast ex- 
pects an announcement soon of a plan for 
marketing the surplus New England salv- 
age pine at prevailing market prices. 
Higher rates now in effect from the 
Northwest to California are attracting 
more tonnage, while some barges and tugs 
have been pressed into service. The scar- 
city of shipping space keeps delivered 
prices steady in the Atlantic coast and 
California markets, and the Northwest 
mills have such an active demand for 
shipping-dry common building items that 
prices are firming. Southern pine mills, 
because of the inability of Pacific North- 
west mills to obtain space for southern 
California ports, are obtaining a larger 
share of Southwest trade, and with in- 
creasing building consumption in the 
South itself, the mills have been able to 
book sufficient orders to cover their lim- 
ited assortments. Southern commons, be- 
cause of seasonal increase in small-mill 
competition, are not as strong as uppers; 
while in the Northwest, middle grades 
are in more active demand, to take the 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, April 29.—Following are current prices on Appalachian hardwoods, f. 0. b. 


Cleveland: 
Ash: 4/4 
eer $75.00 


Com. & Sel.. 50.00 


if | Ore 105.00 
No. 1 C.&S... 60.00 


ee $0.00 
No. 1 C.&S... 54.00 


ee eek 82.00 

Ho. - C.&8... 43 00 

eee 67.00 

No. *- A Com. 41.00 
Basswood: 

7 eee 77.00 


No. 1 —-* 52.00 
No. 2 Com. 35.00 


5/4 6/4 

$85.00 $90.00 
60.00 60.00 

115.00 120.00 
65.00 70.00 
90.00 105.00 
60.0 65.00 
89.50 92.00 
59.50 62.00 
72.00 72.00 
46.00 46.00 
82.00 82.00 
57.00 62.00 
37.00 39.00 





/4 10/4 12/4 16/4 
$95.00 $115.00 $125.00 $140.00 
65.00 85.00 95.00 115.00 
140.00 145.00 160.00 185.00 
75.00 90.00 100.00 120.00 
115.00 160.00 160.00 185.00 
70.00 90.00 100.00 120.00 
102.00 127.0 142.00 157.00 
69.50 82.00 _ - 115.00 
82.00 Chestnut: 
52 | eae i 00 vs 00 112.00 117.00 
No. 1 C.&S 0.00 80.00 80.00 


92.00 No. 1 C&Btr. 37.00 40.00 40.00 47.00 
69.00 No. 2C&sd 


42.00 Wmy. ... 31.00 33.00 33.00 39.00 


place of water-shipped green stock, and 
are firmer than high grades. 

Hardwood sales in the two weeks end- 
ed April 20 were 8 percent above current 
shipments, and almost 11 percent above 
production. There has, because of their 
shows, been a lull in furniture plant buy- 
ing, but the demand for gum seems suf- 
ficient to keep prices steady. There is a 
backwardness in flooring demand cor- 
responding to that in building, and, with 
export demand very small, rough oak has 
been a trifle easier. Quotations on the 
whole have, however, shown little recent 
change; it is expected that, despite the 
absence of export business, increasing 
building trades and furniture consump- 
tion will bring prices more into line with 
increased costs. 





March Appalachian Hardwood 
Sales Equal February 


Cincinnati, Outo., April 29—Appalachian 
Hardwood Manufacturers (Inc.) report that 
March sales were practically identical with 
February. Gross stocks underwent a_ small 
shrinkage, while unsold stocks remained at ap- 
proximately Feb. 29 level. Due to active ship- 
ments, unfilled orders underwent a decrease of 
4 percent. These figures summarize the March 
performance of the equivalent of 68 band mill 
units. March production was 21,853,000 against 
19,929,000 feet in February; sales, 22,230,000 
against 22,370,000 feet; shipments, 23,445,000 
against 24,160,000 feet. Gross stocks at the end 
of the month stood at 240,392,000 against 241,- 
608,000 feet thirty days earlier. Unfilled orders 
were 26,175,000 feet, equivalent to five weeks’ 
production at the March rate. 


WESTERN RED CEDAR 


Seattle, Wash., April 29.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills are: 


Beveled Siding, %2-inch 





Clear na? aed omy 
4-Inch ....ccceccecs $26.00 $23.00 $19.00 
S-inch ....ccccccees 31.00 25.00 23.00 
G=inch ....ccccccecss 38.00 34.00 31.00 

Clear Bungalow Siding, en 
BaEIND: o.o0:0:0.9:0.9:0:6.5'010.6:4 66-00 Hare wecee ° $57.00 
WO=INGH 2. ccccccevccseccrsvcseveseveses 62.00 
TBHTGER: oo 010 0:0:s 0:0:0'0 0.00: 00:4'5.0.00400 08 600-8 - 70.00 
Finish, B&better, S2 or 4S, 6-16’ 
S28 or S48 
or Rough 
REI bs cinswaecinenw ees se cetitwesegeees $ 80.00 
BN io -0 0:60 0.064.564 64040459 90 v9 UNECE SS 85.00 
ree re rns 90.00 
MS | s 6bwn 54h abso tee seek senastwer 95.0 
DE a5 G.s.5i09 eek sion Heb eaee eo se eh ees - 100.00 
na ee ee ee 105.00 
oS er Se ee ee 115.00 
DEERE” onc ceca svvcccersvescuvce cece 120.00 
Ceiling or Flooring, B&better, 4-16’ 
i: ee ivesdacheteneakonne es ebeene $36.00 
THE” enn 00oeedneee denen sess ates vosee SaeU 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 


Listing under $4........ccccevsccccccce 55% 
Elsting SC GRA OPO occ ic 0.0.0 0:00:00 c0:0% 22-50% 
Clear Lattice, 5/16”, 4 to 16’ 
100 ie, = 
BI noe. 4:6- 40 ea eaen wae seas eee 64 Re 
ign ee re rr ry ern ee -37 
SS” ses Se awane spec Weck Galen een see we alaw -50 





WEST COAST LOGS 


Seattle, Wash., April 29.—Average prices 
of logs are as follows: 
No. 2, $16-18; No. 
$10.50- i Eieinns, Nb. 1, $34- a No. 3, $27- 30. 
Cedar _ logs $16.90, lumber logs, 
$28.00-30.0 
aoe: No. 2&3, $13.00. 
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CLASSIFIED 
ADVERTISING 


DEPARTMENT 





How to Figure Costs for Advertising 
In Classified Department 


One issue ......... seccececeecese 30 cents a line 
Two consecutive issues...........55 cents a line 
Three consecutive issues..... .....75 cents a line 
Four consecutive issues...........90 cents a line 
Thirteen consecutive issues...........$2.70 a line 
Twenty-six consecutive issues........$5.40 a line 

Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 


No display except the heading is 


Heading 


permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn, 














Salesmen 


EASTERN INDUSTRIAL WHOLESALER 


Has opening for a White Pine salesman. Appear- 
ance and personality important. Liberal salary 
plus bonus will be given to a producer. Answer 
must cover present and past association, age, hab- 
its and references. Same will be treated confi- 
dentially. 

Address “E. 67," care American Lumberman, 








WANTED: JUNIOR SALESMAN 


For contacting retail customers for roofing, as- 
bestos side walls, stokers and fuel. Guaranteed 
salary. Old established company. 

Address “E. 64,’ care American Lumberman. 





WANTED: SASH AND DOOR SALESMAN 
Yor Central Illinois. One who is familiar with 
Yost Book A and can draw off Millwork from the 
average house plan and price same. 

Address “E. 68,’’ care American Lumberman. 





WE WANT SIX EXPERIENCED 


Wholesale lumber salesmen working for us ex- 
clusively, to work retail yard and industrial trade 
for the following approximate territories, viz: 
Cleveland, Ohio Buffalo, N. Y. 
Cincinnati, Ohio Louisville, Ky. 
Huntington, W. Va. Chattanooga, Tenn. 
We will pay salary and commission for experienced 
men, after they have demonstrated their ability 
to produce profitable business. 

RAYSON LUMBER COMPANY 

Birmingham, Alabama 





Employees 


oo 
COMPETENT BOOKKEEPER 
Acquainted with General Office system. Able to 
type. Man preferred. Permanent job. Write AB. 
Give qualifications and references. 
Address “E, 88,"’ care American Lumberman. 





May 4, 1940 








WANTED 








Employees 


ASSISTANT RETAIL YARD MANAGER 


Chicago concern desires thoroughly experienced 
man with knowledge of retail selling, buying, and 
have charge of shipping. Christian. State age, 
experience, references and salary wanted. 
Address “F. 29,’’ care American Lumberman. 








ESTIMATOR FOR SPECIAL MILLWORK 
Who knows detailing and billing. Reply giving 
salary wanted and full information. 

LAFAYETTE SASH & DOOR FACTORY, 

Lafayette, La. 





WANTED: MAN OR WOMAN 


With ability to take charge of office of a fast grow- 
ing Retail Lbr. & Millwork Co. in Central Wisc. 
Investment required. Money fully protected. Good 
opportunity for steady position, plus good returns 
on investment. 

Address “‘E. 61,”" care American Lumberman. 





WTD.: EXP. RETAIL LUMBERMAN 


To fill in on sales department. Must be able to 
draft and estimate. Outside contact general to 
promote sales. Only thoroughly competent man de- 
sired. State age, family, experience and where for 
reference. If church affiliation mention. 

Address “E. 70,” care American Lumbermaan. 





WANTED: LADY STENOGRAPHER 
Familiar with double entry bookkeeping and other 
clerical work in lumber office. 

Address “E. 80,” care American Lumberman. 





Employment _ 


HOUSING EXECUTIVE AVAILABLE 


Can assume full charge of and complete responsi- 
bility for house bldg. program, any type, style, or 
price range. Practical bldg., gen'l office, sales and 
mtge. exp. Draftsman, designer, estimator, mate- 
rial bills and purchasing. Familiar with produc- 
tion methods, modern material uses and FHA. 
Consider real estate, industrial, dealer ass’n., civic 
or promotional development, or take over where 
positive sales opportunity exists. 
Address “E. 82,” care American Lumberman. 





EXP’D ARCHITECTURAL DRAFTSMAN 


Age 26. Capable designing, rendering homes. 
Knowledge modular system, ability to promote 
small home sales campaign incl. art layouts, con- 
tacting prospects. Exp. with reg. architect, sash 
& door co., bldg. spec. Start $150 Mo. 

Address “E. 85,’’ care American Lumberman. 


LUMBER AND BUILDERS SUPPLY SALESMAN 


Desires traveling connection with manufacturer or 

lumber company. Familiar with lumber grading 

& blue prints. Age 35, married, best of ref. 
Address “E. 83, care American Lumberman. 








WANT TO LEARN RETAIL LUMBERING 
College grad. in forestry; exp. in lbr. prod’n. 
Address “E. 87,”" care American Lumberman. 





WANTED—POSITION AS MANAGER 


Of retail lumber and coal business. In Northern 
or Central Illinois. 
Address “E. 92," care American Lumberman. 





SALESMAN, ESTIMATOR, ASS’T MILL SUPT. 
30 years of age. College grad., 8 yrs. exp. selling 
& estimating. Know heating, plumbing & steel 
work estimating. High sales record. Single. Can 
go anywhere, but must be permanent. Now work- 
ing: desire change for personal reasons. 

Address “E. 94,” care American Lumberman. 





YOUNG CAPABLE MECHANIC 


With 10 yrs. exp. in planing mill wants position 
with est. firm. Prefer midwestern territory. At 
present employed. Good references. 

Address “E. 63,” care American Lumberman. 





OPPORTUNITY FOR YARD OWNER 


Do you need a reliable married man with college 
education and experience in lumber, hardware, and 
allied lines? Willing to do office, outside work, or 
both. Desire permanent work as second man, with 
prospect for advancement—References from present 
and former employers. 

Address “E. 26,” care American Lumberman. 


EXPERIENCED RETAIL LUMERMAN 
Desires position as yard mgr. or asst. Thorough 
knowledge of retail sales & buying, lbr. millwork, 
bldg. matl. & fuel. 25 yrs. exp. Competent. Married. 

Address ‘‘E, 28,” care American Lumberman. 








| CLASSIFIED ADVERTISING 





WANTED 
Employment 














EXPERIENCED MANAGER 


Age 38, with 17 years experience in Retail 
Lumber and Building Material Industry in 
all branches from bookkeeper and stenogra- 
pher in 1922 to manager in 1932. Thorough, 
efficient and competent. Now employed as 
Manager of two yards in Illinois; one in 
Chicago area. Approximate annual volume 
$200,000, handling both new and used mate- 
rials. Present position for 7 years. Seeking 
change with future. Have some cash if 
financial interest is available. 

Address “E, 95,’ care American Lumberman. 





EXPERIENCED LUMBERMAN 


Whose experience covers practically all phases of 
the lumber business both in manufacturing and 
retailing, seeks new connection where responsi- 
bility, hard work, honesty and integrity will war- 
rant future possibilities. Office Manager, Account- 
ant, Auditor or General Manager. 

Address ‘E. 98,’ care American Lumberman. 


RETAIL LUMBERMAN 


Fifteen years’ experience in estimating and listing 
materials from plans and specifications. Cost Book 
A Graduate. Now employed. 

Address ‘“E. 97,” care American Lumberman. 


SELLING AND BUYING LUMBER 


Position wanted, by man with over 20 years exp. 
Now employed. Familiar selling territory, New 
England, New York, New Jersey and Western 
Pennsylvania. Thorough acquaintance with east- 
ern lumber manufacturers in northern New Eng- 
land and eastern Canada. References. 

Address “E. 100," care American Lumberman. 


MILLWORK JOBBER SALESMAN 
Wants position. Can take millwork from plans. 
Prefer Illinois, Wisconsin or Michigan territory. 
Address “F, 27,” care American Lumberman. 


POSITION AS MILL SUPT. OR ESTIMATOR 
21 years lumber and mill experience; 8 years in 
full charge. Can detail and bill. Accounting ex- 
perience. With present firm 16 years. 

Address “F. 26,’ care American Lumberman. 

















POS. WTD.—INDIANA PREFERRED 
Experienced retail lumberman, age 32, 8 yrs. exp. 
Capable of buying, selling, estimating, drafting & 


general office work. Now employed, and can fur- 
nish references. 


Address “E. 99,’" care American Lumberman. 


MAN, 26 YRS., 5 YRS. EXP. IN LBR. YD. 


desires position as bookkeeper, estimator, salesman, 
or assistant yard manager. 
Address “E. 69,’’ care American Lumberman. 








ALL-AROUND INSPECTOR OF BOARD LUMBER, 
Dimension Stock & Ties wants position. 
Address “E. 74,” care American Lumberman. 





DO YOU WANT EMPLOYEES 
Write an advertisement; send it to the 
paper that reaches the people. We can 


help you. AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 





YOUNG MAN, 24, WITH 5 YEARS EXP. 
wants position as shipping clerk, bookkeeper, yard 
megr., or salesman. Best references. 

Address “E. 76," care American Lumberman. 


SUPERINTENDENT: CAPABLE OF TAKING 


Complete charge of logging, sawmill and planing 
mill operation. Now employed, but have satis- 
factory reason for desiring a change. Best refer- 
ence. 45 years old. Can travel, no objection to 
foreign service. 

Address ‘“‘E. 41,’’ care American Lumberman. 








DETAILER, BILLER AND PRODUCTION SUPT. 
Now employed wishes permanent’ connection. 
Forty-five years old; twenty years’ experience; 
special & stock millwork. Best of references. Will 
guarantee results. 

Address “E. 51,” care American Lumberman. 


SURVEYOR-TIMBER CRUISER 


Age 30. Wishes change of location. Now in Texas. 
Address “B. 69,” care American Lumberman. 


RETAIL LUMBERMAN, SALESMAN 
Can make estimates and figure cost from blue 
prints and plans. Capable, dependable, aggressive. 
Address “C. 58,” care American Lumberman. 

















